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A Splendid Plan for Selling Lumber for 


A letter to the American Lumberman 
from J. W. Berry, president Golden 
Belt Lumber Co., Manhattan, Kansas 


N the territory covered by our yards we are 

(\ harvesting a fine crop of wheat, testing from 

60 to 65 pounds per bushel, and the price at 

local elevators is about 31 cents a bushel. This 

is an economic tragedy. It does not allow the grower cost, 

and will leave him deeper in debt when the wheat is sold. 

Farm storage would relieve the congested condition of 

the terminal elevators and all the local elevators, and the 

carrying capacity of the railroads at this time. The wheat 
that is moving now is at a 


Farm Storage of Wheat 


If the dealer should decide to sacrifice his profit in the 
lumber, he may call for the delivery of enough wheat to 
cover his debt any time at the agreed price of double the 
price of wheat on the day lumber was sold. 

The cost of the granary is computed in bushels of wheat 
of a certain grade and quality when the building is com- 
pleted. Ifthe granary is 5,000 bushel capacity and the price 
at beginning of building is 35 cents, and the cost of the 
material in the building is $350, it would take 500 bushels 

of wheat at 70 cents to pay 








sacrifice to our customers 
and deprives them of re- 
sources for further house 
and barn building. The 
banks are encouraging the 
holding of wheat, and the 
lumber dealer can do the 
same thing. 

I suggested a rather def- 
inite plan for farm storage 
to some customers some 
time ago. The plan is 
this: We will sell lumber 
at our present retail price 
and take our pay when the 
price at local elevators is 
double the price it is on the 
day the lumber is sold. We 
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the bill. If the customer 
sold wheat at present price 
of 35 cents, it would take 
1,000 bushels to cover the 


For some reason we have 
- got away from the old- 
fashioned economy cf farm 
storage. Any farmer who 
is able to store a part of 
his crops owes it to him- 
self and his neighbors to 
do so. It will do no good 
to scold the Farm Board 
for threatening to dump 
wheat on the _ present 
glutted market, when the 
farmer is doing the same 
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will furnish the lumber, 
tile, cement, hardware and 
paint. The owner will do the work and haul the material 
from our yard. He will pay the taxes and insurance on the 
stored wheat and on the building. The building must have 
good foundations, a good shingle roof, be watertight, and 
constructed according to approved grain storage plans. 

He agrees to hold the wheat until we mutually agree to 
sell. Storage for 5,000 bushels could be built for a ma- 
terial cost of about 7 cents a bushel, and a 2,000 bushel 
granary for 8% cents a bushel. A 10,000 bushel granary 
could be built for 5 cents a bushel. When wheat is selling 
locally at 37 to 38 cents the bill would become due when 
the local market reached 75 cents. If wheat is selling at 
31 cents as it is today (July 9), the bill would be due when 
local market reached 62 cents. 

When wheat reaches the selling value the bill is due, 
and if the owner desires to carry longer with the hope of 
further advance, interest will be charged from that date on 
a secured note. To extend further time or call for market- 
ing of enough wheat to pay for the granary is at the op- 
tion of the lumber dealer, and the owner agrees to deliver 


to the market without delivery cost. 


thing. 

The wheat now in the 
hands of the Farm Board and in the elevators is a known 
quantity, and the country knows it will be dumped as 
soon as it affords a trading profit. This wheat is held by 
a comparatively small group, who are basing their selling 
price not on cost of production to the grower and a profit 
to him, but on the low price at which they are now buying 
wheat. If a large part of the present crop were stored 
on the farms in the hands of at least 100,000 wheat growers, 
it would be marketed as the needs and opinions of the 
owners required. If the farmer has wheat on hand which 
he can not sell at a profit, he is apt to sow less wheat next 
fall, and he will devise other means to use this wheat to 
yield a profit. 

The Farm Board has my sympathy in its effort to do the 
impossible. The very men in Congress who are responsible 
for the Farm Board are now most vociferous in trying to 
advise and are loudest in their condemnation. In my 
opinion the Farm Board has been an expensive piece of 
governmental folly. I have implicit faith in the good sense 
of the farmers themselves. The most insidious political 
folly that has been preached of late years [Turn to Page 33] 
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A Comprehensive Service 
To the Forest Industries 











«‘ Extraordinary 
. 9 
Service’ 
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Forest Engineering. 

Timber Estimating. 

Timber Appraising. 

Forest Mapping. 

Aerial Forest Surveying. 

Timber Financing. 

Management of Lumbering Operations. 
Management of Timberland Estates. 
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FRUIT GROWERS SuppLy Co. 
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PLAYING SAFE WITH E. E. JACKSON FLOORING | 


The constant reliance placed on E.E. JacksonLong machine work: — manufactured 13/16 x 2 1/2” 
Leaf Yellow Pine flooring for public school buildings face, counted as 1 x 3—a gain of five per cent in 
in the “metropolitan districts” and along the Atlantic coverage over 25/32 x 23/8”, also counted as 1 x 3. 
Seaboard is the strongest practical endorsement 


Incomparable wear and fine appearance in scores 
of the following E. E. Jackson Flooring features:— 


of New York City, Brooklyn and Eastern public 
Selected Long Leaf Yellow Pine flooring strips:— schools, where it is now giving the highest type of 
scientific drying and seasoning:—accurate service. 

















John Adams High School, Brooklyn, New York, floored with 63,000 feet of our 13/16 x 21/2” face B Heart Rift Flooring 


FE. E. JACKSON LUMBER COMPANY 
Sales Office: First National Bank Bldg., Baltimore, Md. - - Plant: Riderwood, Alabama 
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Creating an 
Integrated Lumber 
Sales Policy 


N ITS various aspects the selling or 
| merchandising of lumber the 

theme of most of the discussions and 
deliberations of the meeting of lumber- 
men held at Columbus last week and re- 
ported elsewhere in this paper. Evidence 
presented by lumbermen in all branches 


was 


of the industry, whose testimony can not 
be impeached, was ample to condemn 
sales practices that have prvailed for dec- 
ades and that have absolutely nothing to 
recommend them. 

Nobody who is familiar with the his- 
tory of the lumber industry for the last 
quarter-century can be unaware of the 
criticism that has been directed against 
the industry from outside. The fact must 
be admitted also that lumbermen them- 
selves have been extremely generous in 
their criticism of one another and of the 
industry as a whole. While the first and 
most logical step in the direction of re- 
form or improvement is the detection of 
defects, it can not but be a serious han- 
dicap to any industry year after year to 
point out its vices without being able to 
record substantial progress in their elimi- 
nation. 

If the evidence adduced at the Colum- 
bus meeting is to be accepted at its face 
value, the conclusion can hardly be es- 
caped that the lumber industry has no 
such thing as an established sales policy. 
If the aim of the industry has been ab- 
solutely to demoralize the selling func- 
tion its success has been complete. It 
must be said also that the results that have 
been achieved are the logical and inevit- 
able consequences of the practices that 
have been habitually indulged in. 

The purpose of the meeting at Colum- 
bus was to bring about a co-ordination of 
sales effort in order that each of the 
various sales factors may function prop- 
erly with profit to all concerned. The 
substantial interest of all branches of the 
lumber industry in bringing about an im- 
provement in selling methods has been 
definitely established. The defects in 
present methods have been recognized 
and alternative methods have been pro- 
posed. The task remaining is to establish 
correct practices. 

The meeting at Columbus was an in- 
dispensable preliminary to reform in sales 
methods. It was necessary to have the 
facts on which to base a policy, and these 
facts could be brought out only in a 
meeting where all elements in the indus- 
try were represented. But it is to be ob- 
served that every practice complained of 
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was the act of an individual lumberman 
or lumber concern. It follows therefore 
that reform can come and must come 
from individuals. There can be no com- 
pulsion in the matter other than such an 
enlightened sentiment as shall condemn 
every practice that discredits and injures 
the industry. The lumber industry is not 
an entity independently of the individuals 
that comprise it. If the selling policy of 
the lumber industry is to be integrated 
and raised above reproach the task will 
be accomplished only by the scrupulous 
individual observance of correct practices. 





Helping Growers 
Finance Buildings for 
Storage of Grain 


RAIN crops generally throughout 
(5 the United States are excellent in 
both quality and quantity. Prices 
at the beginning of the earliest harvests 
of wheat are so low as to leave no chance 
of profit for the producer. Experience 
has shown that the low prices at time of 
harvest are largely due to the rushing of 
grain directly to market. Normally, if 
the producer could hold his grain a few 
weeks or months values would be restored 
to something near profitable levels. Such 
storage and withholding from market re- 
quire expenditures for granaries and cribs 
beyond the means of many farmers. 

Various proposals have been made for 
increasing the farm storage facilities of 
the grain growers of the country. It is 
obviously a matter of vital importance 
that producers of essential food grains 
shall be adequately compensated for their 
expenditures of labor and capital. The 
business of the retail lumberman in an 
agricultural community is prosperous or 
depressed accordingly as the farmers are 
prosperous or not. If, therefore, the 
storage of grain on farms promises direct 
profit to the growers it promises hardly 
less direct profit to the lumberman, who 
may supply the materials from which to 
build bins and cribs. 

Because of this intimate relation be- 
tween farmer and lumberman, retailers 
throughout the grain producing regions 
will be interested in the plan of financing 
the building of farm granaries being put 
into effect by the Golden Belt Lumber 
Co., of Manhattan, Kan., as related on 
the front cover page of this paper. Ad- 
mittedly, there is something of both spec- 
ulation and risk involved in the farm 
storage of grain. But, as J. W. Berry, 
president of the Golden Belt Lumber Co., 
says, the selling of a fine crop of wheat 
testing 60 to 65 cents a bushel for 31 
cents a bushel is not only an economic 
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tragedy but will leave the farmer deeper 
in debt when the wheat is sold. 

Briefly, the Golden Belt plan is to ex- 
tend credit on the materials for the gran- 
aries until wheat is worth in the local 
market double the price being paid on 
the day the materials are furnished. The 
wheat will be sold when farmer and lum- 
berman agree to its sale. If the farmer 
wishes to carry it until it is worth more 
than double the price being paid at the 
time the agreement was made, he pays 
interest on the debt, for which he gives 
a secured note. There are other options 
and details that provide for exigencies, 

That this matter of farm storage is 
receiving consideration in other quarters 
is indicated by the fact that a manufac- 
turer of steel tanks is financing steel bins 
through retail lumbermen on a basis that 
affords farmers credit while growing two 
crops with which to pay for them. Stor- 
age is one of the main features of the 
policy of the Farm Board. It was advo- 
cated by Alexander Legge while chair- 
man of the board and since as a means 
of enabling farmers to realize somewhat 
more nearly adequate returns from their 
efforts. The situation is sufficiently ser- 
ious and the interest of the lumberman is 
sufficiently intimate to enlist his efforts in 
every practicable way. 





Freight Rates, 
Lumber Prices and 
Building Costs 


[ THE moment of writing these 
A words the hearing before the Inter- 

state Commerce Commission of the 
application of the railroads for an increase 
of 15 percent in freight rates is opening. 
The condition of the carriers which makes 
necessary this application is as significant 
to the public as would be the granting of 
the increase itself. It is believed that an 
increase of 15 percent in lumber rates 
would be little short of calamitous to the 
lumber industry. Nevertheless, serious 
though an increase of 15 per cent in rates 
would be to the lumber industry, the fail- 
ure of the carriers to earn revenue suf- 
ficient to sustain their financial integrity 
would be disastrous to the country as a 
whole, with special injury to the build- 
ing industry. 

In view of the general depression, the 
granting of the rate increase can be con- 
ceived of only as a desperate resource, to 
be resorted to only when every other rem- 
edy has been exhausted. During the cur- 
rent depression the railroads have cur- 
tailed their services in an effort to reduce 
losses, but the country’s transportation 
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needs must be met whether the carriers 
realize a profit or not, despite the guar- 
anty clause in the transportation act. Ob- 
viously, the carriers are entitled to relief 
from an impossible situation. If not an 
increase in freight rates, what then? 

As the hearing of the carriers’ appli- 
cation opens, the daily press is assert- 
ing that the matter of trainmen’s wages 
is certain to be injected into the case. 
It is shown that while the cost of living 
has moved steadily downward tlie wages 
of trainmen have moved steadily upward, 
and wages are a tremendous factor in the 
cost of railroad operation. Though the 
carriers are not unaware of the dispropor- 
tion between labor costs and other operat- 
ing costs, they are said to have preferred 
an application for an increase in rates to 
an application for a reduction of wages 
because the rate commission can act more 
quickly than the mediation board. Also, 
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no doubt, a consideration in the matter 
is the prevalent sentiment among econo- 
mists and political leaders against wage 
reductions. 

In the lumber and building industries, 
as in transportation, labor costs are po- 
tent factors. In the manufacturing branch 
of the lumber industry, generally, labor 
has taken a severe cut in wages, and it 
is believed that white collar workers as 
well as practically all others in related 
activities, except the building trades, have 
submitted to reductions in income. The 
cost of lumber at wholesale and _ re- 
tail has moved down in harmony with the 
prevalent trend, but the unionized build- 
ing trades have, ostensibly at least, main- 
tained the wage scales established when 
building activity was at the peak. 

The building situation has reached an 
impasse. As a factor in general pros- 
perity, the construction industry is hardly 
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second to transportation. There is need 
of housing, particularly of the detached 
residence type, into which lumber largely 
enters. The cost of lumber and other 
building materials generally has declined 
to a level comparable with the reduced 
resources of the class of people who 
should and under favorable conditions 
would buy or build their own homes. In- 
asmuch as reduction in the cost of build- 
ing materials has not produced the ex- 
pected activity in building, the conviction 
is being driven home that building will 
not be resumed on an adequate scale until 
the building trades have reduced their 
wage scales to a parity with that prevail- 
ing among those who would build if costs 
permitted. There is a natural reluctance 
to advocate reductions in wages; but it is 
believed that nothing else will bring about 
the balance that is indispensable to the 
resumption of building. 





Carolina Pine Production 


Norro.k, VA., July 13.—G. L. Hume, secre- 
tary of the North Carolina Pine Association, 
which now is affiliated with the Southern Pine 
Association, recently has prepared a statement 
showing the production of 82 lumber manufac- 
turers operating in Virginia, North Carolina, 
South Carolina, and Georgia, these figures being 
as follows: 


M. Feet 
Normal yearly production.......... 1,247,544 
Production year 1928.........cceee. 1,056,442 
Pre@uction Fear 1980s ..cccsssccsoes 1,041,192 
Production year 1930........ccceeeee 741,389 
Expected production 1931 based on 
actual cut first 5 months and pro- 
posed cut last 7 months.......... 497,982 
Warts IWVORGEET 6 adc esdecricewnss 312,180 
Actual inventory June 1, 1931...... 310,913 


This survey shows that the small circular 
mills have an inventory of 33 percent less than 
normal, while the inventory at the band mills 
shows 29 percent above normal. 

The 82 lumber companies included in this re- 
port have a monthly capacity of 103,772,000 feet 
and during the last three years their actual cut 
was 77 percent of normal. For the first five 
months of 1931 the production was 46 percent 
of normal and 59!4 percent of the last 3-year 
average. The proposed production for the last 
seven months of 1931 will show 34% percent 
of normal and 44% percent of the last 3-year 
average. 


Plans Cottman of Hardwood 


Production 


Hammonp, La., July 13.—King W. Bridges, 
sales manager of the Pearl River Valley Lum- 
ber Co., has sent out to the trade a bulletin ad- 
vising that, following as closely as consistent 
the recommendation of the hardwood commis- 
sion that the mills take out 90 days or more of 
their production during the last half of the year. 
the program for his company’s two hardwood 
mills will be as follows: 

The Natalbany mill will operate only on 
hardwoods the equivalent of slightly less than 
one week during July. No hardwoods will be 
cut at Natalbany during August or September, 
this giving one week of hardwood production 
at Natalbany during the 90-day period. Plans 
are not made beyond Oct. 1, but it is reason- 
ably sure that the plant will continue on a 
heavily curtailed basis for the remainder of 
the year. 

At Canton hardwoods will be produced for 
Only one week during July. No hardwoods 
will be cut during August, and there will be 





not over one week of hardwood production in 
September. This will give that plant two 
weeks’ production during the 90-day period, 
and it is expected that after Oct. 1 hardwood 
production in Canton will be continued on a 
curtailed basis for the balance of the year. 


Mr. Bridges advises that inventories at the 
two mills already have been reduced 2,500,000 
feet this year, and indications are that they will 





[Sales-o-gram No. 40] 


ONE OF THE 


most interesting visits the writer ever paid 
to a business establishment was to one 
where the owner was not only a good mer- 
chant but was also something of an expert 
at his hobby—photography. It was his 
practice to take snapshots of interesting 
completed jobs and installations, particu- 
larly those which had an idea in them, to 
pass on to other customers and prospects. 
He kept these under a glass cover in a con- 
venient place to exhibit, and many were the 
sales in which that exhibit had a part. The 
customers whose homes and _ installations 
were photographed were flattered. The 
pictures were really indirect testimonials. Is 
there someone in your organization who is 
a camera fan? 





be reduced approximately 1,500,000 feet during 
July. Continuing, Mr. Bridges said: 

If all other mills curtail in the same propor- 
tion as we will do during the next 90 days, we 
will all feel a strong market by early fall. In 
fact, unmistakable signs of an upward turn in 
prices are evident now. 


The normal production of the Pearl River 
Valley Lumber Co. is 5,000,000 feet monthly. 


Cargo Arrivals at Los Angeles 
[Special telegram to AMERICAN LUMBERMAN] 

Los ANGELES, Catir., July 15.—Cargo ar- 
rivals at Los Angeles harbor totaled 10,328,- 
000 board feet, there being eleven cargoes of 
fir comprising 9,735,000 board feet, and two of 
redwood, with 593,000 board feet. Unsold lum- 
ber stands at 9,140,000 board feet. Sixty ves- 
sels are reported laid up and one operating off 
shore. Building permits from July 1 to 11 were 
valued at $1,131,859. 


Estimated Carloadings 


The national forecast of the Regional Ship- 
pers’ Advisory Boards of probable carloadings 
of lumber and forest products during the third 
quarter of this year, with percentage of esti- 
mated increase or decrease from the actual car- 
loadings for the corresponding quarter of 1930, 


is as follows: Estimated Percentage 
Number of Increase or 














Cars, Decrease 
Boarp Territory— 38rd quarter, from 8rd 
1931 quarter, 1930 
New England ....... 23,782 —10.0 
Atlantic States ...... 27,191 —13.5 
Allegheny ....... ae 9,930 —34.2 
Great Lakes ........ 5,600 —15.5 
oS) OO OD 13,913 .0 
OS eee 30,860 —30.0 
BO ee 15,600 +11.7 
Trans-Missouri, Kan.. 16,351 —32.3 
er 74,613 —10.0 
BOUENONE kc cccecesss 59,676 +10.0 
Central Western 4,560 — 1.3 
Pacis Comet .occces 39,692 — 8.0 
Pacific Northwest ... 99,466 —16.9 
TG kcncnsccewes 521,234 —11.9 
Auto Body Wood Treated With 
Preservative 


MEMPHIS, TENN., July 13.—With the recent 
introduction of the new model Nash automobile, 
a condition of significant importance to the 
lumber industry is disclosed. In the structure 
of the bodies, the Nash Motors Co. has greatly 
retarded the digression from wood to steel by 
having all of the body wood in these new 
models treated with Bruce preservatives. In 
this connection, an official of the Nash Motors 
Co. at Kenosha, Wis., said: 

Body wood in the new models is treated 
with a new odorless chemical solution to guard 
it against tropic rot and against weather. 
This insulation and treatment. effectively 
deadens road hum and vibration, guards pas- 
sengers against both heat and cold, and pre- 
serves the coachwork for long and satisfactory 
service. 

It has been apparent to the lumber industry 
for some time that wood was being supplanted 
in some of its important uses by other materials 
because of its inability under certain conditions 
to withstand attacks of rot and decay and of 
wood eating insects. Now that wood may be 
so treated as to make it adaptable to its right- 
ful position in the construction of automobile 
bodies, as well as in all phases of building, lum- 
bermen and wood users have an assurance that 
wood will retain its logical position and regain 
the popularity and demand that have been af- 
fected through substitutions. 
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QUERY AND COMMENT 


Home Coming Exhibits and Floats 


and two adjoining towns in 
this county are planning a home 


Our wn tow 
the heart of 


J g celebration, Aug. 14 to 16 inclusive. 
We ! sking the co-operation of manufac- 
irers illy advertised products which 





we s¢ W stions and helps can you 
give s ex and floats? The time is 
u g s ! li any help you can give us 
will ppreciated.—INQUIRY No. 2,660. 
response to this request, which comes 


from Pennsylvania, a broadside on floats, con- 

ing pictures reprinted from the AMER- 
CAN LUMBERMAN, has been sent. Numerous 
articles describing lumbermen’s exhibits of vari- 


sisting of 


ous kinds have appeared in the AMERICAN 
LUMBERMAN, but as these have not been re- 
printed they are not available in separate form. 


Miniature houses and other buildings properly 
landscaped have been used as often perhaps as 
anything in lumbermen’s exhibits. Built-in 
equipment, cabinets, cupboards, etc., also fit in 
well with other exhibits for lumbermen. It is 
quite likely that the inquirer will receive some 
help from the manufacturers to whom appli- 
cation has been made. Readers who have made 
exhibits at fairs and on other occasions are 
invited to send in photographs of them for the 
information of this inquirer and for publication 
AMERICAN LUMPERMAN. The name of 
will be furnished on request. 


in the 
the 
}- DITOR ] 


Back in the Woods in the Old Days 


quirer 





Editor AMERICAN LUMBERMAN: This aint 
written in order to win any prize in composi- 
tion nor puncatition cause I aint very well 
versed your up todate english, I gradu- 
“4 d n the north woods of Wisconsin from 
the Lumber Jacks College so you see my 
education was gotten in the good old days of 
ork and beans 

But what I started out to say was, I wanted 
to tell you about the good old logging days 
in the Wisconsin woods I worked for a 
lumber company who had and still has their 
main shack at Oshkosh, Wisc., and their op- 
erations were performed on the Odanah In- 
dian Reservation up near Ashland, Wisc., this 
was back in 1919 and in those days did we 
have snow? well say now we had to take 
our shovels to our bunks with us so as to 
be able to shovel our way out of the bunk 
house in the morning and cold those days it 
was s°% old that when you spit out your 
tobacco cud you had to be careful not to spit 
on your foot fer if you did it would bust yer 
toe as the tobacco froze into solid ice before 
it hit the ground. 

But, them were the glorious days just the 
same At 4 in the morning the grizzeled old 
red headed boss would stick his mug in the 
bunk house door and yell “Day light in the 
swamp” and the truth of it is it was two 
hours till daylight bat that boss wernt to be 
monkeyed with and out we all rolled got on 
our heavy boots and mosocons, if that is not 
the way to spell it then hang it and we 
would all gang into the grub house at about 
5 AM, at 6 oclock that same boss would yell 
“all out for the woods” why the old fool 
dident know that we were already in the 


woods up to our necks? 3yv daylight we would 
be arrived at our place of pleasure which was 


a cutting down tamrack and logging it out 
of the swamp. About noon the cook and his 
crew of cookies would mose along with a 
small log built sleigh drawn by a horse with 
our pork and beans on it and we would brush 
the snow off of the logs and sit down to eat 
in weather which was mostly around 25 be- 
low zero and say, I never have known since 
how good pork and beans tasted and by the 
looks of the pork after careful examination 


I sometimes 
alive as I 


wonder if the hog wasent boiled 


found many a hogs hair still grow- 


ing on the rine but, it tasted mighty good 
anyway. 

At 4 oclock which was about dark in the 
winter the boss would yell “All in.” He 


dident need to tell us that as we were surely 
all in by that time as that boss dident give 


us time to take a decent breath all day and 
when you wanted to fill your pipe you had 
to get behind a tree so as the boss wouldent 
you but after you had it lit he dident 
give a d— " Well when we got back to camp 
at about 5 oclock as we had 2 or 3 miles to 
walk we would wash up and get into the grub 
house at 6 sure and say, that coffee sure went 
down like hard cider it was hot and tasted 
good and it was so black you could off painted 
a boiler with it, and then some more pork and 
beans. I forgot to tell you that we had flap- 


see 


jacks for breakfast and they came in handy 
for other things to as we sometimes used 
them also for razor straps as no dern razor 
could cut them. well as I was a saving after 
grub was over we would go back in the bunk 
house and thaw out our boots and mocoso- 
cions, d that word, and then take our 
shirts off and some of us after lighting up 
our old corncobs or taking a fresh chew of 


plug would play cards some would play check- 
some would swap lies and say what 
glorious lies some of the old timers could tell, 
and the rest of us would keep busy searching 
for pa and ma greyback and the children and 


ers, 


their grand pa and grand ma. At 9 oclock the 
same old geser of a boss would come in and 
yell “Lights out” and then someone would 
blow out the lights of the two smoked up 
laterns and we would all hit the hay and be 
ready to begin a bigger day tomorrow. 

Our one day was Sunday as we worked six 
days a week and washed our cloths and shaved 


and strapped our razors on dried flapjacks on 
sundays. Pay day was looked forward to be- 
cause we dident give a d— about money 
till spring as we had no way to spend it untill 
we quit work in the spring then many a fool 


lumberjack spent his whole winters work by 
noon the first day in town. Some time if you 
have time, I will tell you about the time we 


fired the cook and scared the fat cook’s helper 


to death who came from Oshkosh.—INeuipy 
No. 2,659. 

| This contribution came from Indiana. Despite 
the hardships connected with woods work of ay 
earlier day, older woodsmen often look back 
to their experience with something of regret, 
—Epitor. | 


Plans for Resort Social Hall 


We should like to know whether you hay 
a plan book showing illustrations of a smajj 
social hall or club building suitalle for mod- 


erate summer resort. We are contemplating 
constructing such a building about 40 feet by 
i? feet, and could use suggestions as com. 


piled in one of your plan books. 
2,661. 


INQUIRY No 


[This inquiry comes from California. In re. 
sponse a few cuttings and reprints of floor 
plans of community buildings published in the 
AMERICAN LUMBERMAN some time ago have 
been sent. While community buildings do not 
serve exactly the same purpose as social halls 
or club buildings, vet there are similarities that 
make it probable that the plans for one type 
of structure would serve 
least, for the other. 

This inquiry is published with the thought 
that some of the retail readers may have had 
occasion to supply material for a similar struc- 
ture and may be able to put the inquirer in a 
position to obtain plans. 

It would appear that some of the concerns 
that are prepared to supply plans for filling 
stations, wayside stands and tourist camp struc- 
tures might be interested in furnishing plans 
for social or public halls, such as are wanted 
by this inquirer. The name of the inquirer 
will be supplied on request.—EpiTor. | 


as 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








The people of America have | 


not more earnestly wished for| standing. 


able, so thickly 
Yet there are little 


is the timber | other single one that could be 


named. The loose system of 


a thing in a long time than| valleys everywhere  through| buying and selling that pre- 
that President Garfield may | which wagon roads can_ be| vailed before the panic proved 
recover from the shot of the| made with little difficulty. disastrous, both to the one 
would-be assassin. It is the * + who bought and the one who 
wish and prayer of the whole | Logan & Gibson, Albany, sold. a 
civilized world that the pluck a : : wth 

a a Ind., have added a_ new sieht inde we 
and rugged constitution of the Stueanie euw te thelr wlll. The jam on Big Grandfather 
President will accomplish what pa js Bull Falls, Wisconsin, still con- 


the physicians in attendance | 

have declared impossible. 
a + 7 

Fla., a 


At Pensacola, few 


Apparently the hard times 
which began in 1873 and ended 
nearly six years later, lasted 
long enough to impress their 


tinues. 
+ * o 


No intelligent man can fail 
to be impressed with the fact 


days ago, there were thirty-| jesson indelibly upon the minds | that we are now in the midst 

three foreign vessels loading| g¢ business men. The causes| Of 4 period of remarkable busi- 

with live oak and yellow pine) o¢ this disease in the commer-| 2€SS activity. Railroads are 

for Italian and other Euro-| cial body and those which com- | doing an enormous business 

pean ship builders. bine to protract its duration, | and all of them complain of 
* * af 


The Tennessee & Sequatchie 
Valley Railroad’ will pass 
right into the heart of one of 
the richest timber tracts to be 
found anywhere. Not only is 


bermen 


were studied with 
and persistency that left little 
regarding them 
The probability 
profited 


having more merchandise, grain 
and other freight offered them 


a closeness 


undiscovered. than they can handle. — This 
is that lum-| expansion in business is not 
as much as Speculative, but legitimate, and 


this fact in itself is strong 


suggestions, at | 


black walnut abundant, but 
hickory, oak, chestnut, poplar 
and pine are to be found in 
immense quantities and of a 
quality and size hardly to be 
surpassed. In Swaggerty’s 
Cove—which is an_ extensive 
triangular basin hemmed in by 
Hinck Mountain, Big Moun- 
tain and Norton Mountain— 
the forests are almost impass- 





others from the bitter experi- 


ences of that time of discour- | 
agement. The LuMBERMAN con- | 


ceives that one of the lessons 
the events of these 
taught the members of the 
lumber trade was that exces- 


years | 


sive and indiscriminate credits | 


should be avoided. Few will 
venture to dispute the asser- 
tion that more failures were 
due to this cause than to any 


reason for hoping that it will 
not be followed by an imme- 
diate collapse. 
_ * 7 

The ship “Olympus” of Sea- 
beck, W. T., made a trip to 
San Francisco, Calif.,  dis- 
charged 1,450,000 feet of lum- 
ber and returned in_ twenty- 
two days, which is said to be 
the best time on record. 
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LUMBER MARKET REVIEW 


A Few Southern Pine Items Are Showing More Strength; 
Production Is Very Small 


Southern pine bookings in the week ended July 11 ex- 
ceeded the production by 30 percent, and were also ahead 
of the shipments. The excess is accounted for principally 
by curtailment, as a number of mills have been further re- 
ducing their cut. A slight gain in yard orders for mixed 
cars has been reported, however. Certain sellers are taking 
a firmer stand on prices, so a number of buyers, believing 
that the market is touching bottom, are more willing to 
sort up their stocks for fall trade. Yard demand in general 
is slow, and in many sections the country retailers are very 
hesitant buyers. The lowness of their own supplies, and 
the broken condition of stocks at most mills, are neverthe- 
less bringing them into the market for mixed cars. The 
only item of which a definite scarcity has been reported 
is No. 2 boards, and in a few cases mills are asking $1 more 
for these. No. 3 grade is also stronger, this being i in larger 
demand by box plants. 


North Carolina Pine Is Slow and Prices Show Weakness; 
Roofer Sales Are Few 


North Carolina pine business is even slower than it had 
been recently. The yards during summer find their require- 
ments small, and competition is keen from the Southeast 
shortleaf mills, and from West Coast fir and western pine 
producers. Box plant consumption is far below normal, 
and small mills are keen competitors for orders for low 
grades. The general trend of prices during the week ended 
July 11 was downward, though B&better boards and floor- 
ing held their position fairly well. Carolina mills are hop- 
ing that advances in intercoastal rates on competitive west- 
ern woods will bring them some relief from the pressure 
of competition. Until recently they had been doing a fair 
business in planing mill items, but it has fallen off, and 
there has been heavy curtailment in production of these. 

Georgia air dried roofers are said to have sold as low 
as $9.50, but it is believed that this is an exceptional price. 
Production is very small, and was hampered recently by 
bad weather, which, however, also affected local building 
demand, on which the mills have been depending chiefly. 
The starting up of the Georgia fruit movement has brought 
in some orders for package stock. 


West Coast Production Down to 32 Percent Capacity; 
Orders Exceed It by 31 Percent 


Decided curtailment of production is shown by the West 
Coast report for the week ended July 11. Output was only 
32 percent of capacity, compared with an average of about 
45 percent in recent months. New business has continued 
at about the same level as it has recently, and exceeded 
actual production by 31 percent. The probability is that 
operation will not be increased during July or August, and 
the industry is expecting an improvement in its statistical 
position that will strengthen prices. 

Domestic cargo business was in rather good volume. 
The intercoastal rate of $10 is better held than it was ex- 
pected to be, though some space is still being sold at $9, 
and the announcement of a further increase of 50 cents 
for September is firming up Atlantic coast prices. Any 
mark-up in prices, however, immediately strengthens the 
competition of eastern softw ‘oods, some of which are being 
offered at very low figures. California business is dull, and 
consumption is not keeping pace with the increase in re- 
ceipts, so that unsold stocks have been increasing. 


The rail market for fir is quite slow. At both city and 
country yards only odd lots are moving, and the few mixed- 
car replacement orders run largely to uppers, while demand 
for large construction jobs has fallen off. The railroads 
are buying very little, but it is understood that if they 
are granted an advance in rates they will be in the market 
for large amounts. Prospect for fall demand from the farms 
is in general poor, but it is said that in the grain-growing 
States there will be a considerable call for lumber for 
building farm storage buildings. Flooring and siding prices 
were maintained in the period ended July 13, but boards 
and dimension showed further decline. 


Foreign trade is well maintained, for, though little busi- 
ness is coming from Europe, South America or Australia, 
China is a good buyer and Japan is taking fair lots. 

Log-buying mills have been afforded a little relief by de- 
clines in log prices, fir being off $2. 


Heavy Curtailment of Hardwood Output Results in 
Inquiries for Forward Delivery 


Many southern hardwood producers seem to have reached 
the conclusion that the only thing that will bring prices 
back to a reasonable level is heavy curtailment during 
summer and important mills have announced shutdowns 
of 90 days. Large consumers are therefore beginning to 
show greater interest in future supplies, and there have 
been inquiries for some large blocks of stock at present 
prices, but few sellers are now eager to do business on this 
basis. Political and financial conditions in Europe have 
combined with an advance in transatlantic rates to put a 
damper on export business, but it is hoped that soon the 
debt moratorium will furnish a stimulant. The best buyers 
are the automobile and flooring plants, and there is a scat- 
tered demand from furniture makers. Building trades de- 
mand through millwork plants and retail yards is quiet. 
In the week ended July 11, southern sales were 7 percent 
above the cut, and northern mills sold 60 percent more 
than their cut. 


Inland Empire Mills Report Curtailment of Output; 
California Pine Sales Exceed Cut 


Production in the Inland Empire during the week ended 
July 11 reached only 42 percent of capacity, though for a 
short period preceding the Fourth it had been around 50 
percent of capacity, and it is generally thought that it will 
continue to be restricted for the remainder of this season. 
The mills have carefully avoided accumulation, for while 
summer is usually the period of peak production, shipments 
to date this year have exceeded the cut by 3 percent. In 
the period ended July 15, sales prices of Pondosa C and D 
selects, 6-, 8- and 12-inch, were lower, but 10-inch kept 
steady, while No. 2 common items advanced and No. 3 
declined. Pondosa No. 1 shop held its ground, but No. 2 
and 3 were off. In Idaho pine, the 6-inch in all grades was 
stronger; C selects and Nos. 1 and 2 kept about steady 
and D selects and No. 3 were a little stronger. 

California pine sales in the week ended July 11 were 
ahead of the production, and shipments led both. The 
price report for the week ended July 7 showed Ponderosa 
1&2 clear and No. 3 stronger, while C and D select had 
weakened. Chief sales of sugar pine were in C select and 
No. 3 clear, both of which were softer than the averages 
for June. No. 3 mixed pines kept about even, but No. 2 
were off a little. 


Lumber Statistics Appear on Page 38; Market Prices and Reports on Pages 56 to 59 
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Improvements to Increase 
Power Produced 


Omak, WaASsH., July 11.—Improvements in 
the boilers, ovens and stacks, which it is ex- 
pected will greatly increase the power produced, 
will be made at the Biles-Coleman Lumber Co.’s 
plant here. The improvements will represent 
an investment of several thousand dollars. 
Changes in the design of the boilers and 
“dutch” ovens will be made and the three 
smokestacks will all be heightened. The plant 
is closed down to allow for the repairs. 

The company generates its own electricity to 
supply power for the numerous electric motors 
used in the factory and the sawmill. In the 
past the boilers and ovens have produced only 
sufficient power to operate the plant. It is 
thought that the improvements contemplated will 
practically double the horsepower, making it 
possible to shut down one unit of the boiler 
system without affecting the plant. 

The small 36-inch stack at the plant will be 
heightened 60 feet. The two big stacks, each 
60 inches in diameter, will be raised to a height 
of 220 feet from the ground, an increase of 
100 feet each. Heightening the stacks will 
produce a stronger draft through the system. 





Supplements to Larch and Fir 


Rules 


PorTLAND, Ore., July 11.—The Western Pine 
Manufacturers’ Association has just issued two 
pamphlets as supplements to its July 1, 1929, 
standard grading rules. One, designated as 
“Standard Grading Rules for Larch and Doug- 
las Fir Railroad Car Material,” is issued jointly 
with the California White & Sugar Pine Manu- 
facturers’ Association. The other pamphlet 
covers standard specifications and working 
stresses for structural grades of larch and In- 
land Empire Douglas fir structural joists, 
plank, posts and timbers. Single copies of these 
pamphlets may be obtained without charge from 
the Western Pine Manufacturers’ Association 
at Portland. The pamphlet dealing with car 
material grading rules may be obtained from 
the Western Pine Manufacturers’ Association 
at Portland or from the California White & 
Sugar Pine Manufacturers’ Association at San 
Francisco. Both supplements are issued as of 
June 15, 1931. 





Plywood Concern Forms Own 
Marketing Organization 


OLYMPIA, WASH., July 11.—Another plywood 
manufacturing concern has formed its own 
sales organization and is now marketing its 
production through recognized plywood and 
millwork jobbers. 

The Washington Veneer Co., of Olympia, has 
been manufacturing high grade Douglas fir and 
spruce plywood for a number of years and has 
enjoyed an excellent reputation in the plywood 
industry for the quality and uniform grade of 
its product. 

This company has always sold its entire pro- 
duction through outside sales organizations but 
has now decided to organize a sales force and 
market its own products. It has selected as a 


trade-mark the name “Westboard” and _ all 
products of its manufacture will carry this 
mark, branded on one end of the panels. The 


bundles containing wall panel will also be la- 
beled “Westboard” so that the trade will read- 
ily recognize products of the company. The 
trade-mark has been registered in the patent 
office at Washington, D. C., and all rights .to 
the name “Westboard” are the property of the 
company. 

The fact that all of the Washington Veneer 
Co.’s products are manufactured from western 
woods, either Douglas fir or spruce, was re- 
sponsible for the origin of the name “West- 


AMERICAN LUMBERMAN 


board,” and the name has been considered very 
appropriate by many in the trade. 

In addition to manufacturing plywood, the 
Washington Veneer Co. makes Douglas fir 
molding and trim. This product is sold under 
the name of “Westboard Wrapped Trim” and 
is packed in strong, dust-proof bundles cut to 
specified lengths, thereby avoiding waste or 
damage in transit. 

Robert S. Osgood, who was recently ap- 
pointed general sales manager, is in the Fast 
calling on plywood and millwork jobbers. It 
is Mr. Osgood’s plan to make an extended trip 
throughout the country in the interest of West- 
board products. 





Prevents Hot Weather Damage 
by Using Sprinklers 


At Lewiston, Idaho, where the big mill of 
the Clearwater Timber Co. is located, the 
weather is very warm during summer. Heat 
was hard on workmen, and on lumber in stor- 
age, so, as Paul H. Tobin explains it, “We hit 


—_—_— — 























The curtain of water can be seen falling from 
edge of roof into ditch alongside shed 


upon the idea of using sprinklers on the roofs 
of the buildings where it was possible to install 
them,” to improve working conditions and re- 
duce or prevent end-checking and shrinkage of 
the lumber stored in the company’s large shed. 

On the dressed dry shed shown in the ac- 
companying picture, which is 850 feet long, 
there were two sections of piping installed, each 
running from the middle and being 425 feet 
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long. 
the middle of the shed, starting at 3 inches ang 
being 1 inch at the ends of the shed. Red Top 
sprinklers were installed every 16 feet, 4 
pressure of 130 pounds is used. 

The first picture shows one section of the 
installation operating. The second picture 
taken along the side of the shed, shows a cyr. 
tain of falling water, which is most distinct as 
seen against the background of the box car, 
and a ditch carrying away the fallen water, 

“With the sprinklers running,” said Mr 
Tobin, “we discovered that on hot days the 
temperature was nearly 5 degrees lower inside 
the shed than it was outside. We know the 
system has been a benefit to the lumber in stor. 
age; we feel sure that it has been a great 
benefit to stored lumber in warm weather. Just 
how much end-checking, shrinkage etc. we pre- 
vent by this means we do not know. We were 
pleased to find that the curtain of water falling 
from the roof has proved to be a protection to 
the dressed lumber, and that the water kept the 
roofs clean. While this installation could be 
made a fire protection measure, that was not 
our idea in planning it.” 





Instructive Booklet on Larch 


PorTLAND, OreE., July 11.—The third of a 


series of booklets describing the properties, uses | 


and grades of Inland Empire woods has just 
been issued by the Western Pine Manufac- 
turers’ Association, with headquarters here, and 
is now being distributed. This booklet deals 
with larch, the other two having dealt with 
Pondosa pine and Idaho white pine. 

One section that undoubtedly will be of more 
than ordinary interest to lumber dealers is a 
group of photographs showing representative 
boards of each of the standard association 
grades of larch in the widths usually handled, 

The booklet contains 48 pages and is pro- 


fusely illustrated with photographs of installa- | 


tions of this wood in its various uses, ranging 
from finish flooring to dimension and small 
timbers. Among the illustrations are also ex- 
terior and interior views of buildings of differ- 
ent types from an airplane hangar to barns 
and residences. 

Since larch is used extensively in railroad 
car construction, this subject is given a special 
illustrated chapter. Another chapter is devoted 


to tables giving the recommended grades of | 


larch for specific uses. 

Another phase of this booklet is a table of 
working stresses, recommended for structural 
grades of larch and Inland Empire Douglas 
fir as graded under the Western Pine Manu- 
facturers’ Association rules for structural ma- 
terial. 


The pipes used are tapered down fro, | 
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Larch is one of the more important woods of 


the Inland Empire, its present stand being esti- 
mated at 25,000,000,000 feet. Larch lumber is 
usually mixed with Inland Empire Douglas fir 

and sold under the name of larch and fir. 
In the first part of the booklet a discussion 
is given of the characteristics and properties of 
larch as well as manu- 











These cut-offs are in the middle of the shed roof, and only one section 
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of the sprinkler system 





is operating 


facturing methods. 

The booklet is being 
distributed by the mem 
ber mills of the West- 
ern Pine Manufacturers’ 
Association and requests 
for copies should be 
directed to these com- 
panies or to jobbers 
handling larch lumber. 

As in the case of the 
similar booklets on Ida- 
ho white pine and Pon- 
dosa pine, the larch 
booklet may be obtained 
from the Western Pine 
Manufacturers’ Associa- 
tion offices in Portland 
at a price of 65 cents a 
copy. 
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Middle Western Retailers on 


Western Tour 


SeatrLe, WASH., July 11—The middle west- 
ern retail lumbermen and their families, travel- 
ing on the so-called “Lumber Merchants’ Tour 
to the Pacific Northwest—Canada and Califor- 
nia,’ arrived in Seattle Thursday night via 
steamship from Vancouver, B. C. There were 
thirty-six in the party, which assembled in Chi- 
cago and left that city July 4 for this western 
trip. Wednesday, July 8, was spent in Everett, 
Wash., where the retailers were particularly 
interested in the Robinson Manufacturing Co.’s 
plant and its methods, particularly in the manu- 
facture of large fir panels and doors. They 
were also taken through the plant of the Puget 
Sound Pulp & Timber Co. to see how pulp is 
made, and spent some time in Mill B of the 
Weyerhaeuser Timber Co., where they were es- 
pecially interested in the loading of two large 
steamships at the Mill B docks. 

From Everett the party had gone to Vancou- 
ver, B. C., where they were taken on a sight- 
seeing trip around the city by local lumbermen, 
and given a luncheon, leaving at 2 o’clock in 
the afternoon by boat. They stopped at Vic- 
toria en route, and arrived in Seattle Thursday 
night. 

The West Coast Lumbermen’s Association 
entertained the party here, giving them a 50 
mile sight-seeing trip along the waterfront, past 
the ship canal locks, and through some of the 
residence districts of the city. In Seattle the 
visitors were particularly interested in the pub- 
lic markets; the large stall with many kinds of 
fresh fish, including large deep sea halibut and 
salmon, and the many stalls of fresh vegetables 
from the various valley gardens near Seattle. 

At night they were treated to a dinner at 
the Hotel Washington, where Col. W. B. Gree- 
ley, secretary-manager of the West Coast Lum- 
bermen’s Association, presided. Chester J. 
Hogue, engineer in charge of the field service 
of the association, entertained the guests with an 
illustrated lecture on scenic wonders of the 
Northwest, together with some views of log- 
ging in the fir forests of the district. 

The next stop of this party will be in Long- 
view, Wash., where the large and up-to-date 
manufacturing plants of the Weyerhaeuser Tim- 
ber Co. and the Long-Bell Lumber Co. will be 
visited. From there the party will go to Port- 
land, Ore., where they will be given a trip over 
the Columbia River Highway. 

The remainder of the itinerary includes a 
trip from Grants Pass to Eureka over the Red- 
wood Highway, then to San Francisco, Los 
Angeles, Catalina Island, Salt Lake, through 
the Royal Gorge to Colorado Springs and 
Denver, and then to their respective homes. 

The party includes the following : 

Mr. and Mrs. Jerome Baker, Whitewater, 
Wis.; Mr. and Mrs. M. F. Smith, Beldon, Neb.; 
Mr. and Mrs. Edw. Olson, Tecumseh, Neb.; 
Mr. and Mrs. Jos. Stein, Fredericksburg, Tex.; 
Mr. and Mrs. J. A. Aspergren, Hugh Asper- 
gren, Lincoln, Neb.; A. H. Rinz, Minning, 
lowa; J. H. Crane, Manby, Neb.; Ernest 
Fischer, Platt Center, Neb.; Cecil H. Murphy, 


Carlinville, Ill.; Phillip Sack, Crete, Neb.; 
2 J. Salzman, Lincoln, Neb.; L. S. Yost, 
Stockton, Neb.; A. W. Schroeder, Eustas, 
Neb.; C. R. Forbes, Caro, Mich.; J. R. Forbes, 


Caro, Mich.; Mr. and Mrs. F. FE. Hoffman and 
Miss Leila Hoffman, Ragan, Neb.; Mrs. G. M. 
McCammon and child, Leslie McCammon, 
Ragan, Neb.; Mrs. M. A. Smith, Smith Center, 
Kan.; S. N. Shaw, Galesburg, Kan.; Miss Mar- 
garet Shaw, Galesburg, Kan.; Mrs. S. M. 
Sholl, Galesburg, Kan.; Miss Margaret Sholl, 
Galesburg, Kan.; Mrs. Ruth Doughty, Fair- 
bury, Neb.; Miss Mary Peterson, Platsmouth, 
Neb.; Miss Nellie Craven, Omaha, Neb.; Miss 
Mary Craven, Omaha, Neb.; H. T. Minkler 
(Chicago, Great Western Railway), in charge 
of party. 


Guests of Portland Lumbermen 
[Special telegram to AMERICAN LUMBERMAN] 
PorRTLAND, Ore., July 14.—Members of the 
party of middle West retailers who are making 
a tour of this section of the country were the 
guests of local lumbermen on a motor tour of 
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the Columbia River Highway when here from 
2 to 8 o'clock last Saturday. The party was 
headed south, with the intention to make a 
short stopover at Medford. On the way here 
a stop was made at Longview, Wash., to visit 
the Long-Bell and Weyerhaeuser plants there. 





Establishes Self in Business in 
Los Angeles 


Tacoma, WASH., July 11.—E. A. Wright, 
for a number of years manager of the Pacific 
Mutual Door Co., of this city, and its two as- 
sociated companies, 
Aberdeen Plywood Co., 
Aberdeen, and Olympia 
Veneer Co., Olympia, 
recently resigned that 
position and will engage 
in business for himself 








E. A. WRIGHT, 
Los Angeles, Calif.; 


Who Starts in Business 
for Himself 








in southern California. 

Mr. Wright is open- 
ing an office in Los 
Angeles, where he will 
have charge of Califor- 
nia sales for the Wash- 
ington Veneer  Co.,, 
Olympia, and the Peter- 
man Manufacturing Co., 
Tacoma, handling Douglas fir plywood, doors, 
high grade moldings and finish. 

Ted Wright, as he is familiarly known on 
the Pacific coast, has long taken an important 
part in the distribution of doors, plywood and 
millwork, and is considered an expert in the 
marketing of these products. He has for many 
years been a very active member of the famous 
Tacoma Lumbermen’s Club, and has played a 
particularly prominent role in connection with 
the entertainment features of that organiza- 
tion. As one of its most popular members, 
he will be especially missed by the lumber 
fraternity of Tacoma, but the good wishes of 
his many friends in the industry will follow 
him to his new field. 








a 





To Find Profitable Use for Every 
Inch of Tree 


SPOKANE, WASH., July 11.—Forest waste is 
on the run in northern Idaho! “Find a profit- 
able use for every inch of every tree,’ is the 
order given the experimental laboratory con- 
ducted by Potlatch Forest Products (Inc.), the 
new company under which operations of the 
Clearwater Timber Co., the Edward Rutledge 
Timber Co. and the Potlatch Lumber Co, have 
been merged. 

One of the most pressing problems of the 
lumber industry is to find a profitable use and 
outlet for virtually 65 percent of the stand- 
ing tree, said J. P. Weyerhaeuser, jr., of 
Lewiston, president and general manager of 
the new corporation. 

Under practices which have obtained in the 
past, only about 35 percent of a tree is ac- 
tually shipped from the mill as lumber. The 
loss is largely represented by sawdust, shav- 
ings, slabs, edgings, hog-fuel, bark and 
shrinkage in seasoning. We may never find 
a use for the stumps, root systems, twigs and 
small branches, but there is a_ possibility 
soon we will be converting the needles into 
valuable oils for medicine and industry. 

For some time, the Clearwater unit at 
Lewiston has been making a superior bri- 
quette fuel for domestic and general use. 
There are said to be hundreds of other things 
which can be made out of trees, and we want 
to find some which will turn our present 
losses into profits, or at least give us a 
money we 


chance to recover some of the 
trees. 


have invested in 
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About two years ago, W. D. Humiston, as- 
sistant general manager of the Potlatch 
Lumber Co., was given an appropriation for 
research work, and was authorized to con- 
duct experiments. Since then he has found 
several products which look so promising, 
he has been authorized to obtain patents for 
them and has been directed to continue his 
research work. He is now designated as the 
“director of research of Potlatch Forest 
Products (Inc.)” 

While in the East this summer to obtain 
patents, Mr. Humiston will investigate sev- 
eral recently patented processes and pro- 
ducts made by others, which give promise of 
adaptability to the company’s program in 
northern Idaho. 

Cellulose and lignin, the two principal con- 
stituents of wood, are the Cinderellas of in- 
dustry, and bid fair to rival coal tar in the 
number and variety of the products which 
may be produced from them. 

In making these studies, it is the ambition 
of the company to make its operations per- 
petual through closer utilization, rather than 
to follow the history of the industry in cut- 
ting out timber stands, dismantling plants 
and moving to other virgin tracts. The com- 
pany hopes to increase Idaho’s industries and 
payrolls and to turn heavy losses into satis- 
factory profits. 


One Way to Beat "Old Man 


Depression'’ 


Cre Evum, WasH., July 11—There is more 
than one way to beat this depression in busi- 
ness, and the officials of the Lake Cle Elum 
Lumber Co. at Lake Cle Elum are showing 
how it can be done. With many of the saw- 
mills slowing down because of the lack of de- 
mand for lumber, the officers of this company 
turned their attention to a new demand. Find- 
ing that the apple growers in the Yakima Valley 
like pine packing boxes, the mill installed the 
machinery needed and started making them, 
about the first of May, with the result that it is 
working its side-line box factory 10 hours a 
day for six days in the week and making 5,000 
boxes daily. Two of the machines work double 
shift to keep pace with the others. 

Every week two carloads of knocked-down 
boxes start down into the Yakima Valley, all 
ready for the fruit growers to nail together. 

But like the packing houses and their utiliza- 
tion of everything but the squeal, so in this 
box factory nothing is wasted. The trimmed-off 
portions are used for making the cleats seen 
on the outside of the boxes to hold them to- 
gether and strengthen them, and what can not 
be used for even this is sold for “box ends” 
at $2 a load and it makes beautiful kindling. 





The mill proper started up April 1 and is 


running five days a week, turning out 40,000 
feet of lumber a day. About 40 men are em- 
ployed in the mill and box factory combined, 
while 30 to 35 men are employed in the two 
camps, one operating on the south side and one 
at the head of the lake. This year light trucks 
are being used to haul the logs to the lake. 

The three active heads of the Lake Cle Elum 
Lumber Co. are L. G. Davis, general manager ; 
Frank Watzel, in charge of the mill; and Joe 
Walsh, president of the company. The sawmill 
has been operating since 1909. 





New Kiln Equipment to Dry 
Handle Stock 


Tacoma, WaAsH., July 11.—In order to dry 
hemlock and Douglas fir handle stock on a 
progressive basis, the Washington Handle Co., 
here, said to be the largest manufacturer of 
handles on the Pacific coast, is installing a 
Moore reversible cross circulation dry kiln. 
The new kiln will be 29 feet wide by 72 feet 
long and will replace two obsolete natural draft 
kilns. The mechanical equipment will be located 
at the side of the kiln loads instead of under- 
neath the rail level or above the loads as is 
customary. William W. Kilworth is president 
and general manager of the Washington Handle 
Co., with H. N. Howard secretary and H. R. 
Kilworth treasurer. 
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REALM OF THE RETAILER 


Retailing in a Military City 


Lumber Dealers Who Engage in Allied Lines of Business—A Young Executive 
Discusses Aspects of Salesmanship—A Well Known Family of Lumbermen 


George C. Vaughan, of San 
Autonio, Tex., is one of the 
widely known lumbermen of the 
country. He has extensive cor- 
porate interests, including the 
Alamo Lumber Co., the Eagle 
Pass Lumber Co., wholesale in- 
terests and the like. His big 
office in the Gibbs Building 
overlooks the famous Alamo 
Plaza and the little fortress 
church where Col. Travis and 
his 180 men fought to the end 
against Santa Anna’s Mexicans 
in 1836. 

“Most San Antonio dealers,” 
Mr. Vaughan said with a smile, 
“are as much interested in the 
real estate business as they are 
in the lumber business. Recent 
years have seen the service ex- 
panded to include a number of 
factors to help the owner get 
his house built, and handling 
real estate was one of these fac- 


tors. They’ll come out all right. 
The city is growing steadily. 


For many years it was the larg- 
est city in the State; but we 
didn’t have quite the volume or 
the kind of general commerce 
to maintain that position, and 
the census put us in third place. 
But that’s not because San An- 
tonio has stopped growing. Far 
from it. Conditions merely 
speeded the growth of a couple 
of other cities. Reports show 
that several hundred families 
arrive here each month to make 
this their permanent home. 


A Great Military Air Field 


“Randolph Field, the great 
army airport, has been under 
construction the last couple of 
years and has been a great boon 
to the city during the slack 
times. The Government has put 


up a fine and permanent type. 


of buildings and has in fact 
spent ten or twelve millions of 
dollars. As a result the city has 
had practically no unemploy- 
ment. This as you may know 
is the biggest air field in the 
world. The army is a great as- 
set to the city; socially as well 
as financially. There are a great 
number of officers’ stationed 
here, and they’re fine men. 
“Like every one else I’ve won- 
dered about the duration of this 


depression. I’ve seen a _ good 
many panics in my time but 
never one that continued so 


long or that showed fewer of 
the usual signs of recovery. It 
is undoubtedly a different sort 
of thing. The country is full 
of money and of food. Facto- 
ries are well equipped, and men 





“The building industry is 
helped in a certain way by the 
readjustment. Houses can be 
built for less money now. Count- 
ing in the decline in lot values, 
the lowered prices of materials 
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The Alamo at San Antonio, where Texas history was made 


are anxious to work. There 
seems to be much accumulated 
money in the banks. It’s the 
factor of over-production that is 
the new element and one the 
country must learn to manage. 
These Texas farmers are told 
over and over that they must 








and the larger amount of labor 
a dollar will get, houses are 
cheaper than they were at the 
peak by nearly 40 percent. This 
is hard on the person who has 
a house to sell that was built 
at the peak, but persons who 
have the money or the credit 











The municipal auditorium at San Antonio is very charmingly situated 


learn to raise something that 
isn’t over-produced. They’re get- 
ting a little tired of the advice 
and have formed the habit of 
asking, if this is the way to do, 
what this crop is that isn’t over- 
produced. 


can get more value in a house 
than they have been able to get 
for a good many years. The city 
and the State have much vital- 
ity and will come back. The 
whole country will, too. It al- 
ways has, and there isn’t any 


lasting reason why it'll not do 
so this time.” 

Alex R. Thomas, manager of 
the Alamo yard in San Antonio, 
is a young man of infinite en- 
ergy and ability. He was as 
busy as several men at once, 
helping run off the big Texas 
lumber retailers’ convention. 
Someone needed to be busy; for 
the preliminary estimate of the 
attendance was less than half 
the number that actually came. 
So arrangements had to be re- 
vised in a hurry. A thousand 
or more people were present at 


the big conference; and of 
course that doesn’t represent 
nearly the full strength of 


Texas lumber retailing, for the 
State is too big for all dealers 
to get together at one place. 
Dallas is 300 miles from San 
Antonio. Lubbock is 500 miles: 
Kl Paso 600 miles; and Browns- 
ville and Amarillo are more 
than 1,000 miles apart. So it’s 
too much to expect that all deal- 
ers can gather in one place. 


Getting Advice From the 
Ladies 

This Alamo yard, 
Mr. Thomas is manager, was 
formerly the Hillyer-Deutsch- 
Jarratt plant. It is located on 
leased ground, and within a 
year or less it will be moved to 
another location farther west. 
Mr. Thomas said that in con- 
sidering the show rooms which 
he expects to install in the new 
plant it occurred to him that 
since these rooms were intended 
to appeal to women it might be 
a good plan to get their opin- 
ions about the things displayed. 
So he sent out some personal 
letters to women customers and 
acquaintances, asking questions. 
The one display feature which 
these women agreed upon as de- 
sirable in a show room was 
floors. This surprised Mr. 
Thomas somewhat, as it sur- 
prised this department. But 
floors it was. The ladies wanted 
a chance to see floors at their 
best; not single boards or un- 
finished pieces or small panels 
a foot square. They didn’t in- 
sist upon floors actually laid; 
but they wanted panels big 
enough to give the eye some- 
thing to roam over. Mr. Thomas 
does not expect to use actual 
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floors as these displays; partly 
pecause the floors in a lumber 
office and sales rooms get espe- 
cially punishing wear. It is hard 
to keep them up to show room 
standards. But he does expect 
to have large panels made, filled 











John Kuntz, jr. is a grandson of 
Peter Kuntz, one of Ohio’s famous 
lumbermen 


and finished; and he’ll display 
them probably on easels. 

This desire to see floors rather 
fits in with Mr. Thomas’ idea 
of the desires of present-day 
customers. They are taking a 
lively interest both in funda- 
mental features of house finish- 
ing and also in construction. He 
expects in these rooms to show 
the proper way of using the ma- 
terials he sells; showing them 
in different stages of application 
and finish. 

[Nore: An _ illustrated story 
concerning the opening of the 
Alamo Lumber Co.’s new yard 
appeared on page 37 of the July 
11 issue.—EpirTor]. 

“Dealers are going to be com- 
pelled to look after details of 
merchandising,’ Mr. Thomas 
said. “Some of us make the 
mistake of not taking the small 
sale and the small margin of 
profit seriously. That won’t do. 
Specialties are an important 
part of the business; and when 
conditions are such they they 
must be handled in small sales 
and at small profits, why they 
must be so handled. I Know a 
man who had a chance at a 
job, but it figured only 10 per- 
cent profit on a not very large 
order, so he lost interest and 
wouldn’t bother with it. The sale 
went to a specialty merchant 
who was glad to get it. That 
customer of course will not go 
back to inquire about similar 
sales again; so that dealer de- 
liberately shifted a certain 
amount of business right out of 
the lumber yard field, for keeps. 
We've got to learn how to han- 
dle these sales, at a profit, of 
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course; but it doesn’t do to get 
delusions of grandeur about spe- 
cialty profits when they simply 
will not carry big margins.” 


Out of Sight, Out of Mind 


At the convention Mr. Thomas 
commented further about mat- 
ters of salesmanship. 

“Some time ago,” he said, 
“our company bought a yard 
and took over the stock. Like 
most yards, it had some odd 
and obsolete stock that had been 
carried on the inventory for 
years. Among these items were 
295 doors of patterns and sizes 
no longer popular; and of 
course they were stored away 
in a warehouse where no one 
saw them except when inven- 
tory was taken. I had them 
moved into the office, a_ big 
room, by the way, where sales- 
men and customers couldn’t 
help seeing them, and I had 
price tags put on them. If shoe 
stores can have bargain sales 
to move stock, when lines are 
closed out, I don’t see why 
lumber yards can’t. I fixed up 
a system of small bonuses for 
selling these items. Within 
about three months all of them 
had been sold. 

“Something of the same sort 
happened with a car of compo- 
sition roofing. It wasn’t mov- 
ing, so I decided to close out 
that line and quit handling it. 
The bonus system worked so 
well that we sold that car and 
two more. Roofers were get- 
ting this business just because 
they went after it; and when 
we went after it we got it, too. 
I got this idea of a little bonus 
to salesmen for selling slow 
movers from a shoe store. I was 
buying a pair of shoes from a 
salesman I know well; and I 
noticed he was pressing the ad- 
vantages of a certain pair. I 
finally asked him just why this 
enthusiasm, and he told me it 
was a good shoe but of a line 
the store was closing out; and 
the salesmen were getting a lit- 
tle extra for selling that line. 
That didn’t make the shoes any 
less desirable to me, but it did 
enlist salesmanship on the part 
of the clerks. 


A Curable Disease 


“Too many yards have the 
‘Thumbitis’ ailment. Somebody 
comes in and asks for a small 
amount of goods, and we jerk 
our thumbs over our shoulders 
with the remark that the man 
back there will take care of 
them. They are thumbed clear 
out into the yard, and the yard 
man gives them the stuff that is 
handiest. As a result, the office 
force doesn’t know the stock. If 
the buyer gets high-pressured 
and buys goods that don’t sell 
themselves, this stuff gets moved 
farther and farther back into 
the warehouse until nobody up 


front even remembers it’s there; 
not until inventory time. If 
goods are in stock, then who- 
ever does the selling ought to 
know about them; and he ought 
to know them so well that 
they’re in his mind every time 
he has a chance to make a sale. 

“T had to deal with an archi- 
tect not so long ago, and the 
goods in question were not fa- 
miliar to me. I was just afraid 
to see him, for I knew he’d ask 
questions I couldn’t answer. So 
I got a factory man into the 
office and asked him questions 
until I felt I had a reasonable 
knowledge of the line. When it 
had been thoroughly sold to me, 
I was in a position to sell it to 
the architect.” 

At the plant of the John J. 
Kuntz Lumber Co. the Realm 
met John Kuntz, jr. This young 
man is a grandson of Peter 
Kuntz, one of Ohio’s famous 
lumbermen. Peter Kuntz was a 
manufacturer and had many 
mills in several States. He had 
a long line of retail yards in 
Ohio and followed the practice 
of naming the yard for the 
county in which it was located. 
His sons and grandsons are im- 
portant factors in the lumber 
industry, both in Ohio and in 
other States. 

This yard has recently been 
remodeled so effectually that it 
looks like a completely new 
plant. It has an umbrella shed 
in the center, facing which are 
two open sheds with wide over- 
hangs. One of the sheds is 340 
feet long; while the other two 
were stopped to make room for 
the big office, sales room and 
warehouse. 


A Different Kind of Bearings 


The bearings in these sheds 
are quite unusual. They consist 
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could hardly imagine a_ load 
that would cause them to settle. 
One of the desirable features of 
the rail bearings is that they do 
not obstruct the free circulation 
of air under the piles; and this 
seems to be especially desirable 
in a warm climate. 

These sheds are two decks 
high with wide walks in front 
of the upper deck. Access is by 
counterbalanced stairs that 
swing up under the walk when 
not in use. A trap door in the 
walk can be lowered into place 
and becomes part of the second- 
deck walk, allowing stock to be 
handled into and out of that 
bin. The alleys are paved with 
concrete, sloped to the center to 
allow for drainage. The roof is 
made of short end-matched floor- 
ing, covered with composition; 
a splendid foundation for such 
roofing, rigid and smooth. 

The office lobby and_ sales 
rooms are commodious and hand- 
some; a place that gives the vis- 
itor a friendly, uncrowded and 
unhurried feeling. The hard- 
ware is in a big alcove directly 
back of the front door, in plain 
sight as one enters; with wall 
display cases facing the visitor. 
This alcove has a wide cased 
opening Without doors. Mr. 
Kuntz says they have found 
that many hardware sales are 
made to people who don’t really 
expect to buy hardware when 
they come in. They’ve come for 
other purposes. But the display 
in full view reminds them of 
their needs; and this silent 
salesmanship, plus the sugges- 
tions of the salesmen, turns the 
trick. They would not under 
any circumstances have the 
hardware out of sight of the 
main lobby. 

The hardware sales counter is 
also a nail container, with big 














Office of the John J. Kuntz Lumber Co. at San Antonio. The yard has 


recently been remodeled 


of railroad rails set upon Ce- 
ment piers. The piers are set 
five feet into the ground and 
have 4-foot footings; and they 
taper of course in pyramid form 
to the top. There are several 
hundred of these piers in the 
340-foot shed; and a _ person 


bins bound with iron from 
which the nails can be drawn 
with a claw into a scales scoop. 
This is another of the yards 
which finance customers; and 
being strongly financed the com- 
pany carries its own paper. 
Another San Antonio com- 
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pany well known to the readers 
of this paper is operated by the 
Steves family. Ed Steves & Sons 
started in 1866. Albert 
one of the “Sons,” has 
been in business in the city for 
54 years. The “Sunset” yard, 
because it is 


was 


Steves, 


located 
by the Southern Pacific station, 
the “Sunset Line,” entered the 
big consolidation effected in the 
city some years ago. Walter 
Steves, of the third generation, 
was vice president of the con- 
solidated company. At that time 


so called 
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Albert and Ernest Steves formed 
a corporation to handle the ex- 
tensive financing in which they 
had engaged. Ernest Steves was 
a prominent banker of the city. 
When the San Antonio Building 
Material Co. was given up, Wal- 
ter Steves took over the man- 
agement of the Sunset yard, and 
his father and uncle continued 
the financing corporation. It is 
located in a handsome office 
building adjoining the yard. 
Ernest Steves died some little 
time ago. 


Albert Steves is one of the 
prominent citizens of San An- 
tonio, and, as is fitting for one 


who has seen the city grow 
from small beginnings to its 


present metropolitan stature, he 
is a civic leader and prominent 
in the organizations which pre- 
serve the colorful history of the 
Southwest. I believe he is a 
member, among other historical 
organizations, of the Trail Driv- 
ers’ Association, an organization 
of men who engaged in one of 
the most picturesque occupa- 
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tions of the old West; the driy- 
ing of great herds of cattle to 
the northern ranges. Thoge 
were the days of the famous 
Chisholm Trail, celebrated ip 
song and story. 

Walter G. Lehr is manager of 
the finance company. The Sun- 
set is a big yard with a large 
and handsome sales room. This 
company carries a complete line 
of hardware and is equipped to 
see the home builder through 
his undertaking from founda- 
tion to chimney top. 





[-inds Department Store Style 


of Advertising Successful 


KANKAKEE, ILL., July 13.—A roofing applica- 
tion department, a call and deliver sash glazing 
department, and an advertising program that 
presents the yard as a department store of home 
building and improvement materials are up-to- 
date features of the policy of H. H. Troup & 
Co., a retail lumber concern established here 
18 years ago. 

This spring, the company ran double page 
newspaper advertisements written and laid out 
very much on the order of department store 
advertising. Running across two whole pages, 
the advertisements presented almost all of the 
products and services obtainable at the com- 
pany’s yard, including besides lumber: roofing 
materials, wood and iron fence, poultry net- 
ting, shingles, millwork, mouldings, sash and 
door, hardwood flooring, glass and glazing, 
garage doors, insulating materials, lawn chairs, 
builders’ hardware, door and window screens 
and wire, paints, plumbing supplies, lath, lad- 
ders, kitchen cabinets and built-ins, and a num- 
ber of other items. 


Desire-Creating Copy 


The advertising emphasized price values, and 
urged householders to build, repair, improve— 
now. Each block of copy describing some par- 
ticular item was aimed at explaining the bene- 
fits that would be derived from its use in a 
way that would “get under the skin” of the 
prospect and create a real desire for possession, 
a contrast to the dreary catalog descriptions of 
the articles themselves that are sometimes 
found in advertising of goods sold by the lum- 
ber retailer. 

For instance, the copy under a cut of a 
kitchen cabinet ran: “The good cheer always 
radiated by this beautiful, colorful, new X 
kitchen cabinet turns kitchen jobs into kitchen 
joys. For kitchens large and small. For all— 
real convenience, real economy.” A block of 
copy on stained shingles read: “For Exteriors 

-Stained Shingles will transform your un- 
sightly, broken stucco into a beautiful home 
that you can be proud of. Or if your house 
siding is old and needs paint, stained shingles 
will relieve you of your painting worries.” 

\lthough during the summer months the 
Troup company has discontinued using double 
pages, advertising in department store style is 
still regularly kept up, on a smaller scale. The 
local newspaper carries an advertisement each 
alternate week, usually in a space two columns 
wide by about seven inches high. 

The offerings are headed by a well-displayed 
message on some article of seasonable or topical 
interest, as, for example, a piece of copy on 
ladders where reference is made to spring clean- 
ing and the need for ladders to fix pictures and 
to get at inaccessible places. With the first 
approach of warm weather, the Troup company 
pushed fly screens and screen doors, and the 
advantages of screened sun porches. 

This is the first year in which H. H. Troup 





Co. have gone in for newspaper advertising to 
any great extent. H. J. Troup, son of the 
owner, H. H. Troup, explained to an AMERICAN 
LUMBERMAN representative that an increase in 
cash sales over the counter had been noticeable 
soon after the advertising had begun to ap- 
pear, which could not be accounted for by any 
other special cause. Mr. Troup looks on the 
company’s advertising as an extra store win- 
dow, a means of acquainting the public with 








Store and yard of H. H. Troup & Co., Kankakee, Ill., “department store” retailers. 
premises occupy half a city block, with frontages on 


Progressive Retailer's 
Merchandising Policy 
Has Interesting Features 


Another feature of the company’s business 
that brings good returns, more in goodwill and 
the making of connections than in actual profit, 
is its call and deliver sash glazing department. 
The company advertises that it will call for a 
sash, glaze it and return same day. The 
charge for this is 75 cents, irrespective of the 
size of sash. The cash and carry price is 25 
cents. No attempt is made to profit on the 
workman’s labor in glazing a sash, as the work 





The 


two streets, 350 feet and 145 feet 


respectively 


the large and varied stock it carries, and does 
not expect results of a highly spectacular na- 
ture. He is confident that as a result of the 
advertising a number of previously untouched 
prospects have become “Troup-conscious” or 
have become aware that they wanted something 
the company sells, and believes that those who 
have visited the store and made a small cash 
purchase, even if only a few cents worth of 
nails, are the more likely to come in again and 
make larger purchases. 

Among the company’s activities mentioned in 
its advertising is the roofing application depart- 
ment, which Mr. Troup stated does a good 
business and has been found to encourage busi- 
ness in other lines in cases where there is an 
opportunity to suggest other rebuilding and 
remodelling work. This department is main- 
tained under the supervision of a special rep- 
resentative working on commission, who han- 
dles all details and obtains names for solicita- 
tion either through his own “cold turkey” calls, 
or through information passed on by carpen- 
ters, house decorators and others, with whom 
the Troup company keeps close contact. The 
actual work of shingle laying is done by one 
of the helpers around the yard. 


is usually done in spare time. In spite of com- 
petition from firms specializing in glazing, a 
fair business is done in this line, and Mr. 
Troup considers the department well worth 
while. A large stock of glass is kept, including 
florentine, ribbed, hammered and wire glass. 





Earthquake Replacement Order 
Does Not Materialize 


New Orveans, La., July 13.—Following the 
destructive earthquake that practically de- 
stroyed the city of Managua in Nicaragua, in- 
quiries were received here for quotations on 
5,000 cut-to-order houses for the rebuilding of 
that city. These quotations were forwarded to 
parties from Managua who were in New York, 
but nothing further has been heard from the 
inquiry. Inasmuch as nothing further has been 
heard in connection with this matter, it is be- 
lieved that the parties making the inquiry and 
claiming to do so with authority from the Nica- 
raguan government may not have had this au- 
thority. Placing of the order has not been re- 
ported from any other section. 
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Retailers Idea Exchange 











Company's Employees Attend 
Paint School 


Acting on the principle that the officials and 
employees of a company should be thoroughly 
informed regarding the products which it han 
dles, for a number of months past, the execu- 
tives, managers and salesmen of the Edward 
Hines Lumber Co., Chicago, have been attend- 
ing a paint school at the Devoe factory. There 
they learn all about 
paint, right and wrong 
methods of application 
and the proper proce- 
dure for the correction 
of faults resulting from 
improper application on 


previous paint jobs. In- 
struction is given by 
the head of the Devoe 


plant and expert master 
painters. 

“I think this thing of 
making paint experts 
out of every one of our 
men is one of the finest 
things we have tried to 
do,” said Henry P. 
Goertz, manager of the 


Hines vard at 355 
North Lavergne Av- 
enue, Chicago. “Thus 


we are in position to 


For instance, he said, the Fullerton company 
has at its disposal hundreds of plans for homes 
and other buildings which can be used in 
whole or in part by customers. Besides han- 
dling coal, cement and lumber, the Fullerton 
Company also carries fencing material and 
paints and recently entered the re-roofing field. 

Mr. Endresen is a strong advocate of re- 
modeling. He points out that one should not 
let a home or building run down any more than 
a car. “By continually repairing or remodel- 




















give expert advice when 
customers call, and after 
all, that is the only ex- 
cuse for our going into 
the paint business; so 
that our trade will feel 
that when 


they come 
to any of our yards 
they not only can buy paint at reasonable 
prices, but can be told by men who are paint 


experts the proper method of preparation and 
application, along with suggestions as to proper 
color harmonies etc. With this school, which 
will continue indefinitely, we are accomplish- 
ing just this result.” 


Recalls the "Good Old Days" 


VerMiLLion, S. D., July 

the good old days when 
have lumber-hauling bees? So does E. G. 
Endresen, manager of the Fullerton Lumber 
Yards here, who recalls this and many other 
“bygones” in the lumber business during his 
30 vears in this field. 

Not so long ago, Mr. Endresen said, it was 
a common sight to have the whole street in 
front of our yards lined with farm wagons 
which had been driven in to be loaded with 
lumber and other building materials for one 
farmer. 

As there were no big, fast moving trucks 
in those days, it was necessary for the farm- 
ers to combine in hauling building materials 
for one another. It also was common for 
farmers to drive their wagon in and stock up 
on building materials for a year or so. 

Nowadays a farm woman will drive her car 
to the yards and say, “Will you please throw 
a bag of cement and a dozen fence posts in 
my car while I’m getting my hair fixed?” She 
May be back again the next day after some- 
thing else-—-lumber purchase and transporta- 
tion have become a simple process. 


13. — Remember 
farmers used to 


_ The various services that a lumber yard of- 
lers now present a marked change compared 
with the days of hitching posts, brick side- 
Mr. Endresen declared. 


walks and dirt streets, 


In the above picture Charles M. Hines is seen (seated) in center of 

the front row, with E. T. Gray of the Devoe company at his right, and 

Frank O’Dowd, vice president of the Hines company, at his left. At 

extreme right of front row (seated) is Henry P. Goertz, manager of 
the Hines yard 355 North Lavergne Avenue, Chicago 


ing a structure,” he said, “its value will not 
deteriorate to any extent as time goes on. 
Many are the unwanted, ramshackle homes that 
have been sold for good prices as the result 
of a little remodeling and repairing.” 





Lumberman Sets Example in 


Good Farm Buildings 


Downs, Kan., July 13.—Rural prosperity, 
which is the foundation of general prosperity, 
depends vitally on the extension, and especially 
the maintenance, of farm buildings, while build- 
ing material is available at such favorable 
prices. As a rule farm buildings are not as 
good as thirty years ago. In these columns a 
few months ago E. L. Love, manager of the 
Triangle Lumber & Hardware Co., Dexter, 
N. M., mentioned the reluctance of non-resident 
land owners to keep their farm improvements 
attractive, or sometimes even usable, and how 
poor economy this proves to be in their conse- 
quent inability to secure or retain tenants who 
will make money for them. 

It is therefore noteworthy that quite a differ- 
ent example is set by a lumberman, M. W. 
Hardman, president of the Hardman Lumber 
Co., with a line of yards having headquarters 
at Downs.- He has been buying farms in the 
Solomon River Valley of northwest Kansas, 
and believes that these should not only be well 
stocked with cows, chickens and hogs—in some 
cases purchasing purebred cows for the dairy 
herd—but his farms are uniformly equipped 
with good houses, barns, granaries, and fences. 

Insistent that the renter live on the farm, he 
declines to lease ground to even the best farmers 
if they are to continue to live on adjacent or 
nearby farms. Mr. Hardman says: “If every 
160-acre farm in western Kansas were occupied 
by a family, better crops would be grown, more 
people would make more money, and they would 
be happier than under the present tendency to 
combine large holdings under one management. 
This is fundamental in inducing people to 
dignify and enjoy farming, and by making farm 
life attractive, help to relieve the overcrowded 
labor situation in the cities. 

The editor of the Downs News commenting 
editorially states: “If every land owner would 
look at the farm situation as does Mr. Hard- 
man, western Kansas in ten years’ time would 
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can you “tie in 
tising ? 
during the August dull season? 
a lethargic month. 





This Week’s Timely Tip 


What Are Your August Plans ? 


Check back and see if some of the plans you used during late mid- 
summer last year or the year before should be repeated, or if some 
of the mistakes of last year can be eliminated. Are there any local 
timely tie-ups for your merchandising program? 
local fair or exposition this fall for which a display should be planned? 
Have you any merchandise which should be cleared and not carried 
over the winter? Are your fall direct-mail programs for circularizing 
prospective builders, or architects and contractors, ready? 
vacation season and summer well out of the way at the end of August, 
what other fall plans should be made? What are other local business 
houses planning for Bargain Days or other special events, and how 
with their plans? 
Is there any repair work which might be done in the yard 
Make August an active rather than 


Will there be a 


With 


Should you do some fall adver- 
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see the 
improvement in 
experienced 


greatest development and the 
general conditions it 


greatest 
has ever 





Pushes "Build Now" Doctrine 


KALAMAZOO, MicuH., July 14.—The 
lumber and building materials during 
the Vosler & DeLoof Co., 


builders, of this city, exceeded 


sales of 
June by 
lumber retailers and 
those of the 
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does little in the way of helps for the dealer. 
“They make good paint,” he said, “and we can 
do the selling. We do get a little help, for we 
are supplied with stuffers for our letters.” 

It was during the visit of the writer that 
Mr. Fisher returned to his office after having 
seen his daughter graduate from Rockford Col- 


lege. Before his return we were in conversation 
with W. L. Carlson, the assistant manager, who 


showed us some of the specialties the company 
handles. Among these 
is a “built-in” ironing 
board which gives al- 
most built-in conven- 
ience to old houses 





loaded 
coming 
at the 

Co.'s 


Ford truck, 
with kindling, 
off the scales 
Gary Lumber 
yard. It is equipped 
Wood hoist and 


dump body 


with 





the Concealo 
and Cyclone 
“Red Tag” lawn fence 
which this city uses 
mainly for back yards, 


(made by 
Sales Co.), 








entire preceding three months, according to 
statement of Martin H. DeLoof. 

This firm is engaged in building as well as 
in the retailing of building materials, and dur- 


ing the last six months has erected or started 
the construction of thirteen homes. Mr. De- 
Loof believes strongly that the man who builds 
a home now will get greater value for his out- 
lay than at any time in years past, and prob- 
ably greater than will be possible for a long 
time to come, once building materials have 
made the turn and started to move upward 
again. 

Evidently, he has succeeded in 
these views upon his community, 
shown by the number of 
under construction, 


impressing 
with the result 
houses started, now 
or recently completed. 





Opens New Downtown Store 


Toronto, Ont., July 13.—A retail sales and 
display store was recently opened by the Mc- 
Auliffe-Grimes Lumber Co. (Ltd.) at 242% 
3ank Street, Ottawa, one of the city’s principal 
thoroughfares. The company reports that it 
has met with gratifying results. The display 
store is of modest size, only 12 feet frontage. 
The office is in charge of Clarence Edy, who 
has had many years’ experience in the roofing 
business. The company is convinced that the 
only way to get new business in times like the 
present is to go out after it. Their salesmen 
are making a systematic canvass of house- 
holders, pointing out the desirability of new 
roofs. The company’s lumber yard is on Echo 
Drive, Ottawa, the manager being Alan Grimes. 
He has divided the city into 10 districts which 
his salesmen are covering systematically, and 
they are obtaining a large volume of roofing 
orders. 


Finds Paint Line Profitable 


GARY, 





INp., June 22.—Paint is a profitable 
item for the dealer in lumber and other build- 
ing materials to handle, the Gary Lumber Co. 
has decided. After a year and a half of selling 
a complete line of paint Manager A. M. Fisher, 
in conversation with a representative of the 
AMERICAN LUMBERMAN, said that he knew of 
no objectionable features and could name sev- 
eral advantages. There is sufficient price 
spread so that the dealer can make a fair profit, 
as a rule, especially since there is practically 
no delivery cost. 

“Most of the paint,” Mr. Fisher said, “is sold 
with lumber orders, and it is no trouble at all 
to put the paint on the same load.” He was 
well pleased with the complete line of paints he 
carries, despite the fact that this manufacturer 


maa side fences etc. 

before the manager’s arrival a Ford 
truck, equipped with a Wood hoist and dump 
body, was driven on to the scales. It was full 
of kindling. Ordinarily used for delivery of 
sand, gravel, and other building materials, the 
Gary company finds it quite the thing for such 
delivery jobs as this one, also. 


Just 


Modernizing Old-Style Cabi- 
nets Made Easy 


Here is a 





real modernizing proposition fot 
bathrooms, transforming any existing medicine 
cabinet into a full fledged Edge-Lite without 
bother and at very little cost. 

Aplakay consists of two side rails, each con 
taining the well-known Edge-Lite slots and 
movable fixtures, and a top rail adjustable to 
any width of medicine cabinet. A decorative 
disk to cover the old light outlet in the wall is 
also included. The set is all wired, ready t 
attach to the wall, framing the old cabinet and 
turning it into an Edge-Lite. The entire set is 
finished in a beautiful cleanable silver lacquer, 
in harmony with the modern trend in bathroom 
appointments. 

Building material merchants have sold hun- 
dreds of Aplakays to apartment and hotel men 
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The field for sale of the new Edge-Lite 
Aplakay set is limited only by the number of 
existing cabinets in homes, apartments, clubs 
and hotels. Each one is a a prospect for Aplakay, 

Full information can be obtained from the 
Henkel Edge-Lite Corporation, 900 North 
Franklin Street, Chicago, which concern advises 
the AMERICAN LUMBERMAN that a full-page 
advertising campaign in hotel, apartment and 
home magazine is now under way, and that q 
full-page home magazine advertising campaign 
has just been launched. This strong advertis- 
ing support, together with the popularity of the 
Edge-Lite line of bathroom cabinets and 
mirrors should make selling the new Aplakay 
set an easy proposition. ; 


Finds ""M-O'' House Well Built 


MicuiGAN City, INnp., July 13.—Recently 
while a representative of the AMERICAN Lum- 
BERMAN was motoring along a beautiful drive 
in the fashionable Long Beach section near here 
one newly-built house was noticed especially, 
for a real estate agent had informed him that 
it was built of mail-order house materials. The 
beauty and apparent sturdiness of the house 
seemed ample proof of convention-platform as- 
sertions that the dealer can not accomplish any- 
thing by declaring “the man from Chicago” sells 





poor materials. 3ut the reporter wondered 
about this house, and made a few inquiries in 
town. 


One dealer, when questioned, said that he had 
not figured on the house, and evidently did not 
know about it at all. “If we had figured on it,” 
said he, “we would have got it, unless it was 
a question of financing. And sometimes we do 
quite well at financing, too. Recently we have 
financed three homes, through building and 
loan association first mortgages: in one case 
we obtained a $2,800 loan on a $4,500 contract. 
That man’s lot, though, was here in the city. 
The beach houses, when they are built (and 
they’re not being put up in such numbers this 
year as formerly), are the highest type of 
building we have around here—they practically 
always run $10,000 or more, up to around 
$75,000.” 


Offers "Build Now" Book 
Matches 


Wasuincton, D. C., July 13.—The trade 
extension department of the National Lumber 
Manufacturers’ Association has underwritten an 
order for 500,000 “Build Now” book matches 
and is offering them to retail lumber dealers 
throughout the country in small quantities at 
the half million price as an effective type of 
printed advertising. The matches themselves 














Left 
installed, being wired 
and adjusted to any old- 
style cabinet, transform- 


Aplakay is easily 


ing it into an Edge-Lite 
at small cost 


Right 
at nominal cost, 


Now Aplakay, 
brings 
“shadowless shaving, 
movie star make-up 


mirror,” to any old- 


style cabinet 
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on a budget plan whereby a definite number 
installed each month. 
sists in pointing out how the Aplakay, with its 
sliding lights, brings “shadowless shaving” to 
men and a “regular Hollywood star’s make-up 
mirror” to women, and dresses up the whole 
bathroom at very little cost. 


are 
The sales approach con- 


are printed and together form a beautiful wood- 
built cottage. 

“Build Now” appears on the front flap. On 
the inside of the flap are the words, “Building 
costs are lowest in fifteen years. Save 20 per- 
cent by building now.” 

Space is provided on the back for the name, 
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address and telephone number of the retail 
dealer. The idea is to have the dealer dis- 
tribute the Build Now matches through cigar 
stores, hotels, restaurants etc., wherever people 
congregate and need matches. 





Selling Lumber for Farm Storage 
(Continued from front page) 
is that the government can do things that the 
people refuse to do for themselves. Politics 
has muddled the economic structure on which 
sound business must depend. I greatly admire 
Mr. Legge and Mr. Stone ef the Farm Poard. 
They have been insistent in their public utter- 
ances that the wheat grower must curtail pro- 
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duction and do what he can for himself. 

Many of our good customers and friends 
claim they realized from $1 to $1.25 for wheat 
fed to live stock in 1930, and they are storing 
their wheat with the intention of feeding most 
of this year’s crop. 

3y some curtailment of production and a 
more liberal use of wheat for stock feed, we 
will get to the home demand and profitable 
prices. I see no ray of hope in a world mar- 
ket for wheat with the large world area for 
wheat production, and the lower standard of 
living in foreign countries. We must gage our 
production to our needs, increase consumption, 
and farm storage is one important factor that 
has not had the attention it deserves. 


88 
Code Is Withdrawn 


Houston, Tex., July 13.—R. G. Hyett, sec- 
retary Lumbermen’s Association of Texas, has 
sent out a special bulletin to all members of 
the association, advising that the code of lumber 
trade practices announced in the association 
bulletin No. 97 has been been cancelled and 
withdrawn. 

This bulletin No. 97 carried the complete code 
of lumber trade practices as adopted by the 
directors of the Lumbermen’s Association of 
Texas. The essential features of the code and 
the statement of distribution practices were 
printed in the July 11 issue of the AMERICAN 
LLUMBERMAN., 


Pays to Build Now, Dealer Proves 


WoopsurN, IND., July 13.—Very neat, attrac- 
tive and convenient is the new office building 
of the Woodburn Lumber Co., completed a few 
weeks ago. There is some good business philos- 
ophy, especially for lumbermen, behind this 
building enterprise. 

“Many people told us we were foolish to 
build in these times of depression,” said S. J. 
Roberts, secretary of the company, “arguing 
that we should wait until times improved; but 
we couldn't see it that way, figuring that when 
the other fellow lies down on the building 
proposition it is time for the lvemberman to get 
busy and do some building or modernizing. 
This we did, and believe me, it pays. Our 
business has increased considerably since com- 
pletion of the new quarters, our neighbors have 
torn down some old shacks and built new ones, 
and we believe we have started something.” 

Mr. Roberts proceeded to express his convic- 
tion that the best preparation for talking build- 
ing or remodeling to prospects is to first do 
some yourself, thereby proving your argument 
that now is a favorable time to build. 

“In building this new office,” said Mr. Rob- 
erts, “we tried to construct something that 
would be a credit to our small town and com- 
munity, and from the number of favorable com- 
ments we have received, we believe that this 
has been accomplished. It was our purpose, 
also, in the construction of the building, to 
demonstrate the different kinds of materials we 
handle. Therefore we used three different kinds 
of material for the roof, these being wood 
shingles, asphalt shingles and asbestos shingles.” 

The building is a one-story structure of frame 
construction, the side-walls being covered with 
gray stained wood shingles. It contains seven 
rooms, including a display room 12 by 20 feet, 
with walls finished in plastic paint, raw sienna 
and umber wiped finish, the woodwork in back- 
band pine finish with biege enamel finish. 

The office room is 14 by 19 feet, with walls in 
tan stipple, ceiling in ivory stipple paint, and 
woodwork in plain natural red oak. 

The private office is 10 by 12 feet, walls fin- 


ished in the Velhide paint system, with pine 
trim in natural finish. 

The paint room is 12 by 12 feet, with walls 
in flat ivory, the trim in pine, finished in tan- 


ye 


| 














S. J. Roberts, secretary of the Wooodburn 
Lumber Co., seated at his desk 


gerine and black enamel to match the labels 
on the cans of paint. 

The hardware room is 9 by 12 feet, the walls 
of ivory, with pine trim, painted light green. 

The fuel room is 5 by 10 feet, and boiler 
room 8 by 10 feet, the building being heated 
with hot water. 

Extreme dimensions of the building are 26 
by 39 feet, with a wing 16 by 10 feet. The main 
part of the building runs parallel with the 
street, and on the side towards the street are 
three large plate glass windows, two in the dis- 
play room and one in the office, also an entrance 
door to the office. Another entrance door opens 
directly into the display room, this being the 


entrance with a small porch over it shown in 
one of the accompanying photographs. The 
porch measures about 8 by 8 feet, with cement 
floor. On the porch are lawn seats, painted a 
grass green. The attractiveness of this entrance 
leads most people to come in that way, passing 
through the display room to the office, thus 
observing the goods on display. 


Bargain Offers Boost Trade 


Two opening days were held recently, marked 
by a paint demonstration, and contests in which 
prizes of merchandise were awarded: There 
was a very good attendance both days. 

“We believe something of this nature pays,” 
said Mr. Roberts, “as it brings new people into 
the office, most of whom will make a small 
purchase, because we always have a few bar- 
gains on display, as for example, an electric 
lamp painted in enamel with fancy shade and 
everything but the bulb for $1 with the pur- 
chase of a pint can of varnish or enamel; also 
a large plate Venetian mirror, handsomely 
engraved, for 98 cents with the purchase of a 
pint can of varnish or enamel. Besides, we 
always give 5 percent extra discount on all 
lumber and building materials paid for in cash.” 


Paint Business Grows Rapidly 


The company has been handling paints for 
four years. At first the directors gave Mr. 
Roberts permission to buy a small stock, ex- 
pressing the opinion that if he sold $500 worth 
the first year, he would be doing well. As a 
matter of fact, the first year’s paint sales 
reached $1,750, the second year $2,500, the 
third year $3,000, while last year they mounted 
to $3,650. 

“This year when everything in the lumber 
business is dull,” said Mr. Roberts, “our paint 
business is good. We, therefore, believe that 
if a lumber dealer carries the complete line of 
merchandise that goes along with lumber and 
building materials, he will show some profit at 
the end of the year, even in times like those 
we are now passing through.” 
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Exterior and interior views of the new office building of the 














Woodburn Lumber Co., Woodburn, Ind., which is very well arranged 
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Long Credit Needed for Farm Granary Sales 


It is the consensus of grain marketing experts that a primary require- 


ment for the orderly marketing of grain crops, especially wheat, is ample 
storage space on the farm, so that the producers shall not be forced to 


Here are thousands of bushels of wheat piled on the ground in the Kansas 


wheat belt, due to lack of storage facilities on the farm 


rush any part of their crop to market because of lack of proper 
facilities to care for it. 

It is by no means an uncommon occurrence, in years of big wheat 
yields, to find wheat stored in unsuitable or makeshift buildings, 
where it is likely to get damp, causing 1t to heat—or even piled in 
uncovered heaps on the ground. 

Within the next few weeks thousands of farmers will be needing 
additional wheat storage space. It would be a good stroke of busi- 
ness for retailers to sell lumber for granaries on extended payments 
if necessary. 

Not long ago, Alexander Legge, president of the International 
Harvester Co., in a talk made before a group of lumbermen said that 
his company considered farmers first-class credit risks, and was selling 
farm machinery to farmers on long-time terms that enabled them to 
pay for it out of the savings in costs effected by having this improved 
labor-saving machinery. He argued that concerns supplying equipment 
for farms could greatly increase their business by making it possible 
for the farmers to purchase on easy terms, with payments strung out 
over a considerable period of time. 

One of the accompanying illustrations shows a battery of steel 
storage bins for wheat near Edson, Kan. These bins are the product 


’ 





of the Columbian Steel Tank Co., Kansas City, Mo., which finances 
through its dealers, sales of these bins on a basis which gives the 
farmer purchaser 18 months in which to pay for same. 

Undoubtedly, a great many farmers could be interested in building 
wood granaries this summer and fall, provided the lumber dealers 
could arrange to give them a year or more in which to pay for the 
lumber. Merely to extend the time of payment until after the wheat 
is marketed would hardly meet the situation, as the farmer has 
other obligations which he must meet out of his wheat money and 
could appropriate only a portion of his revenue from that source for 
the payment of lumber bills. 

In some instances, at least, the lumber dealer could carry these 
accounts himself, while in other instances no doubt some outside 
financing would have to be enlisted. 














A battery of steel grain storage bins near Edson, Kan. 





Elect Directors of Homes Finance Corporation 


At the first subscribers’ meeting of the Na- 
tional Homes Finance Corporation, held at the 
Congress Hotel, Chicago, on July 14, there were 
94 companies represented, 72 by personal rep- 
resentatives and 22 by proxies. 

Alton J. Hager, Lansing, Mich., chairman of 
the organization committee, was elected chair- 
man of the meeting. Mr. Hager called on Ar- 
thur A. Hood, temporary secretary, for the 
opening discussion. 

Mr. Hood emphasized the tremendous appeal 
to the public in 75 percent, 15 year financing 
with low monthly payments. He explained 
that the retail lumber industry faces the great- 
est opportunity of its history—making this plan 
available through aggressive advertising and 
selling to the public in the markets of partici- 
pating dealers. He also outlined the long, in- 
tensive work required to bring the program to 
its present development, paid special tribute to 
those who collaborated in this work and to the 
scores of courageous dealers who placed their 
faith squarely behind the project, then backed 
up that faith with their dollars. 

The National Homes Finance Corporation is 
unique, he pointed out, in having been developed 
and organized and turned over to the industry 
without one cent of promotional expense to the 
company. This was made possible by the active 
co-operation of Ames, Emerich & Co. (Inc.) 
and the Associated Leaders organization. As 
a result, every dollar paid in by stockholders 
will be available for the actual operation of the 
finance company. 

Following the discussion, Chairman Hager 
appointed a nominating committee to submit a 
slate of candidates for the board of directors. 
The balloting resulted in election of the follow- 
ing directors: 

I. B. McFarland, Temple Lumber Co., Hous- 
ton, Tex.; John Dower, John Dower Lumber 
Co., Tacoma, Wash.; Marshall Forrest, Ames, 
Emerich & Co. (Inc.), Chicago; Davis W. Glass, 
Keystone Lumber Co., Pittsburgh, Pa.; Alton 


J. Hager, Hager & Cove Lumber Co., Lans- 
ing, Mick.: W. L. Hixon, Hixon-Peterson Lum- 
ber Co., Toledo, Ohio; Arthur A. Hood, Associ- 


ated Leaders, Chicago; Emory J. Lee, Ames, 
Emmerich & Co. (Inc.), Chicago; Fred J. Robin- 
son, Fred J. Robinson Lumber Co., Detroit, 


Mich.; Fred Wehrenberg, Standard Lumber & 
Supply Co., Fort Wayne, Ind. 

After the adjournment for luncheon, the 
subscribers reconvened. Mr. Hood was again 
called on, this time to give a detailed discus- 
sion of the actual operation of the financing 





A Lot of Homes 


Our prediction is that within 
the 1930 to 1940 period, approxi- 
mately 200,000 homes will be 
erected in the Chicago area, which 
comprises Waukegan on the north, 
Gary on the south and Wheaton 
on the west. An ever ready de- 
mand exists in this respect with 
our population constantly on the 
climb.—The Building Construc- 
tion Employers’ Association Bulle- 
tin. 





service from the participating dealer’s view- 
point. He described in order, first, the organ- 
ization set-up of the National Homes Finance 
Corporation, the advertising and sales promo- 
tion, step-by-step routine for handling prospects, 
credit investigation, detailed build-up of a 
financed deal, the handling of construction loans, 
and concluded with a series of “don’ts” which 


have been developed from past experience in 
handling monthly payment financing plans. 
This was followed by a period devoted to 
questions and answers in which the dealers were 
privileged to ask their questions and the chair- 
man assigned them to the various men who 





wi) 


were responsible for the development of the | 
program; thus, merchandising questions were | 


referred to Mr. Hood and the questions relating 
to company finance were answered by Messrs. 
Forrest and Lee, of Ames, Emerich & Co, 
(Inc.). 


During this period it developed that the com- f 


pany would start making loans just as soon as 
the operating personnel could be selected and 
provide the actual working forms for the far- 
ticipating dealers. This was estimated to re- 
quire at least thirty days, although the chair- 
man promised that the board would lose no 
time in its preparatory work and would make 
the service available at the very earliest pos- 
sible moment. A number of the subscribing 
dealers pointed out that they had quite a number 
of dcals ready to proceed, although most ol 
them admitted that they could use some addi- 
tional time, in perfecting these deals in making 
them ready to submit to the finance company. 

Immediately following adjournment of the 
stockholders’ meeting, the board of directors 
met. The following officers were elected: 

Alton J. Hager, chairman of the board; Fred 
J. Robinson, treasurer; Arthur A. Hood, vice 
president and secretary; Emory J. Lee, vice 
president; Frederic Kammann, assistant sec- 
retary. 

The ‘annual meeting of the National Homes 
Finance Corporation was set for the first Mon- 
day in December. The by-laws were approved, 
and a committee on personnel was appointed. 
The Continental Illinois Bank and Trust Com- 
pany was named as the permanent depository 
for the company. The offices of the company 
will be located in’the Wrigley Building, Chi- 
cago. 
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Joys of Home Owning 


The Key to Your Front Door 


O YOU pay enough 
rent to own your 
own home? A real 
estate man asks that 
question and_ then 
proceeds to answer it. 

“Maybe you are actually paying for a 
home without getting it,” he says. “We 
must all begin to think more about 
homes than we have. There are far 
more ‘cliff dwellers’ than there should be 
From all sides we hear complaints about 
living conditions, cramped quarters, dark 
living rooms, stuffy bedrooms, bugs, in- 
solent janitors, overbearing landlords and 
rents keeping up to pre-depression levels. 
What is the reason? Simply that we 
have been depending upon someone else 
for a home rather than getting into one 
of our own. We will never obtain relief 
from oppressive and unpleasant living 
conditions until we begin to realize that 
real happiness comes only when we begin 
to carry our own front door keys. 

“It may not be possible for you to start 
building your own home at once, but it is 
your duty to begin to work toward that 
end. It is not the intention to try to 
stampede anyone into rushing out and 
buying a home. The purpose of this ar- 
ticle is an attempt to induce you to give 
the home subject serious consideration. 

“It is no doubt true that a family some- 
times attempts to purchase a home before 
it really is in a financial position to make 
the deal a safe one for all parties con- 
cerned. It is also true that a tremen- 
Jously larger number who should own 
homes and can afford them do not. Cer- 
tainly the subject is important enough to 
warrant serious thought and careful plan- 
ning. It is not a procedure that one 
should take up hurriedly. There are too 
many questions involved. There should 
be accumulated savings (the amount does 
not necessarily have to be large) to start 
with; the building site must be selected 
with reference to the owner's work, the 
children’s schooling and the social activi- 
ties of the wife. The house itself must 
be carefully planned in order properly to 
take care of the present and future family 
needs. All of these things require time 
and thought. Even though you may not 
be able to start to build now you are able 
to start planning now because planning 
does not cost a penny and it must be done 
before building operations can be started. 
Think it over! 

“We often hear people say, with a 
shrug of the shoulders, that they have no 





chance of building or owning a home. 
And yet almost any family could be liv- 
ing in its own home within a short time 
if its members really made up their minds 
to do it and started immediately to make 
plans. Most people think of the project 
in the wrong light. They appear to feel 
that some time in the future they will 
suddenly decide to build and then simply 
get busy and do it. But it doesn’t work 
that way. It requires planning in ad- 
vance. It takes time. We urge you to 
begin to give the subject your attention 
right now. Make up your mind to own 
your own front door key. Plan your 
finances so that you will begin to save up 
on a home today. Every time that you 
feel inclined to sidestep the obligation by 
imagining that you cannot afford to own 
your own home, study the rent statistics 





PART OF GOD'S ESTATE 


There is a distinct joy in owning a 
piece of land unlike that which you 
have in money, in house, in books, in 
pictures, or anything else which men 
have devised. Personal property brings 
you into society with men. But land is 
a part of God’s estate in the globe; and 
when a parcel of ground is deeded to 
you, and you walk over it, and call it 
your own, it seems as if you had come 
into partnership with the original pro- 
prietor of the earth. 


—Henry Warp BeecHer. 





and figure out whether you can afford to 
pay rent. Put a time limit on yourself 
and make up your mind that on or before 
a certain date you will move into your 
own home. The planning of a home is 
interesting work. And never, for a good 
many years, have building costs been so 
low as they are at present, while rents are 
still keeping up to ‘prosperity’ levels.” 


Pe 
For Health and Comfort 


The modern sleeping porch has been 
well called an “investment in health.” 
The plans for most new houses provide 
for sleeping porches, but if omitted on 
the original structure, as is the case with 
many houses built ten or twenty years 
ago, it is a simple matter to build such an 
addition on almost any type of house or 
bungalow. And the same is true of that 
other almost indispensable feature of the 
modern home—the sun parlor. There is 
little that need be said in advocacy of 
sleeping porches in the abstract. We all 


This page is written for the general public with the purpose of encouraging 


owning and home improvement and to help create business. 


Show it to your editor. 


know that the pure, fresh air of the out- 
doors is healthful. Hence, since we 
spend approximately a third of our time 
in bed, why not place the bed in a spot 
where that third of life will receive the 
greatest benefit from outdoor air? 


q + A > A 
The Small Town Home 
NCE there was a 


man who ar- 
gued and _in- 
sisted that it 
was more eco- 
nomical to rent 
| ae _| a home than to 

—- own one. For 
five years he paid $150 a year for a com- 
fortable house and lot. Then he had to 
move to another house with a big garden 
lot, for which he had to pay $162 a year. 
That was sold out from under him in 
three years, and he moved to another 
comfortable house at $172 a year. In 
four years he moved again for the same 
reason to a very large house for which 
he paid $200 a year, and after a few 
more years to a small house ample for 
his small family. Here were four “mov- 
ings,” each of which cost him from $100 
to $250 for carpets and other essentials. 
When the last house had to be sold he 
bought it because he was tired of moving. 

In the six years that followed he spent 
several thousand dollars in permanent im- 
provements until it was wholly satisfac- 
tory. Now single floors are renting at 
forty dollars a month, and two-room 
shacks are renting at $12.50 a month, 
and he is glad he “owns his own home.” 
It spurred his economies to become a 
home owner. 

It is one of the drawbacks of big city 
life that men of moderate means cannot 
own comfortable homes. They are nec- 
essarily renters, and many couples are 
paying annual rentals in excess of what 
this man paid for his home. 

The argument is now all in favor of 
owning the home in the small town. We 
were restrained because we had a busi- 
ness largely financed by borrowed money, 
but when we got that paid for we also 
got the home paid for. Then came a 
sense of security we never had before. 
The man who owns a small business and a 
small home will, we believe, care better 
for both of them, and in a few years be 
worth thousands of dollars more than he 
would have been in a rented house. 
W. G. Sistey, in Chicago Journal of 
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New Log Hauler Gets Successful Tryout 


Benp, Ore., July 11.—For several years S. A. 
Blakley, logging superintendent for the 
Brooks-Scanlon Lumber Co., here, has main- 
tained that the ideal log hauling equipment 
would eventually prove to be a simple “A” 
frame mounted on wheels or tracks. Follow- 
ing out this idea the Pacific Car & Foundry 
Co., of Portland and Seattle, has evolved what 
is said to be the most successful log hauling 
machine which has ever been introduced to the 
logging industry to date. 


Only two machines have been built so far. 


difficulty and saving much wear and tear on the 
“Cats 

Another feature of the machine is the fact 
that due to the boom extending over the tracks 
the logs are hauled behind the machine instead 
of under it, and the tracks are 3% feet nar- 
rower than the arches. This makes it much 
easier to handle and arouses the enthusiasm of 
forestry officials who are particular as to how 
much young stuff is knocked down while log- 
ging on Government lands. Tree shearers 
shoved standing trees aside easily and protected 








every test. Practical loggers who have been 
working with the machine are enthusiastic over 
its performance. 

The high lead crawler is not on the market 
as yet as the manufacturers are waiting to see 
if loggers can offer any more suggestions for 
improvement. The newly invented carcometal 
is expected to revolutionize heavy logging ma- 
chinery of the future, as its extreme lightness 
and great strength form an ideal combination, 
In addition to its duty as a log hauler the ma- 
chine can be used for odd jobs around the op- 
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New log hauling equipment for use in the woods which has successfully passed strenuous tests put to it 


The first one was not a success. After several 
weeks of testing under the supervision of Mr. 
Blakley and other experienced loggers, several 
defects were found in the rig. It was not high 
enough to allow a big load to be lifted from 
the ground and the boom neck was too short. 
Also no provision had been made for getting 
the machine through standing trees without in- 
juring the “Cat” drivers. Much thought was 
given to the subject and even choker setters 
and loaders offered suggestions as to how the 
rig could be improved. Most of the loggers 
were of the opinion that it was useless, but 
Mr. Blakley insisted that if they could put their 
finger on the defects the machine might prove 
to be an innovation in logging. And this is ex- 
actly what happened. 

Another and larger machine was built, fol- 
lowing suggestions of Mr. Blakley, Ned Ger- 
rish, assistant logging superintendent, and 
Price Barclay, foreman of Brooks-Scanlon’s 
Camp Four, where the machine was being 
tried out. The “A” frame was moved ahead 
allowing the boom to extend out 4 feet and 
the entire machine was constructed on a big- 
ger scale. Tree shearers were installed on 
each side of the “A” frame just ahead of the 
tracks. From the first day the machine has 
worked perfectly, proving itself a great im- 
provement over the steel arches. 

Probably the greatest feature of the new 
machine is the metal from which it is cast. 
It is called carcometal and is the result of over 
700 experiments made by chemists of the Pa- 
cific Car & Foundry Co. It is very light, but 
has from three to five times the strength of cast 
steel. Under the microscope the metal struc- 
ture shows a very close density and is much 
more elastic than steel. The new machine 
weighs 1,600 pounds less than the arches now 
in use by Brooks-Scanlon. The new rig can 
carry as large, and larger, loads than the 
arches, but due to their light weight the Cater- 
pillars are able to make much faster time on 
trips. 

Especially is the new machine valuable in 
hilly country. To date the arches have proved 
too heavy for pulling up steep hills, but the 
highlead crawler—which is as good a name 
as any for the machine, no name having as 
yet been selected—can be hauled up steep 
grades and maneuvered into position without 


the “Cat” driver from injury, a marked defect 
in the first machine. 

The machine has two main lines which run 
out about a hundred feet. To these main lines 
are attached chokers and the logs are skidded 
in to the rig, a drum on the back of the Cater- 
pillar reeling in the lines. The logs are then 
raised off the ground with the back end drag- 
ging and the whole thing is carried to the 
landing. The new machine has been thoroughly 
tested under every condition and has been over- 
loaded repeatedly in an attempt to find weak 
points in its construction, but the rig has passed 


eration, such as raising telephone poles, spot- 
ting cars etc. In spite of the fact that car- 
cometal is expected to cause a number of 
changes in future logging machines, the cost 
is only slightly higher than that of ordinary 
steel. 

“The most successful piece of log hauling 
machinery ever invented,’ was the comment of 
Price Barclay, Brooks-Scanlon camp foreman, 
after watching the new machine perform. 

“The last word,” said S. A. Blakley, after 
spending several days in the woods scrutinizing 
its operation. 


Modernization of Sawmill 


By Thomas E. Griffiths, Superintendent, 
Stimson Mills Co., Seattle, Wash. 


[At the recent Sawmill Engineering Conference Mr. Griffiths said: 


“A saw- 


mill as built ten or fifteen years ago is obsolete today. It should be modernized or 
junked, as it can not compete with mills utilizing the newest machines and prac 


tices.” —Ep1ror. ] 


The problem before the conventional Coast 
mills now is modernization. The question is to 
prevent the building of new plants and to pre- 
vent the wrecking of the old mills by improve- 
ment and modernization of the mills we have. 
These plants were modern when built, years 
ago. 

Looking over the new plant at Lewiston, 
Idaho, demonstrates the owners’ faith in the 
lumber industry. The science and skill of its 
design are apparent and in operation there is 
evidenced an intense drive for improvement. 

Contrast this with our own plants, which 
when business was good were too occupied to 
be improved, and when business is poor have 
no means. The sound of the saws is the 
same in the two types and from there on the 
difference starts and is carried out even into 
merchandising. In a competitive business the 
outcome is apparent. 

What the big ones can do, the smaller can 


do and probably with less cost. We are deal- 
ing with mills which have not made a major 
improvement during their lifetime. Some of 
course are farther along than others. Pub- 
lished cost figures are based on averages of one 
hundred or more reporting mills, which is a 
good sleep producer. 

To show the opportunities for self better- 
ment, the actual direct departmental labor costs 
of different mills doing the same class of work 
is listed. There are both higher and lower fig- 
ures to be cited and the total low is obtained 
by some operators. The percentage of lumber 
routed through mills is arbitrary and totals il- 
lustrative. 

The costs quoted are representative costs 
taken by Hessler & Co., wood product en- 
gineers, in the course of surveys of different 
mills. 

The following table shows the variation from 
mill to mill. There is also a variation in qual 
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ity which can not be shown. One plant could 
not carry many high cost departments and 
should not have any. 
DEPARTMENTAL Cost DIRECT LABOR—PER 
THOUSAND 


Mill Mill % Mill Mill 
No. 1 No. 2 of cut No. 1 No. 2 


|. Sawmill .......-. 1.61 .88 100 1.61 .88 
9, Timber deck ......2.07 18 2 52 .05 
3. Remanufacture .. .94 .59 75 .70 44 
4. Green chain...... 88 51 75 66 .38 
5. Planing mill......2.50 96 50 1.25 48 
6. Dry kiln 2+ » 2.36 .99 50 1.18 50 
7. Yard and ship- 

ping ...--+++++++-2.63 89 100 2.63 .89 

The fate of these old mills is in their own 
hands. The question of modernization is one 


Piles Driven for Chicago World’s 


Into the sandy made-land that lines the shore 
of Lake Michigan at Chicago, on a site a few 
yards southeast of Soldiers Field, a mammoth 
piledriver is ramming the piles on which will 
rear the Hall of Science, a structure being built 
to house the basic science and medical science 
exhibits of the Century of Progress 1933 Chi- 
cago World’s Fair. 

The piles, 65 feet, 70 feet and 75 feet long, 
are being supplied by the Lake Superior Piling 
Co. from its plants in Mississippi and Alabama, 
the 1,575 piles required for the job being shipped 
north in seventy cars. The piles are of yellow 
pine and cypress, and average 14 inches in 
diameter at the butt end and 7 inches at the 
top. 

About forty piles a day are being bedded by 
an 80-foot piledriver of the firm of Walsh & 
Masterson, from two to nine piles being driven 
at each point according to the weight to be 
borne. 

The tough top soil which overlays the soft 
sand of the man-made extension to the shore 
line of Lake Michigan on which the structure 
will rest is first punched through by a hickory 
“driver” 25 feet long, to prevent whipping and 
possible breakage of the tall, springy piles. As 
sections of the piledriving are completed, a form 
is built round the projecting stumps, into which 





At right, 80-foot piledriver at work near Sol- 
diers Field, Chicago, driving foundation of the 
Hall of Science, one of the exhibit buildings 
for the Century of Progress 1933 World’s Fair 
Exposition. Below, panoramic view of the 
piling work, taken from the top of the pile- 
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to decide at the plant. It can be done by de- 
partmental studies at the mill and from the 
individual mill through the industry covering 
the smart mills or the best departments, with 
reference to self adoption. The process once 
started must not be stopped. 

This brings up a question of policy. In ad- 
dition to depreciation funds to be provided as 
a sinking find for obsolescence—this to insure 
the means to make the changes and plant im- 
provements. 

The mill owner buys a new car made by the 
automobile industry under this plan. Unless he 
provides the incentive to the machinery men 
and operators, these plants will go the way of 
old Fords while the new and extensive plants 
will be built. 


concrete footings are poured and allowed to set. 
This furnishes a cap for the pilings, and by 
means of two bolts which project above the 
concrete, a foundation and anchorage for the 
plates of the structural steelwork also. Pile- 
driving was started June 1, and will be com- 
pleted in early August. The entire building 
will be finished by October, it is expected. 

The Hall of Science was designed by Paul 
Phillipe Cret, Philadelphia member of the Ex- 
position’s architectural commission, and will be 
built on the main axis of entrance from Roose- 
velt Road to the Fair grounds at the intersection 
of 16th Street and Lief Eriksen Drive, near 
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Organizing Building Congress 

Detroit, Micu., July 14.—Organization of a 
building congress under temporary chairman- 
ship of J. Lee Baker is in progress here. About 
forty concerns interested in and affiliated with 
construction will be charter members. This 
congress is similar to those of some other large 
cities. It will be ready to act in a public 
service way to benefit Detroit. The board of 
representatives is comprised of representatives 
from the different organizations. They elect a 
board of governors who in turn will elect the 
officers. There will be nine divisions: Finance, 
real estate, builders, design, dealers and manu- 
facturers, general contractors, sub-contractors, 
owners and general. 


Fair Structure 


Soldiers Field. It will be approximately 700 
feet by 400 feet, two stories and a mezzanine in 
height, and built in a U shape. The opening in 
the U faces east, towards the lake, and sur- 
rounds a rostrum that will accommodate several 
thousand persons. The exterior of the building, 
decorated in white and gray with a trimming of 
red and gold, will be surfaced in 5-ply %-inch 
plywood. 

This is the fourth structure built for the 
Century of Progress World’s Fair, others now 
completed being the Administration Building, 
the replica of Fort Dearborn and the Travel 
and Transport Building. 








driver. 1,575 piles will be used, 65 to 75 feet 
long 
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National Production, Shipments and Orders 


\\ ASHINGTON, D C 


twenty 


of identical mills for the corresponding period of 1930: 








July 13.—Following is the National Lumber Manufacturers’ 
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Association report for the week ended July 4, and for 
six weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statistics 


Jul: 


pail 
























G 
No. of Percent Percent erce z 
ons WasE Mills Production of 1930 Shipments of 1930 Orters ‘et te Z 
Softwoods: . 930 = 
Southern Pine Association..........-ssee+eeee: 106 22,591,000 70 27,321,000 69 26,607,000 90 5 
194 66,132,000 92 91 ,183,000 74 84, 946,000 87 = 
West Coast Lumbermen’s Association....... : + nt pb 4,940 = 
Western Pine Manufacturers’ Association. 59 22,968,000 94 23,254,000 87 ~5,178,000 89 = 
California White & Sugar Pine Mfrs.’ Assn. 24 18,360,000 62 18,457,000 98 16,614,000 86 = 
Northern Pine Manufacturers’ Association. 3,736,000 69 3,210,000 93 2,523,000 105 o 
Northern Hemlock & Hardwood Mfrs.’ Assn. 16 1,288,000 26 ey 105 922.000 100 = 
North Carolina Pine Association.........+++: 38 4,144,000 101 4,021, 000 114 4,213,000 113 = 
Total SoftwoodS .....-eeeeeceeererrreeeees 444 1 39, 219, 000 81 168,581,000 - 81 “161. 003,000 38 é 
Hardwoods: z ace = 
Hardwood Manufacturers’ Institute.......... 179 14,938,000 64 18,556,000 88 20,805,000 112 = 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 1,421,000 66 1,813,000 107 1,523,000 236 a 
Total hardwoods ..........-.++s00+ iineien, San 16,359,000 64 20,369,000 89 22,328,000 116 2 
Grand totals ....cccccccccccsecrccsevsesoce 623 155,575,000 79 188,950,000 82 183,331,000 91 z 
TWENTY-SIX Mills = 
ftwoods: — Reporting 5 
ieee Pine Association.......-..-+sse++ee+ 119 859,985,000 66 938,259,000 78 938,196,000 80 [ = 
West Coast Lumbermen’s Association........ 194 2,693,702,000 68 2,819,980,000 73 2,763,417,000 75 = 
Western Pine Manufacturers’ Association.... 61 681,771,000 66 708,983,000 78 681,468,000 77 S 
» 2968017 39 9 
California White & Sugar Pine Mfrs.’ Assn.t.. ~~! 266,171,000 67 98,646,000 84 409,977,000 81 - 
Northern Pine Manufacturers’ Association.. of 74,387,000 69 72,919,000 71 71,189,000 77 ; 2 
Northern Hemlock & Hardwood Mfrs.’ Assn.. - 53,807,000 70 34,882,000 68 34,105,000 67 = 
North Carolina Pine Association..... sowawews 43 116,123,000 70 120,972,000 91 102,966,000 83 «| 
WN GRUEOOED 5. occ ecccrcsecveccesinesese 169 4,745,946,000 67 5,094,641,000 76 5,001,318,000 97 z 
Hardwoods: _ R : 5 
Hardwood Manufacturers’ Institute.......... 17% 419,327,000 58 493,898,000 79 500,456,000 85 c 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 2 88,541,000 55 60,908,000 65 57,709,000 71 = 
Total hardwoods ...ccccccccccccces evececes 200 507,868,000 58 554,806,000 77 558,165,000 : 83 2 
GBramE COtMlS coccocscvcccccccccccececvccece 648 5,253,814,000 66 5,649,447,000 76 5,55 9. 483,000 77 4 
*Average weekly number. {Twenty-five weeks. = 
Relation of Unfilled Orders to Stock Western Pine Summary 
Wasuincton, D. C., July 13.—Following is a statement for six associations of the gross stock (Special telegram to Ausarcan Lousuanan] i = 


footage July PorTLAND, ORE. 





4, and the percentage relationship of unfilled orders to stocks: , July 15.—The Western Pine 


Orders of | Manufacturers’ Association reports as follows | 
‘ No. of Gross Unfilled Stocks— on operations during the week ended July 11: 
—Association— Mills Stocks Orders Percent . : 
Southern Pine Association.............0.sss0+s- 103 697,231,000 75,684,000 11 ae See OF See caperam, Go | 
West Coast Lumbermen’s Association........... 167 1,416,568,000 297,426,000 21 Actual production for week..... 32,947,000 J 
Western Pine Manufacturers’ Association........ 77 1,250,422,000 104,754,000 8 Shipments ..---.seeeseeeeees 25,463,000 | 
California White & Sugar Pine Mfrs. Assn...... 24 557,679,000 $0,503,000 14 Orders received ............ .. 28,817,000 | 
Northern Pine Manufacturers’ Association....... 7 272,129,000 17,510,000 6 Report of 61 mills: i 
Hardwood Manufacturers’ Institute............. 161 930,368,000 140,820,000 15 


Operating capacity ............. 
Average for 3 previous years... 
Actual production for week 
Report of 80 mills: 
Average production 
WIMMNIOE GTEGOTS occ cccccccccoses 
Stock on hand—July 11......... 
Identical mills reporting, 61: 
Production— 
Operating capacity ........... 
Average for 3 previous years.. 
Week ended 
July 11, 1931 


69,671,000 
45,494,000 
29,141,000 





Orders Gain to 17 Percent Above Cut 


[Special telegram to AMERICAN LUMBERMAN] 
Wasuincrton, D. C., July 16.—Five hundred and sixty softwood mills of seven associations for 
the week ended July 11 reported to the National Lumber Manufacturers’ Association production 


aggregating 163,357,000 feet, shipments 174,453,000 feet, and orders, 190,707,000 feet. The week’s 
figures for production, shipments and orders follow: 


41,366,000 
110,188,000 
1,281,761,000 


69,671,000 
45,494,000 : 


Week ended 


: 
: 
3 




















July 12, 1930 
No. 0 Actual for week.. 29,141,000 42,237,000 
Softwoods— Mills Production Shipments Orders Shipments ........ 22,668,000 34,595,000 
Southern Pine Association..........ccccccceceee 123 27,351,000 33,096,000 34,986,000 | Orders received 25,762,000 32,194,000 
West Coast Lumbermen’s Association........... 222 81,627,000 92,505,000 106,967,000 3 
Western Pine Mfrs. Association................. 87 32,947,000 25,463,000 28,817,000 | T@entical mills reporting, 78: 
med Waiee & ty ng Pine mere (| Neeser 24 12,010,000 14,265,000 12,960,000 | Production— 
Yorthern ne BR, BERGE cc cccesecoceces 7 2,679,000 2,173,000 1,814,000 Av for 3 previous years.. $0,974,000 
Northern Hemlock & Hardwood Mfrs. Assn... 19 2°290/000 1,369'000 _—«:1,271000 eteetee 3 
North Carolina Pine Association.......... giatees-e 78 4,453,000 5,582,000 3,892,000 July 11,1931 July 12,1930 [| 
I PUR as cesinnsasersecsncsinancvess “560 ——--163,857,000 174,453,000 190,707,000 | Unfilled orders aeaodwesenen. 
4 , 3ross stocks on 
ee ‘i - BE Kee cwsanwion 1,264,451,000 1,335,703,000 | 
Hardwood Manufacturers’ Institute............. 190 13,616,000 15,448,000 14,581,000 : 
Northern Hemlock & Hardwood Mfrs. Assn..... 19 1,479,000 1,892,000 2,325,000 t 
se : e 
Totals, hardwoods......... PUTT TTTT Tr eeececces 209 15,095,000 17,340,000 6,916,000 Southern Pine Report t 0 
? t 
New Or.eans, La., July 13.—For the week ] 
West Coast fe ° A group of 222 mills whose production for | ended July 4, Saturday, 122 mills of total | t 
eview the week ended July 11 was 81,627,000 feet | capacity 123% units (a unit representing an : . 
er reported distribution as follows: average monthly output of 1,500,000 to 2,000,000 | 
[Special telegrz to AMERICAN LUMBE N . , ” : 
| peci igrem » AMERICAN snamnseass Unfilled feet between Nov. 1, 1927, and Oct. 31, 1930), ; 
_SEATTLE, W ASH., July 15.—The 223 West Shipments Orders Orders report as follows to the Southern Pine Asso- § | 
Coast Lumbermen’s Association mills giving Rail ..... 27,011,000 31,767,000 88,967,000 | ciation: 7 
yroduction, shipments and « Domestic Pct. of output : 
a eggs July a Sn during the cargo 36,849,000 39,649,000 176,668,000 nb ge me é 
y P Export 20,485,000 27,392,000 109,765,000 | Production—  Carst ‘Feet Ave. tual f[ 
Production 81, 637,000 Local 8,160,000 ae edema Aver. 3 years. a» SORE ince eas : ] 
Shipments 12,560,000 13.38% over production i" eS a co Seer ... 24,579,000 47.94 ae 
Orders 107 947,000 31.13% over production 92,505,000 106,968,000 375,400,000 | Shipments* 1,386 29,106,000 56.77 118.42 1 
A er : : : a _ | Orders . , 
g of 343 mills whose production re A group of 194 mills whose reports of pro Received* ....1,341 28,161,000 44.92 114.57 , 
ports of 1931 to date are complete reported as duction, shipment and orders are complete for On hand end 
follows : 1930 and 1931 to date reported as follows: weekt ......3,726 78,246,000 , 
Average weekly operating capacity 298,599,000 *Orders were 96.75 percent of shipusents. 
q 2 , Week ended Average for 27 weeks : 
—— weekly cut for 27 weeks— P July 1, 1931 . 1931> 1930 ~Car basis is 21,000 feet. 


158,861,000 


124/238'000 Production 8,875,000 103,298,000 150,934,000 tOrders on hand at above 122 mills showed | 
a «4,205, Shipments 89" 308,000 107, 992,000 146,410,000 | a decrease of 1.19 percent, or 945,000 feet, | 
Actual cut week ended July 11.... 96,529,000 Orders 104,532,000 106,171,000 139,835,000 during the week. 
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AMERICAN LUMBERMAN 


Vich Von of Us Iss Realy in das 
har Sawmill Beezness? 


Mr. AMeriIcAN LUMBERMAN, 
Chicago, Ill. 





Ai need some adwise pleaze—Ai am gatting vorried over 
tinks in das har lumber beezness. Maybe yu ben vorried 
leetle bet tu—men, ai ant sure. 


Now pleas lesten tu das har vot am fegger tu rite. 


Yu no ai ban in da lumber beezness ever sance at vas 
hard to gat in—men, by yiminey ai vausent in long ven 
it got hard tu tal ef ai vas in or ot (out)—men, you say 
ai fine out ai ant been da only von vats been in das sam 
fex at de sam time. 


Das is de vay das har lumber beezness disease starting. 
To start ai have bout sax toson dollars ($6,000.00) cash 
money in de benk—an das de time ai have planty time 
to valk by de bank an de president and casheer an some- 
times dat halper, vat you call taller, come ot and shakin 
hans vit me—Yas siree, das vot he done alrite. Dan, 
vonday, ai bot von sawmill and some logs—Yus so soon 
ai done dat day been no place tu sall das har lumber—an 
by yiminey das old saw mill he keep broking don so mutch 
ai gotting broke tu. Das har mill seem to be yust purty 
nar like de viddow voman, my broder Carl got married tu 
las summer—she vor able to run arond gude ven he vor 
sparkin vit her—men, tu veeks after da veddin vas done, 
she ben hardly able tu valk attall—an der been someting 
new rong vit her avery morning sance. Yas siree, she 
been yust like von of dose daley papers—someting new 
to kick abot avery day. 











Vall, anyhow, das stock market vent hay vire, men seems 
my lumber beezness ban alvays hay vire 
cant get penga tu by any more hay vire. 


men now ai 


Vall ai been valkin arond de bank for quite a vile now— 
it been longer vay tu valk—men ai dont like to go tu 


projecting 


outward. about 10 


close by bekause ai been havin so much notes an no 
money dat dose casheer fellos—making motions for me 
tu come in all da time an vant to know “If ai am goin tu 
take care of das har notes” all de time. Ai tal em da 
last time I vos in (an by yiminey ai didn’t meen tu go 
by so close—ai forgot) dat dey had better places tu take 
care of dose tings dan ai have at home. 


Vall, next day de head man call me on da talafone an 
sad he must see me rite off. Vall, ai vish he call me after 
deener bekause ai loose my eppetite den tinkin about it. 


Men, anna ho, ve had dat mutch more grub left for supper 
time. 


Vall, ai stood arond da corner tinkin about da time ai 
vos not in da lumber beezness—you know dat vas de 
time ai coud rite out a couple a chacks on de bank for 
fafty dollar each an not be afrad for a week to say hallo 
ven da phone rings. 


Vall, anna ho, ai coughed a couple times and clered my 
troat an vent in—dey didn’t even say hallo—dey yust 
sad “Now someting gotta be done har.” An ai sad 
“Vall, van do you figger tu do it?” Den da banker sad 
to me, “Ve have furnished all da money we are goin tu” 
—and ai sad, “O, ai fine dot ot by myself long time 
ago—an now yu been furnish da money for over saxteen 
monts—an God been furnish all da hope for over tu 
yars—and ai been furnishin part of da oil and grease 
and all da vater tu run das mill beezness. Van das har 
oil and grease stop you vill have a good partner in de 
lumber beezness.” And he sad, “Who is dat?’ And ai 
sad, “He’s da von das been furnishin da hope in da 
beezness.”” Vall, vile he vent out for drenk of vater, ai 
valked out and ai ant seen ham sanse. 


Now, Master Hole, vich von of us iss realy in das har 


sawmill beezness? Dot fella sas ai am, men it dont look 
like it from ver ai can see. 
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Wood Fins for New Laboratory 
Building 


Mapison, Wis., July 13.—The new building 

ot the United States Forest Products Labora- 
tory here will be adorned with “wood fins.” 
It is said to be the first building in this coun- 
try to be so adorned. The use of wood fins 
on this building, therefore, will establish a 
precedent that should be helpful to wood in 
competition for the continuous mullions of simi- 
lar buildings with such materials as aluminum, 
Stainless steel, monel metal and other modern 
adaptations in architectural motifs. 

The front and side walls of the new Forest 
Products Laboratory building will be equipped 
with these fins. A fin gives the appearance of 
a continuous triangular mullion projecting from 
the face of the building and is intended to 
break the monotonous appearance of long rows 
of windows. In cross section it forms a slender 
V, made up of two boards 1 inch thick by 11 
inches wide, doweled and glued at the apex 
and fitted with a spreading block at the base 
which is attached to the window mullions, and 


tipped with an aluminum cap and painted with 
aluminum paint. 

A wood fin will extend vertically between 
each two perpendicular rows of windows. 
Whether or not these fins are continuous from 
ground level to roof varies. On the front of the 





I believe that if the lumber man- 
ufacturers would recover some of 
their nerve and energy of which 
they claim they had so much in the 
old times and would rally them- 
selves, the forest products market 
would not only stop reacting, but 
prices would advance on many 
and classes of lumber.— 
Raout Garette, of Beaupre, Du- 
rette & Co., Estcourt, Que. 


sizes 


building, for example, there will be 35 fins of 
4-story height, 54 fins of one-story, 48 fins of 
one-story and 8 fins of 2-story. In addition there 
will be 6 fins running horizontally for a length 
of 60 feet along the top floor of the building. 
On each of two sides of the building there will 
be 66 fins one story high, another string of 63 
fins one story high and 35 fins three stories 
high. Elsewhere will be occasional groups of 
fins—in all nearly 10,000 linear feet of wood 
fins. 

Specifications for the building require that 
all lumber shall be in accordance with Speci- 
fication No. 24 of the Federal specifications 
board, which provides for the purchase and 
use of lumber under the grading rules of the 
lumber manufacturers’ associations. <A _ gen- 
eral provision is made, however, that all one- 
inch lumber shall be grade C or a better grade 
and all dimension No. 1 common. Forms must 
be of dressed and matched surfaced lumber, 
except that in special situations metal forms 
may be used. All temporary structures con- 
nected with the building project are to be of 
wood. In fact, wood is to be used wherever 


practicable. 





Co_umsus, Ounlo, July 13.—The joint meet- 
ing of the Southern Pine Association and the 


Ohio Association of Retail Lumber Dealers, 
the first day's session of which was reported in 
July 11 issue of the AMERICAN LUMBERMAN, 
brought its business session to a close on Thurs- 
day, but the main entertainment feature o¢- 
curred on Friday when a golf tournament was 
held at the Scioto Country Club and was par- 
ticipated in by many of the visiting lumbermen. 

This meeting was notable for the represen- 
tative attendance from every section of southern 
pine producing territory and also for the num- 
ber of retailers, wholesalers, commission men 
and salaried salesmen who joined with the 
manufacturers in making the convention a suc- 
cess in every particular. 

There was a full, free and frank discussion of 
some of the outstanding problems of the in- 
dustry, participated in by every branch that was 
represented. 

One of the outstanding actions of this joint 
conference was the unanimous endorsement by 
the retailers and wholesalers of the decision of 
the Southern Pine Association directors vigor- 
ously to oppose the petition of the railroads be- 
fore the Interstate Commerce Commission for 
a 15 percent increase in freight rates on all 
commodities, lumber included. It was the 
practically unanimous view that the lumber in- 
dustry is in no position to stand an increase in 
rates, that the granting of the proposed rate 
increase would be the first step toward Goy- 
ernment ownership of the carriers and that the 
next logical development, should this occur, 
would be Federal ownership of natural re- 
sources which contribute so greatly to the rev- 
enue of the railroads. 


Resolution in Opposition to Rate Increase 


The Southern Pine directors at their session 
on Wednesday morning adopted a resolution, 
which was unanimously approved by the joint 
meeting on Thursday afternoon, as follows: 

Be it resolved, That the lumber industry is 
in no position to stand any increases in trans- 
portation costs; that the sub-committees, traf- 
fic department and our legal counsel be in- 
structed to actively participate in ex-parte 103 
for the purpose of protecting the southern pine 
industry against any increases in transporta- 
tion costs. 

Immediately following approval of this reso- 
lution in the open meeting, A. J. Hager, presi- 
dent National Retail Lumber Dealers’ Associa- 
tion, addressed the following telegram to the 
Interstate Commerce Commission at Washing- 
ton: 

Regarding 15 
railroads, desire 


percent rate increase 
herewith to register 
sition as it is our conviction that 
stand no rate increase whatsoever. 
timony supporting this position 
corded at hearings. 

The announcement that this telegram had 
been sent as reflecting the attitude of the Na- 
tional Retail Lumber Dealers’ Association was 
received with vociferous applause. 


THURSDAY MORNING 


The morning session on Thursday began with 
an address by H. C. Berckes, secretary-manager 
of the Southern Pine Association, in which he 
called attention to a brief on economic condi- 
tions filed with the Timber Conservation Board 
at Washington, which he said gives a true and 
complete picture of conditions in the southern 
pine. industry. He said that this brief shows 
that the South will be an important producing 
area for all time, due largely to favorable 
climatic conditions which hasten tree growth. 
Copies of this brief in pamphlet form were dis- 
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tributed to those present in order that they 
might peruse it at leisure and become better 
acquainted with conditions in the lumber manu- 
facturing industry in the South. 

Mr. Berckes briefly referred to the various 
activities of the association, particularly in con- 
nection with its dealer service, and expressed 
appreciation of the sympathetic attitude of so 
many retailers throughout southern pine dis- 
tributing territory. 

Following the address of Mr. Berckes, the 
meeting was resolved into a roundtable discus- 
sion of important subjects affecting the indus- 
try. Among the subjects discussed were grade- 
marking, pool cars and mill priming. A num- 
ber of other important subjects were on the 
program for discussion, but so much interest 
was aroused in those mentioned that there was 
no time for the others to be taken up. 


Discussion on Mill Priming 


In connection with mill priming, President 
C. C. Sheppard, of the Southern Pine Associa- 
tion, said that his company, the Louisiana-Cen- 
tral Lumber Co., Clarks, La., had been experi- 
menting with aluminum mill priming and had 
found a favorable reaction among the retailers; 
in fact, he said the first reply that came to them 
in response to their letter of inquiry, with sam- 
ples, was an order for 3,000 feet of aluminum 
primed siding. He called attention to a strik- 
ing display of Alum-Wood, the name given to 
mill primed siding produced by the Brooks- 
Scanlon Corporation at Foley, Fla. This ex- 
hibit occupied a prominent place in the con- 
vention hall and attracted a great deal of in- 
terest. 


Hot Discussion on Pool Cars 

The discussion on pool cars, which was 
opened by Joe Lane, of the Long-Bell Lumber 
Co., became “fast and furious.” So many in 
the audience desired to give their views on the 
subject that finally the chairman had to arbi- 
trarily declare the discussion closed. Mr. Lane 
thought the practice of selling and shipping 
pool cars was all right and a service both to 
the dealer and the manufacturer. Howard Pot- 
ter, of the Creith-Potter Lumber Co., Columbus, 
thought the mills should charge an extra price 
for material shipped in pool cars, as it did not 
seem right that the carload buyer should have 
to pay the same price as the pool car buyer. 
Max Myers, of Nicola, Stone & Myers, whole- 
salers of Cleveland, thought pool cars repre- 
sented an economic trend. I. B. McFarland, 
general manager Temple Lumber Co., Houston, 
Tex., and president of the Lumbermen’s Asso- 
ciation of Texas, was opposed to the practice 
of buying pool cars. Mr. Lambert, of the 
Fifth Avenue Lumber Co., Columbus, favored 
the pool car because it permits a dealer to carry 
a smaller inventory. He thought an additional 
charge would be no burden, as this additional 
cost would be no more than the carrying charge 
on larger stocks of lumber. George F. Bareis, 
a retailer of Canal Winchester, thought buying 
in pool cars made it possible for retailers to 
take on additional lines that they would not 
carry if compelled to buy in full carload lots. 
He referred particularly to some of the woods 
that are less frequently carried in stock by the 
average retailer and which have to be shipped 
long distances. He thought pool car buying 
made it possible for producers of these woods 
to introduce them into territories where they 
would not otherwise be carried by the dealers. 

Roy Klumb, sales manager, J. J. Newman 
Lumber Co., Brookhaven, Miss., said that his 
concern does not encourage the practice. There 
were a number of other speakers, both pro and 
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Representatives of Each 
Branch Give Their Views 
on Important Problems of 
the Industry 


con, but the general consensus seemed to be 
that pool car buying represented a service that 
is to the interest of the average retailer and 
does not work any particular hardship upon the 
lumber producer. 

Max Myers, of Cleveland, in a plea for real 
co-operation between the several branches of the 
industry, outlined the place of the wholesaler 
in the distribution and merchandising structure 
of the industry. The wholesaler, he said, js 
gradually assuming his rightful place in the 


sun. 
THURSDAY AFTERNOON 


Beginning the afternoon session, L. R. Put- 
man, merchandising counsel Southern Pine As- 
sociation, was called upon to sum up the dis- 
cussions of the conference. He outlined plans 
of the southern pine group to spend its adver- 
tising funds directly through the retail dealer, 
in local campaigns. He said: “A dealer who 
handles our product then will have as much to 
say about where and when we advertise as our 
own people. We can thereby make our efforts 
of greater effectiveness than in the past.” Mr. 
Putman then analyzed the problems facing the 
industry, as follows: 

1. Lumber is a good product, 
years of constant use, but it 


proven by 
needs 


200 
more in- 


tensive and intelligent merchandising. 

2. Quality and volume must be stabilized. 

3. Fewer and stronger units must be de- 
veloped. 

4. Greater recognition of the dealers must 
be given by the manufacturer. 

5. Trade promotion and advertising must 
be directed in the most effective channels— 


advertising through the retail dealer. 


6. More efficient distribution must be set up. 


He said that the Southern Pine Association 
through sixteen years of experience is in an 
excellent position to blaze new trails in all di- 
visions of the industry and urged closer co-op- 
eration between trade association groups. At 
the suggestion of Secretary Berckes, Mr. Put- 
man explained in some detail the proposed plan 
of the association whereby the invoices for 
every car of lumber shipped from the associa- 
tion mills participating in the campaign would 
carry a stamp advising the dealer that so much 
per thousand feet of that material was being 
paid into the association for the purpose of 
promoting the sale of this particular lumber in 
the dealer’s territory. He also expressed the 
hope that eventually the publishers of the Blue 
Book would find it possible to carry a symbol 
in connection with each rating in the book, in- 
dicating whether or not the concern listed is a 
member of an association and, if so, what asso- 


ciation. 
C. J. Morgan, manager of the Blue Book, of 
the National Lumber Manufacturers’ Credit 


Corporation, explained many improvements in- 
stituted during the last year, by which the Blue 
Book is. in position to render better and more 
accurate service in obtaining information on 
credits and credit rating. He urged the lumber- 
men to use the Blue Book, which he described 
as the lumber industry’s own credit rating serv- 
ice and particularly urged them to make use of 
the collection service. } 

Probably the most vitally interesting talk of 
the entire conference was that of C. W. Fish, 
of the H. A. DuPlain Lumber Co., Rockford, 
Ill., who described the methods of the mail-order 
house in selling barns and homes and pointing 
out the weaknesses of the average retail lumber 
dealer in this connection. Mr. Fish was em- 
ployed for eighteen months by one of the large 
mail-order houses in connection with an inten- 
sive campaign to. sell farm buildings, and his 
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talk was based almost entirely upon his own 
experiences, which enabled him to tell the deal- 
ers exactly how and where they were at fault 
in their methods of meeting mail-order competi- 
tion. Equal in intensity to that evidenced in 
the discussion of pool cars at the morning ses- 
sion was the interest manifested in this sub- 
ject of mail-order competition. Mr. Fish was 
made the target of many pointed questions, to 
all of which he had a ready and enlightening 
reply. The gist of his talk was that in order 
to sell lumber a dealer must be on his toes; he 
must be a good salesman and ever alert to take 
advantage of every opportunity. Particularly 
he must know where fire and lightning have 
struck, for wherever a barn or house is de- 
stroyed, another building must certainly arise in 
its place. His rather scathing indictment of 
many retail dealers as being “lazy and sound 
asleep” brought vigorous retorts from a number 
of the dealers and association officials who 
pointed out that while that may be true of 
some dealers, it is not true of all. Particularly 
vigorous was Arch Klumph, of the Cuyahoga 
Lumber Co., Cleveland, in his defense of the 
merchandising methods of the city retailer. 
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Mr. Fish said that within the last year or 
two he had noted a marked improvement in the 
methods of retailers and he believed they are 
awakening to the situation that confronts them. 
It was the general feeling of the convention that 
Mr. Fish had brought out many helpful points 
and that those who heard the discussions would 
be in position more intelligently to meet future 
mail-order competition in their territories. A 
point that was stressed in connection with this 
discussion was the fact that mail-order houses, 
because of the large volume of their purchases, 
are able to buy materials from manufacturers at 
lower prices than are given to the average re- 
tail dealer. 


Talks on Better Construction 


An enlightening address was made by John 
M. Wyman, editor of the American Building 
Association News, whose subject was “A 75 
Percent Valuation Financing Plan Through 
Your Building and Loan Association.” The 
theme of Mr. Wyman’s talk was better con- 
struction. He said that the financing institu- 
tions are tightening up on construction loans 
and in future the house that carries a loan must 


Some of the Convention 


Influence of Trade Association on Business Prosperity 
[By L. O. Kilmer] 


The experiences of the last eighteen 
months, from which I hope and believe we 
are now emerging into a brighter business 
day, found every major industry of tne 


country, mobilized in an army of trade asso- 
ciations, prepared to 
meet the problems 
presented by the de- 
pression, with facili- 
ties for _ collective 
thought an group 
action. * * © 

Former depressions 
were met by guerilla 
warfare, when  busi- 
ness worshipped at 
the shrine of the rule 
of survival of the fit- 
test, and devil take 
the hindmost. 

Every man in busi- 
ness viewed his com- 
petitors as arch ene- 
mies. If misfortune 
attended them as a 
result of the depres- 
sion, they hailed’ the 
news as a_ blessing. 
Such things as. uni- 
form accounting sys- 
tems, exchange of in- 
formation as to op- 
erating costs, and 
group action to ad- 
interests of the industry, includ- 
competitor, were foreign to the 

the day. 

signal and significant commentary 
efficiency and value of our trade 
that the present depression has 
attended by graver consequences 
has encountered. We have made 
progress in the civilized and intell- 
conduct of business since the panic of 
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most vitally 
factors which concern 
uals, but which concern 
welll We realize today, better than ever 
before, that our only prosperity has been 
enjoyed when our competitors were pros- 
perous, 

We realize today that it does not advance 
our retail business to depend for our sources 
of supply upon manufacturers who are los- 
ing money on every thousand feet of lum- 
ber they ship us. 

A lot of bad lumber is being loaded out 
these days, off grade, mismatched, wet, 
Stained, below grade, under grade, and mis- 
manufactured. I imagine most of the trou- 
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ble is on account of competition forcing the 
price down to a point where a lot of man- 
ufacturers have to go out in the jungles 
and “beat the bushes” in order to get a 
profit. 
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be built well and of good material. However, 
when the house is planned and built along these 
lines it will not be difficult to get loans from 
the building and loan association up to 75 per- 
cent of the value. Mr. Wyman expressed some 
skepticism as to the feasibility, or even the de- 
sirability, of a Federal central mortgage bank 
as proposed by the National Association of Real 
Estate Boards. Mr. Wyman himself has been 
an earnest advocate of better construction and 
has devoted much time to the preparation of 
specifications for buildings, that have been 
adopted by a number of the building and loan 
associations. Buildings constructed according 
to these specifications may easily carry loans 
up to 75 percent of their value. 

The closing minutes of the convention were 
devoted to expressions of appreciation and grati- 
tude to Findley M. Torrence, secretary of the 
Ohio Association of Retail Lumber Dealers; 
L. O. Kilmer, president of that organization ; 
E. G. Dillow, president Lumbermen’s Club of 
Columbus, and other members of the local com- 
mittee who had charge of the arrangements for 
the conference. 


Highlights 


retailers, that beating down the manufac- 
turers’ price does not advance the retailers’ 
interest. 

We hope the manufacturers appreciate to- 
day that their interests are only adversely 
affected when they are depending for their 
distribution upon wholesalers and retailers 
who are losing money. 

The major activity of our own association 
is to impress the retail competitors with the 


fact that a distressed competitor is a lia- 
bility; a satisfied and prosperous competitor 
is an asset. * * ® 


Joint Obligation of Manufacturer and Dealer 


[By C. C. Sheppard] 


* * * It is a little embarrassing for a man- 
ufacturer who has been in the business for 
thirty-five years to stand up before a group 
of retail lumbermen, the distributers of his 
product, and admit that there are a lot of 
things about your business that he doesn’t 
know anything about and that he doesn’t 
understand and appreciate, as he_ should, 
many of your problems, * * * 


We want to do what we can to build up 
our retail distributer in the community in 
which he is handling our product. We want 
to build up the confidence of his consuming 
trade in him, and when we have done that 
we have built up the confidence of the con- 
suming public in our product. That is as 
simple as A, 3. C. * * * 


I heard your president, in his interesting 
opening address, talk about some dealer in 
Ohio getting a lot of low grade, poorly manu- 
factured, green, moldy, Dbilack, stained, and 
what not lumber. Where did he get it and 
why did he get it? Every one of you know 
very well that man didn’t need to get that 
kind of lumber. He didn’t have to buy that 
kind of lumber, and he fell from grace at 
some point in the course of that transaction. 
I don’t know all of the reasons, but I suspect 
that he was influenced entirely by price when 
he gave that man an order for that material, 
and when he did that he took the hazard of 
getting the kind of stuff he got. 


You gentlemen have paid high tribute to 
the Southern Pine Association. We appre- 
ciate it, we are proud of it, we are going 
to continue to try to afford the kind of lead- 
ership this industry should have, but, in 
all frankness, what are you going to do for 
us? I say that is a fair question. If you 
ask our organization to come here, to have 
conferences with you and take the respon- 
sibility for the industry to help provide the 
right sort of material for these dealers, see 
that it is properly manufactured, seasoned, 
uniformly graded, is the quality of material 
that you are entitled to purchase—I say, 
if you ask us to take that responsibility 


and you fail to support us, but on the other 
hand turn around and purchase your re- 
quirements from this bootlegger who is go- 
ing to furnish the kind of stuff your presi- 
dent described, if you are going to support 
some fellow who is opposed to our organi- 


zation for any reason whatsoever, then I 
say you can not expect us to continue to 
take that responsibility. I say if you do, 


you are undermining, you are crippling, you 
are destroying the organization that is seek- 





ing to take this re- 
sponsibility for the 
betterment of this in- 
dustry and to help you 
dealers, and you are 
indirectly destroying 
your own business. 
* aa + 


I know that it is to 
the interest of every 
retail distributer in 
this meeting that the 
price of southern pine 
lumber be stabilized, 
that this downward 
trend should be stopped, 
and I want to say to 
you this afternoon— 
and I don't often in- 
dulge in prophecies of 
this kind—that we 
have arrived at the 
time, so far as south- 
ern pine lumber is con- 
cerned, when this con- 
tinual downward trend 
of price has stopped. 
I hesitated momen- 
tarily to say this because I don’t want you 
to take this as any intimation that you 
ought to buy a car of lumber in the next 
two or three weeks if you don’t need it. If 
it hasn’t actually stopped, it is going to do 
so at a very early date. 

You ask me why and I will tell you. 
There isn't a sawmill between Texas and 
Florida and Virginia that isn’t losing a lot 
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help them properly market your lumber. If words, just why can about it. i cl 
you do, you can be absolutely assured o e wholesaler be bene- ee : ; . ' 
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drastic curtailment of production, which sometimes the case, hold the account open , 
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necessary because of the faulty methods of wholesale houses today started out as sales- count period has expired. ' 
distribution which I call “fictitious compe- men—and still keep at it! They, too, know f 
tition.” Many offer your lumber through the trade personally, and in many instances Eighth, and finally, because he can and is } 
southern commission buyers, southern even better than their salesmen—are in po- doing the job of selling your lumber in a more 
wholesalers, northern wholesalers, and com- sition to advise the trade of trends of the efficient and less expensive manner, and at less 
mission men, all of whom try to sell your market, of surplus stocks at mills which financial risk to you, than you can do it your- 
lumber to the same buyers You are fre- may be attractive to them, ete. selves 
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AMERICAN LUMBERMAN 


Problems of Distribution From Retailer's Standpoint 


[By Arch C. Klumph] 


carry large inventories in 
requirements of the big 
upon them for lumber and 
materials of every kind and de- 
scription, from the smallest strip to a 70- 
foot fir timber. They 
are as essential in 
emergency cases as 
are the doctor, the 
surgeon and the cor- 
ner drug store. Upon 
the occasion of catas- 
trophes, such as fire, 
flood and _ hurricane, 
they must be depend- 
ed upon for immedi- 
ate delivery of lumber 
or other materials 
which are _ suddenly 
made necessary for 
the safety and con- 
servation of life and 
property. 

Their business 
tributes much to 
upbuilding of the 
community. They are 
heavy taxpayers, 
through which chan- 
nel are supported local 
governments, schools, 
churches, institutions 


Retailers 
ing with the 
which depends 
kindred 


keep- 
city, 





con- 
the 





of art, welfare agen- 
cies ete. They con- 
tribute to community funds, are employers 
of labor, and purchase in that community 


everything necessary for «he carrying on 
of their business. Thus they help to make 
the business of that community. On every 
foot of lumber and other materials which 
they carry in stock to be of service and on 
their plant and equipment, they pay a bur- 
densome tax. As a consequence, it is our 
contention that all lumber consumed in that 
community should be sold by and through 
them, if they are to survive. Please under- 
stand that I am always excepting sales to 


railroads, United States Government and 
lumber used in the finished product of any 
manufactured article. 


Interference with the general flow of com- 
merce and trade between the local distrib- 
uting yard and the local consumer, by sales 
through other channels, at mill cost plus 
freight, with which the local yard can not 
possibly compete if he adds any part of his 
overhead, deprives the local distributer of 
his necessary volume and becomes not only 
a menace and a destroying influence to him 
but also to the community, and in turn re- 
flects an equal damage to the lumber in- 
dustry as a whole. * * * 

From the early beginning the retailer for 
over a hundred years was practically the 
lone distributer of the product of the manu- 
facturer. * * * It is the retail dealer who 
combats in his community every attempt to 
diminish the use of lumber through local 
and State ordinances extending fire limits, ex- 
cluding shingle roofs ete. 

It is the local dealer who works unceas- 
ingly with the architect and engineer to 
have the product of the lumber manufac- 
turer specified in every structure. 

It is the local dealer who in an after- 
dinner speech at the chamber of commerce, 
builders’ exchange and other luncheon clubs 


propounds the values of wood, in compari- 
son with other materials. 
It is he who takes part in all local expo- 


sitions, presenting at heavy expense exhib- 
its of all that is most beautiful in archi- 
tecture through the use of wood, commonly 
termed “frame construction.” * * * 

It is the local lumber dealer who, in his 
daily contacts with the prospective home 
builders and the speculative builders of 
homes, over the luncheon table, at the game 
of bridge, or golf, constantly argues the 
economies and advantages of frame con- 


Struction. * * * 

He, it is, who distributes the literature, 
who advertises in the local paper and who 
from morning to night, 365 days in the 
year, is struggling to generally extend the 
trade of the lumber industry. 

The architect, the engineer, the contrac- 


tor, the local purchasing agent for govern- 
mental agencies and industries are his per- 


sonal friends, his neighbors, his fellow club 
or church members, and, without contradic- 
tion, he occupies a strategic position to be 
of inestimable value to the manufacturer 
and wholesaler in constantly carrying on 
the extension work of our industry. There 
is not enough money among all the manu- 
facturers and wholesalers of this country 
even to begin to replace through any other 
means the extension service rendered by the 
retailer. * * * 

I believe it is generally acknowleged that 
80 percent of all lumber manufactured in 
this country is distributed through the local 
yard channels. Now, let me appeal to your 
sense of justice. Have we not a right to 
appeal that the distribution of lumber be 
properly adjusted?—that we be not grad- 
ually strangled to death in our endeavor to 
carry on a profitable business by the unfair 
competition of direct sales to consumers? 
* * 

The battle for the extended use of wood 
requires vast sums of money to be expended 


by the retail dealers in their community. 
Without profits this great channel of ex- 
tension is destroyed. * * * 


In the belief. that it may be constructive 
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to close with something concrete, I present 


for your thought and study the following 
program of distribution, which is not in 
contravention of the present new code: 
“That the distribution of the product of 
the manufacturer should “be to the retail 


yard, to wholesalers and to such consuming 
trade as is set forth in the distribution code, 


properly interpreted. 

“That the proper distribution by the 
wholesaler should be to the retail yard and 
to such consuming trade as is made open 
by the recent code properly interpreted. 

“That the distribution policy of the re- 
tailer should be to serve the consuming 
trade in his community or home market.” 


This program leaves but one rule or prin- 
ciple not thoroughly interpreted; namely, 
Rule 4: “Large users of industrial lumber, 
who buy-regularly in carload lots but not 
for construction purposes.” * * * Surely, no 
fair-minded wholesaler or manufacturer 
would say that an industry using four or 
five truck-loads a month in a city with 
yards was a “large” user of industrial lum- 
ber. My own viewpoint is that the word 
“large” should mean “more than the local 
yard can properly service.” 
it will take time and pa- 
tience to have the recent code properly in- 
terpreted and executed by all, but let us 
try with a spirit of fairness to recognize 
the rights and perils of others. 


I realize that 


Lumber Industry Needs Salesmanship 
[By T. E. Flanders] 


In considering what is wrong 
lumber industry as a whole, in my opinion 
one feature is paramount; this is salesman- 
ship. Second, methods and customs of man- 
ufacture and sales. 

Salesmanship means decidedly more than 
mere price. We lumbermen seem to be un- 
able to sell the industry to the public as do 
the steel, automobile, cement and numerous 


with the 


other interests, 

For instance, if twenty-five lumbermen 
representing various phases of our industry 
were called in before an engineering or an 
architectural organization to recommend or 
advise the use of various kinds of lumber 
for a given purpose, what do you imagine 


would be the ultimate result? It is certain 
that twenty-five opinions, no two alike, would 
be the final analysis. This alone shows our 
weakness; a lack of co-operative knowledge, 
consequently the final showdown leaves the 
customer to decide what to use or buy and, 
“what’s your price?” * * * 

I would want myself thoroughly under- 
stood regarding any sales being made; that 
a thorough and intelligent knowledge be 
had of the lumber that is being sold before 
the order is finally entered; that the cus- 
tomer be advised of the responsibility of 
the mill offering the stock or grade. There- 
fore, a range of prices on No. 2 boards of 
$5 per 1,000, $6 to $8 on 1x4 B&better floor- 
ing, as much as $10 to $12 on B&better fin- 
ish could be better understood and appre- 
ciated by the final purchaser. For a sales- 
man who knowingly offers items at random, 
leaving the impression that it is in reality 
a standard reputable grade when he has a 
conscientious doubt about its caliber, and 
fails to so state to his customer is wholly 
wrong. 

My dealings with the average retail lum- 
berman prompts me to say that he does ap- 
preciate full information and co-operation 
in assisting him to place his order intelli- 
gently. Therefore, my thought is that there 
is nothing wrong with our industry except 
lack of real salesmanship. * * * 

Put men in the field to sell your lumber 
that are competent and honest and in whose 
integrity you have the utmost confidence. 
Demand 100 percent representation and ad- 
vertising. Two or more price lists carried 
by one man can not give all 100 percent 
backing, but the man with one sheet does 
—he cares whether you use black or red 
ink. 

Just. one more thought. 
Pine Association is doing 
structive work among the small mills by 
helping them get their lumber ready for 
the market. That is fine, as far as it goes, 
but it does not go far enough. They need 
someone vitally interested in the sale and 


The Southern 
some very con- 


distribution of their lumber. There cer- 

tainly is a place for their product and it 

should be sold on its merit and not on the 
on 


basis of “what will you give? 





Tax Relief on Natural Forests 


Syracuse, N. Y., July 13.—An important 
change in the laws governing forest taxation 
was made this year by the passage of the Hew- 
itt-Hutchinson amendment to the Fisher forest 
tax law which was signed by Gov. Franklin D. 
Roosevelt April 9 and is now Chapter 364 of 
the Laws of 1931. 

The Fisher tax law passed in 1929 and 
amended in 1930, according to the New York 
State College of Forestry at Syracuse, pro- 
vides for the relief of taxation on artificially 
planted forests. Under this law the assessed. 
valuation of the land can, not be increased but 
a 6 percent yield tax is levied on the stumpage 
value of the timber when the timber is cut; 
no tax is collected on the growing timber. This 
law, however, did not give any relief to nat- 
ural stands of timber in the process of develop- 
ment. 

The law passed this year affords tax relief 
on immature, natural forest growth where such 
growth will eventually produce a merchantable 
crop of timber. The minimum area which may 
benefit from this new legislation is 15 acres. 
Under approval of the conservation department, 
Albany, N. Y., immature, natural growth for- 
ests on all privately owned areas in the State 
over and above 15 acres after being so classi- 
fied may now be assessed separately and an- 
nual taxes collected only on the assessed valu- 
ation of the land itself, as heretofore provided 
in regard to artificially reforested land. And 
in the same manner as artificially planted for- 
ests may be taxed, a yield tax of 6 percent is 
levied on the stumpage value of naturally grow- 
ing timber when cut or in the event of with- 
drawal from the classification. 

There are hundreds of thousands of acres of 
naturally reforested land in the State that may 
be classified under the new law by the simple 
process of making application to the conserva- 
tion department at Albany. 





DivipENDs paid by building and real estate 
companies in June amounted to $7,082,642, ac- 
cording to the Standard Statistics Co., of New 
York. Total cash dividend payments made by 


domestic corporations in June were $412,327,778,. 
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GRADE MARKED—TRADE MARKED 


YELLow PINE 


YARD AND SHED STOCK 
LATH AND SHINGLES 


Our modern dry kiln facili- 

ties enable us to season lum- 

ber to the moisture content 
you require. 





BIRMINGHAM ALA: 




















Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 
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IDAHO 
MINNESOTA 
WESTMONT 





White Pine 
y 


LONG and SHORT LEAF 
ALso { Yellow Pine 


WM. SCHUETTE CO. 
Keema Pa. New York, N. Y. 











IT [UMBER COMPANY 


RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 
CANDY. LA 









Ofice. 
RUSTON, LA 








“The Heart Content’’ 


Have you delayed giving your wife this new book 
by ‘‘the lumberman poet’’? Let us send it to you 
—take it home to her—how it will cheer her up! 
$1.25 postpaid. 


Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Hampshire Lumbermen in Outing 


THe Welrs, N. H., July 13——One hundred 
and eighteen members of the New Hampshire 
Lumbermen’s Association with wives, daugh- 
ters and guests helped make a big and most 
enjoyable success of the first annual outing, 
ably planned by President Arthur G. Bowler, 
who is vice president of the Johnson Lumber 
Co., of Manchester, and held here last Friday. 
Cloudy skies and spits of rain failed to dampen 
the enthusiasm and pleasure of the New Hamp- 





a 











President Arthur Bowler, of the New Hamp- 
shire Association, in a receptive mood 


shire lumbermen and their families. 
quarters were established at the Lakeside 
House, overlooking the beautiful expanse of 
Lake Winnepesaukee, a name handed down in 
Indian tradition and meaning “Smile of the 
Great Spirit.” After an early and most ex- 
cellent luncheon, the famous old steamer Mount 
Washington was boarded for a 65-mile trip 
around the lovely laek. 

It was President Bowler’s unique proposal, 
heartily endorsed by the 
directors of the asso- 


Head- 


their home State could boast such a lovely 
resort, and that, perhaps, there might be un- 
suspected business opportunities near home. 

Not the least interesting of the day’s attrac- 
tions was the fact that the trip around Lake 
Winnepesaukee was made on the famous Mount 
Washington, a craft which is a remarkable 
demonstration of the durability and strength of 
wood. This steamer, 59 years old and con- 
structed entirely of wood, is the oldest side- 
wheeler still in active everyday use anywhere 
in the world. It is the oldest side-wheeler in 
the United States. In the hull are the original 
3-inch white oak plank, as tough and strong 
today as the day they were laid in place. Much 
of the remainder of the steamer is built of 
southern pine, known to shipbuilders as long- 
leaf hard pine. There is not a sign of age or 
decay from stem to stern. 

President Bowler said that he wanted his 
fellow lumbermen to see the Mount Washington 
and let it help stimulate their enthusiasm to go 
out and get more orders for “the best material 
God ever made.” 

A special jazz orchestra was taken on the 
trip and some of the party enjoyed dancing. 





Says Railroad Labor Should 
Stand Wage Cut 


PHILADELPHIA, Pa., July 13.—Robert G. Kay, 
of the Kay Lumber Co., is among the host of 
lumbermen who feel that there is no justifica- 
tion for the proposed 15 percent advance in 
freight rates. Mr. Kay recently was asked by a 
representative of one of the railroads for his 
position in connection with the application of 
the railroads for this advance, and his reply 
was as follows: 

We do not think it possible for the commis- 
sion to allow this 15 percent advance on farm 
products, oil, coal or lumber, and if the ad- 
vance is allowed on the higher classes, it will 
only enable the truck to compete more suc- 
cessfully on longer hauls because the public 
will seek the lowest cost of transportation. 

We feel that in order to bring about the 
proper net result, it will be necessary to re- 
duce the salaries and wages of every railroad 
man in the United States. From statistics 
furnished by the Labor at 


Department of 





ciation that all business 
affairs should be for- 
gotten at this quarterly 
meeting and that it 
should be made a real 
outing, a get-tcgether- 
get-better-acquainted af- 
fair from start to finish. 
A brief address of wel- 
come by President 
Bowler and a jocular 
chat on the descent of 
boxboard prices by S. 
F. Langdell, of Man- 
chester, delivered at the 
luncheon, were the 
nearest approach to 
business during the en- 
tire day. 

The really extraor- 
dinary thing about the 
day’s festivities is that 
this is the first time 











that more than half of 
those who participated 
have ever voyaged on 
Lake Winnepesaukee, 
although these New 


Hampshire lumbermen, | 
all prosperous men of affairs, have traveled ex- 
tensively both in this country and abroad. 


As evening came, happy and pleasantly wearied 
by the day’s enjoyment, several told the repre- 
sentative of the AMERICAN LUMBERMAN that 
it was a real revelation to them to discover 


Group on after deck of the Mount Washington. 
W. E. Dickinson and her husband, executive head of New England 
Box Co.; President Owen Johnson, of Johnson Lumber Co., and his 


Right to left: Mrs. 


daughter, Miss Barbara 


Washington, the purchasing power of the dol- 
lar today is $1.34, compared with 1926. With 
the farmer standing a cut of 50 percent in the 
price of his products, there is no reason why 
labor should not be willing to stand a fair 
share of the reduced revenue of the farmers 
and the railroads. 
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ng -RMAN PO Di | 
ove s : ImMension 
bat, Let Me Go Back Americans drank 12,357,130 bags of coffee in 
attrac- the year ended June 30, and at some of the 
d Lake Let me go back to the woods where I belong, hotdog stands we suspect they also put in the OC 
Mount For I have missed their solitudes too long. bag. 
arkable Let ~ — po bg 0 yy 1S — The optimist who used to make eet os 
ngth Not through a smoky haze, but leaves of green. of the lemons that were handed to him has been 
d oa To all my garments now the city clings, succeeded by the ballplayer who makes short- CUT TO ORDER 
st side- Let me go back to finer, cleaner things, cake out of the raspberries. 
y where Along a trail, a redman’s faded track. eenqubh sey 
eeler in Let me go back. Between Trains 
original ‘ ‘ 
strong Let me go back to eat the simple fare, OTTUMWA, lowa.—They call it the Iowa 
~ Much To live among the simple people there. State Association of the National Association 
wuilt of There | was born, and there my childhood of Power Engineers, showing how close is the 
s long- days — ’ hookup between the State and national organiza- 
age or Were spent in poorer yet in better ways. tions in this industry, or profession, or what- 

Let me go back where once I used to be: ever it is. These are the fellows who chiefly 
ted his The noise of cities was not meant for me. operate the steam power plants of Iowa, and, 
hington All that I have I'll give for all I lack: if you think steam isn’t used any more, you 
n to go Let me go back. should have seen several hundred of them con- 
naterial } gregated here tonight. If you also think that 

Let me go back not only miles but years, all a‘power plant engineer needs to know is 
on the Where grows the sapling, and the pine appears, which way to turn the handle of a valve, you 
‘ing. Back to the land that’s neither new nor old, would have been surprised if you had sat in 

Where dead trees fall, and yet new buds un- for a few minutes, as we did, at one of their 

fe id. 


uld 








Here only death is present, there I see 
Both death and birth in continuity. 

Keep all your marble—to some little shack 
Let me go back. 


sessions. They know just what you can get out 
of a pound of coal, and have the figures to 
prove it. Not only what you can, but what you 
probably don’t. An association should be, as 
this one is, a postgraduate course in lumbering, 











ral “ye or whatever the particular industry is that the 
st O _ : : . » 
“ie association represents. 
t ? ° 

a We See b' the Papers We once asked a printer what they talked 

-e in } 4° ae, ae ” a . 

4 ; about at their meetings. “Oh,” he said, “wages, 

ed by a 3ut the real bumper crop is the pedestrians. and things like that.” “Ever have anybody 
lor his : The last place a fan likes to see his team is come in and talk to you about the latest ideas 
ition . just that. in type display?” “No, I never heard anything 
. In times of peace prepare for war, and you'll like that.” “Increasing plant efficiency?” “No. 

ii probably get it. Yet many people sit back and cuss the employ- 
ommiis- . a" : - , org . 
a Seine We are beginning to suspect that we must tS meetings where these are the very things 
 Paggg have lost that war - ate oe the eS the — 

a raed igs ; , : , stry th ove f - 

it will The greatest rain-making device ever  in- jr gptbeamte. a ae ee We want buyers of dimen- 
re suc- - —_— : 7 - . 
public = — r goss a * - coda ae sion stock to know that we 
rtation. l¢ Way to make money 1s to invent some MuskEGON, MicH.—America is a land of nee Pansisinae far ; 
put the way for other people to waste it. organizations and movements, now and then a have the facilities for getting 
| a Some of us seem to get over a habit about good one. One of them is the foremen’s clubs, out this class of stock 
Paliroa as fast as a radio station gets over a song. an occasional meeting of the minor executives ° 
atistics od gg : . . . F . : ip : ‘O y y XAact § Ss. 
cor ‘a This town of Cwmystwyth in Wales looks of many and varied industrial enterprises, for mptly cut to exact size 





——§RAINELLE, W. VA. 
he dol- General Ludendorft predicts a world : war It's quite the custom in our day White and Red Oak Flooring, Maple, Birch and 
With next spring. Yeah, and some of our predicters To lean upon the rest, Beech Flooring mixed with Poplar Siding, 
in the predicted a business revival last fall. To ask the Government to pay Oak, Chestnut, Birch, Poplar and Basswood 
on why Two million Britishers have taken up hiking. Our bills, and cures suggest. intzrior trim, kiln dried or air dried hardwoods. 
a fair About the same number of American automo- Although it seems the proper way, 
armers 











like the hand we always draw in anagrams. 
American manufacturers are learning the 
wisdom of trimming their sails to fit their sales. 
Wonder what was done with all the old shoe- 
boxes before we had automobile picnic parties ? 
We have listened to so many radio programs 
that now all we read in a newspaper are the ads. 
_ After what Germany did to our young Mr. 
Stribling, we may call this moratorium’ thing 
off, 
You would think France was buying sash and 
doors, the way she shies when she sees a dotted 


line. 


Believe it or not, 100,000,000 Canadian 
soldiers have landed on the south shore of Lake 
Erie. 

_The Cubs are leading in batting and fielding. 
[he Cardinals aren’t leading anything but the 
league. 

_“Charges Husband Takes Year Old Son and 
Flees.” We can see, of course, what he wanted 
with the son. 

Just now we are enjoying the wide open 
spaces, the wide open spaces being in the bot- 
tom of the boat. 

A Chicago fire is said to have been started 
by an electric toaster. Generally it takes a fire 
to start a toaster. 


bile owners seem to have done the same. 


the interchange of ideas and amenities. Here 
is a “class consciousness” that can not help but 
help employers and employees alike. The fore- 
man is the liaison officer between the man at the 
bench and the man in the office. If the foreman 
in your plant does not belong to such an or- 
ganization, encourage him to join one, or, if 
there isn’t one in your community, help him to 
start one. The Chamber of Commerce is fre- 
quently the factor which brings these men to- 
gether. In Muskegon it happens to be the 
Y. M. C. A., and it was there that 200 foremen 
congregated tonight. 


It Never Built the West 


The pioneers, they had their years 
Of little profit, too, 

And yet no Government appears 
To ever helped them through. 

They ran to no one with their fears, 
As their descendents do. 


They never went to Washington 
For subsidies or rates; 

They ground the ax and cleaned the gun 
And set their traps and baits, 

And builded slowly, one by one, 
The great United States. 


It never built the West. 





Buyers whom we are now 
serving find our stock highly 
satisfactory. It comes from 
famous soft-textured West 
Virginia timber—the Cream 
of the Appalachians. The 
same timber that ‘has made 
Meadow River Hardwood 
Flooring and Hardwood Trim 
the favorite brand of scores of 
retail lumber dealers. 


Let us have your inquiries 
on dimension stock, flooring 
or trim. 


The Meadow River 
Lumber Co. 
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We Are Interested 
in Getting 
Your Order 


On articles it rarely pays many yards 
to stock and for which there is a per- 
sistent consumer demand to wit: 


Long and wide Fir joist and 
timber. 


Clear Fir turning squares—finish 


and PLYWOOD. 


California Redwood ‘finish as 
wide as 30”; also squares and 
rustic. 


Knotty Pine. 


Hardwood flooring in Oak and 
Maple. 


Red Cedar Lining. 
WE ARE READY TO SERVE YOU 


dulius © 


Senele 


LUMBER CoO. 
St. Louis, 























































FERS ann DIME ml 
LUMBER OR CRATING 
Quotatio 


I WeLLow Pinel 
| ' Our Specialties 
Also Anything You Need in 
Air Dried-kKi/ln Dried-Roug hk 
Dressed ¢ or Dressed ond Resewrn 
P.M. BARGER ‘LUMBER Co, Inc. 
Mooresvitte ,N.C. 




















“WARSAW-1E BTR 
LONG -LEAF PINE” 


eA -. S26 S48 


THOROUGHLY AIR DRIED—STRAICHT 


WARSAW LUMBER CO. 


WARSAW, GEORGIA 








IMPORTERS 








EUROPEAN HARDWOODS 


ENGLISH BROWN OAK 
FRENCH WALNUT 


SLAVONIAN OAK 


ROBERT R. SIZER & CO. 


654 MADISON AVENUE, New YORK, N. Y. 











BOOKS—BOOKS—BCOKS—Here’s theplace 


to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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What the Associations Are 
Planning and Doing 


July 24-25—Virginia Lumber & 
Dealers’ Association, 
View, Va. 


Building 
Nansemond Hotel, 
Vacation convention, 

24—National 

Hotel Peabody, 

meeting. 

Aug. 21—Northern Wholesale 
Association, Chamber of Commerce Club 
Rooms, Sheboygan, Wis. Summer meeting. 

Sept. 1—Roofer Manufacturers’ Club, 
Ga, 

Sept. 17-18—National 
tion, Hotel Sherman, Chicago. Annual, 

Sept. 19—Louisiana Retail Lumber & Building Ma- 
terial Dealers’ Association, Lafayette, La. 
Quarterly meeting. 


Supply 
Ocean 


July Lumber Exporters’ 


Memphis, Tenn. 


Association, 
Mid-summer 


Hardwood Lumber 


Columbus, 


Hardwood Lumber Associa- 








Midsummer Meeting of National 
Exporters 


MeMPHIs, TENN., July 13.—Plans are being 
completed for the midsummer meeting of the 
National Lumber Exporters’ Association, which 
is to be held at the Hotel Peabody here on 
Friday, July 24, instead of July 25, as first 
announced. Joe Thompson, president, announces 
that the meeting will be strictly business, and 
will be given over to a discussion of several 
important subjects. G. A. Farber, vice presi- 
dent of Turner-Farber-Love Co., and a vice 
president of the association, has arrived in the 
States and will attend this meeting and make a 
report of conditions abroad. 

A good part of the time at the meeting will 
be spent in discussing the possibility of stabiliza- 
tion of the hardwood ocean rates. A committee 
of the Gulf, South Atlantic, and North Atlantic 
steamship conferences will be present to confer 
with the exporters in reference to rates. It is 
hoped that the meeting will result in an agree- 
ment which will permit of quoting of ocean 
rates for a period of at least six or twelve 
months and thus stabilize conditions abroad. 


Plans for Virginia Summer 
Convention 


RicHMOND, VA., July 13.—Plans for the ya- 
cation convention of the Virginia Lumber & 
Building Supply Dealers’ Association to be held 
July 24 and 25 at the Hotel Nansemond, Ocean 
View, Va., have been shaped up and the most 


important feature on July 24 will be a “com- 
pendium of industry conditions” by committee 
chairmen. The subjects these chairmen will 
report on cover trade relations, cement, lime, 
plaster, clay products, metal products, insula- 
tion, roofing products, specialties, and forest 
products. The sales tax will be discussed by 
W. W. Coffey, of Lynchburg, and W. A, 


3arksdale will talk on “ 
the National.” 

The Saturday session will be in the nature of 
an open forum with a discussion on ethics, 
which is open to all delegates. A banquet, 
followed by dancing, will be held lriday even- 


Taking Our Place in 





ing. - 
McLean County to Hold Annual 
Tourney 
BLooMINGTON, ILL., July 13—The fifth an- 


nual golf tournament of the McLean County 
Lumbermen’s Club, for lumber, coal and build- 
ing supply dealers and salesmen, will be held 
at the Maplewood Country Club in Bloomington 
on Wednesday, July 22. The entrance fee of 
$5 covers green fees, luncheon, chicken dinner 
and prizes. The tournament will be in charge 
of Ray Hughes, the club’s professional. E. P. 
Krum is chairman of the committee on arrange- 
ments. 


Roofer Club Protests Increase 


CoLuMBus, Ga., July 13.—An earnest appeal 
to the Interstate Commerce Commission, at 
Washington, D. C., that the petition of the 
railroads of the Southeast for permission to in- 
crease freight rates 15 percent on commodities 
from this section be disallowed, is contained in 
a resolution that was unanimously adopted at 
the regular meeting of the Roofer Manufac- 
turers’ Club held here last Wednesday. 

The resolution was offered by H. Dixon 
Smith, of Columbus, named at the last meeting 
of the club here six weeks ago, to inquire into 
the question of steps that should be taken to 
defeat the petition of the railroads, on the 
grounds that the increase in rates at this time, 
in view of conditions of the industry, would be 
ruinous. He was authorized at that time, if 
he deemed wise and best, to negotiate for the 
employment by the club of a rate expert. His 
report showed that he had taken such steps 
and he submitted a considerable file of corre- 
spondence on the subject. 

The adoption of the resolution followed a gen- 
eral discussion of conditions prevailing in the 
industry and the proposed increase in freight 
rates as against efforts of the lumbermen for 
more than a year to bring about a reduction of 
prevailing rates on shipments from the South- 
east. 

The secretary was instructed to forward a 
copy of the resolution immediately to the Inter- 
state Commerce Commission. 

Mr. Smith was thanked for his efforts in the 
matter and his services were continued. On 
motion, Charley King, of Cuthbert, and Gerald 
Saunders, of Ellaville, were added to Mr. 
Smith’s committee and were authorized to use 


their best judgment as to a course of proced- 
ure that may be necessary between now and the 
time of the next meeting, which was scheduled 
for Tuesday, Sept. 1. In the opinion of those 
speaking on the question, if the increase is 
granted it would be in the nature of the last 
straw required to break the camel’s back in the 
roofer manufacturing industry. 

Otherwise, expressions of those attending the 
meeting were optimistic with regard to the out- 
look for the industry by the early part of next 
year, figures submitted by President H. R. Gar- 
rett, of the club, showing that in contrast to 
a year ago orders are now exceeding produc- 
tion at southern pine mills generally by around 
25,000,000 to 30,000,000 feet a month. Belief 
was expressed that the industry is now “drag- 
ging the bottom” in the matter of prices. It 
was shown that a number of mills in this sec- 
tion have dropped out of the production busi- 
ness and that others, most of them, are running 
just enough, as a rule, to meet actual require- 
ments and maintain employment for the princi- 
pal members of their forces. 

It was shown that but few sales have been 
made during the last six weeks below $10 and 
$11 for roofers and it was the expressed senti- 
ment that it is better to shut down entirely than 
to sell for less, as it would simply be a ques- 
tion of facing bankruptcy. 

At the conclusion of the business session, 
members of the club were guests of the Colum- 
bus Rotary Club at the regular weekly luncheon 
of the latter at the Cricket tea room, members 
of the club having accepted this invitation at 
their last meeting here, extended by Rotarian 
H. Dixon Smith, president of the local club. 
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Specially Built Covers Protect 
Lumber in Yard 


SpoKANE, WASH., July 11.—One of the prob- 
lems faced by sawmill superintendents is that 
of the proper protection of lumber in process of 
moving from the dry kilns or the yard to the 
planing mill, this problem being especially acute 
in extremely hot weather or in rainy weather 
in order to prevent the lumber being damaged 
before going through the planers. 

G. H. Hanson, yard superintendent of Pot- 
latch Forest Products (Inc.), at Elk River, 
Idaho, has solved this problem very satisfac- 
torily by the use of load covers built of lumber. 
He has kindly supplied to a representative of 
the AMERICAN LUMBERMAN some drawings 
showing the construction of these covers and 
how they are used on the loads. 

These covers are made from common cedar 
hoards suitable to keep water from seeping 
through to the lumber underneath. The boards 
may be 8, 10 or 12 inches wide and put to- 
gether to make a cover about 54 inches wide, 
as shown in the accompanying sketch. 

The boards are nailed at one end to a 2x4 
standing on edge; at the other end 1x4s are 
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used, while in the middle strips 1x14 or 2 inches 
wide are used to cover the cracks between the 
boards. These strips may be made up from 
edgings of mixed wood. The cedar boards used 
for these covers are run S4S and grooved 
about 1 inch from the edge like grooved roofing. 
Discussing the use of these covers at the Elk 
River plant, Mr. Hanson said: 


We find these covers very helpful in keeping 
the lumber dry. We have the covers piled up 
in various places around the yard, planer and 
sheds and when a string of loads comes out 
from either shed or planer to be left outside 
where they may be exposed to the weather, 
they are covered up with these load covers. 

We employ two men as pick-up men in the 
yard. These men also take care of covering 
the loads. When the loads are being covered, 
these men watch to see that the loads are 
properly spaced. These loads have to be about 
2 feet apart to prevent the water from run- 





Turn to the Classified 
Section for Opportunities 
to Save 
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ning from the cover of one load onto the cover 
of the load next to it. When an 18- or 20-foot 
load has to ke covered, four of these load 
covers are used instead of three, and the 
middle cover is elevated by using a 4x6. 7 


Mr. Hanson finds these load covers economi- 
cal and they serve their purpose admirably. 





A Study of British Unemploy- 
ment Insurance 


“Unemployment Insurance in Great Britain” 
is the title of a 560-page volume by Mary Bar- 
nett Gilson, just published by Industrial Rela- 
tions Counsellors (Inc.), 165 Broadway, New 
York City. “In its research studies, this or- 
ganization seeks to accumulate and analyze ex- 
perience in certain of the more significant phases 
of industrial relations and to present the find- 
ings in an unbiased way.” This volume is the 
second in a series on unemployment insurance 
published by the organization, and it was pre- 
pared in view of the increased interest in the 
subject in the United States since the depres- 
sion of 1914-1915. 

This study presents a history of Great Brit- 
ain’s unemployment insurance system, together 
with some account of the attendant measures 
and circumstances. It is designed to be helpful 
to interested readers in the United States and 
should lead to a better understanding in this 
country of the British experiment. It consti- 
tutes a comprehensive treatment of the subject 
and includes numerous charts and tables as well 
as a summary of unemployment insurance legis- 
lation from 1920 to 1930. 

Great Britain “has courageously experimented 
in this field to her own advantage and to the 
profit of other nations,” the author concludes, 
and “in whatever way” that country “may reor- 
ganize her attack on unemployment, her expe- 
rience with unemployment insurance suggests a 
number of considerations which may well be 
taken into account in the present discussion of 
unemployment insurance in the United States.” 


Paper Barrel Makes Advent 


Hotyoke, Mass., July 13.—And now the 
paper barrel. B. F. Perkins & Sons (Inc.), 
machinery manufacturers of Holyoke, announce 
that following months of study and research with 
E. P. Everett, a New York inventor, an all- 
paper barrel has been perfected which they be- 
lieve should bring to the paper board industry 
greatly increased business for their chip and 
news board divisions, and secure a substantial 
share of the present business in wooden barrels 
of 1,000,000 annually, in which are consumed 
approximately 9,000,000 staves. The Perkins 
and Everett engineers who have developed the 
new paper barrel state that the machine they 
have perfected uses approximately 25 tons of 
paper every twenty-four hours in making the 
staves and the heading machine consumes about 
5 tons every ten hours. The product of these 
new machines will compete for a share of the 
slack cooperage trade, but no present effort will 
be made to attempt the feat of displacing solid 
wood in tight cooperage. 

The new automatic machine takes the paper 
from rolls and produces finished staves in one 
continuous operation. The outside of the staves 
can be in colors or imprinted with trade names 
to give individuality to shippers. It is claimed 
that the new container has all the advantages of 
the wooden packages and in addition does not 
affect the contents, that it is lighter and stronger 
and costs considerably less. William R. Averill, 
in charge of developing a market for the new 
paper barrel, states that he has encouraging in- 
quiries from more than 1,500 concerns in twenty- 
seven States and many others from foreign 
countries. Plans are now being completed to 
establish converting and sales branches in all of 
the large centers, including Philadelphia, Chi- 
cago, Pittsburgh, Buffalo, Detroit and points in 
the central and far West to cover the entire 
country. 
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ellow Pine 


The Aristocrat of Structural Woods 


Here’s the ma- 
terial that builds 
trade for dealers 
and durable build- 
ings for their cus- 
tomers. 


Wier Long Leaf 


Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 


TTA TT ACTA 























INDUSTRIAL 
LUMBER COMPANY, Inc. 


ELIZABETH, LA. 
Manufacturers of 


CALCASIEU 
LONG LEAF YELLOW PINE 
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GOLDSBORO 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 
Let us prove it on your next order. 


JOHNSON & WIMSATT 


WASHINGTON, D. C. 














Manufacturers 


Short Leaf Pine and Hardwoods 
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“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 


recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 


guarantee of quality. 
Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago 


No. 3 





SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; Hints toLum- 
ber Dealers; Wood 
Measure; Speed of 
Circular Saws; Care of 
Saws; Cord W 
Tables; Felling Trees; 
Growthof Trees; Land 
Measure; ages, 
Rent, Board, Interest, 
Stave and Heading 
Bolts, etc. 


Standard Book throughout the United States 
and Canada. 


aD For. 5O Cents 
S. E. FISHER, P.0. Box 197 


ROCHESTER, N. Y. 
= —__———_—_—_—_—_—_—_——~———~} 


A New Book 


~~ s eer 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction. 








Every effort has been exerted to make 
this little book measure up to YOUR 
IDPAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada. 


While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “‘Building-Costs” 
expert in your community. Bound in 
semt-flexible red leather. 128 pages, 
2%”"x5%”, vest pocket size. 


$3.00 Postpaid 
AMERICAN LUMBERMAN o 
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Hardwood Situation Spotty 


Reluctant to Book Ahead 


CINCINNATI, Onto, July 15.—A slight im- 
provement in demand is reported by manufac- 
turers of southern hardwoods, the best demand 
being for larger sizes. Few changes have been 
reported in list prices, but quotations show no 
stability, each sale being a matter for negotia- 
tions and scarcely two sales being made at any 
one price. For this reason, lumber buyers and 
sellers are placing no dependence on current 
lists, and only buy according to their needs re- 
gardless of quotations. Supplies of the hard- 
woods are becoming less plentiful, and hence 
a slight stiffening in prices is noted. The mar- 
ket for oak lumber is practically dead, the few 
sales noted last week being at mostly below 
current lists. Sellers show a reluctance to 
make long-time contracts even with the Gen- 
eral Motors Co., which is desiring to place a 
large order for future delivery, and in some 
cases large orders for future delivery have been 
refused. Appalachian hardwoods are in some 
demand, especially for export. Some export 
demand was noted for southern pine, as shown 
by exchange bills passing through the banks 
for collection. These bills are mostly drawn on 
London, Glasgow and Liverpool. The situa- 
tion in Germany, Austria and Italy is such 
that there is no inquiry from these markets for 
American lumber. Lists are held of little con- 
sequence in southern pine, for either domestic 
or export sale. 

Scarcely anything is reported doing in cy- 
press. Inquiry has been developing for export, 
and some of this has gone direct to producers. 
Prices are more unstable than in other lines of 
southern lumber. 

George Bean, general manager lumber depart- 
ment Babcock Lumber Co., Pittsburgh, Pa., 
was in Cincinnati last week, and stated that a 
well developed movement is on in West Vir- 
ginia, parts of Kentucky and in Tennessee to 
curtail production of lumber of every character 
from July 15 to Oct. 15, a suspension of ac- 
tivity of 90 days. Delivery on contracts would 
have to be provided, however. 

Charles Morris, of the M. B. Farrin Lumber 
Co., is enjoying his vacation motoring in the 
Allegheny Mountains. 


Heavy Curtailment Foreseen 


MEMPHIS, TENN., July 13.—Production of 
hardwood continues to decrease each week, 
though there was a slowing up of buying last 
week, sales still exceed production. Prices re- 
main exceptionally low. The best demand is 
from automobile and hardwood flooring plants. 
These two groups are placing orders each week. 
There is some demand from manufacturers of 
interior trim and sash and doors, while some 
low grades are being purchased by box and 
crate plants. There is also some demand com- 
ing from overseas, but the advance in freight 
rates effective on July 1 has slowed down the 
movement. A good demand is not expected 
now until September or October. Furniture 
manufacturers are buying occasionally, but 
their demand is exceptionally light for this sea- 
son. 

There has been considerable rain during the 
last few weeks throughout the southern pro- 
ducing territory, but this is having but little 
effect on production, as practically all mills 
have definitely decided to close down for ninety 
days or more. That production will gradually 
drop is indicated by the survey now being con- 
ducted by the Hardwood Manufacturers’ Insti- 
tute, in line with suggestions adopted by hard- 
wood operators at the Memphis meeting held on 
June 26, at which time the report of the Hard- 
wood Commission was heard. The survey, com- 
pleted for about 450 units, would indicate that 
during July, August, and September production 


will not exceed 20 percent of normal. These 
same mills said that their program for Octo- 
ber, November and December would depend 
entirely upon market conditions. Many said 
they did not intend to run again before the first 
of next year. 

While returning from the funeral of Mrs, 
James V. Rush, wife of the founder of the 
Rush Lumber Co., Memphis, which services 
were held in Evansville, Ind., last week, Paul 
Rush, G. W. Ashby, and J. T. Pilkington, all 
of Memphis, were injured in an automobile 
accident near Lawrenceville, Ky. Mrs. Paul 
Rush and Mrs. G. W. Ashby, who were also 
in the car when the accident occurred, were not 
greatly injured. Paul Rush came out with only 
minor injuries, but G. W. Ashby suffered a 
broken collar bone and fractured skull, while 
Pilkington had a deep gash on his chest. The 
latter two were rushed to a hospital in Nash- 
ville. The car, which was driven by Paul Rush, 
turned over into a ditch when a balloon tire 
blew out, causing the driver to lose control. 


Outlook Somewhat Improved 


Boston, MaAss., July 14.—Some really im- 
portant business for future delivery has been 
done within a few days in hardwoods for the 
automobile industry. These orders have em- 
braced substantial quantities of common oak and 
sap gum. The surplus of plain red oak has of 
late been materially reduced and the market for 
red gum is undoubtedly firmer. Business with 
the furniture makers generally is still quiet; 
but inquiries indicate that they contemplate 
buying. Foreign inquiry was expected to fall 
off after the increase in ocean freight rates be- 
came effective two weeks ago, but it has actu- 
ally improved. Flooring is quiet and quotations 
range as follows: Plain white oak, clear, 
$69@73.50; select, $49@52.50; No. 1 common, 
$32.50@36.50; maple, clear, $62@63.50; birch, 
clear, 58@60. 


Buying Is Scattered 


LouisviILLeE, Ky., July 14.—Hardwood de- 
mand is scattered, and is principally for mixed 
cars. Recent inquiries and orders have been 
for 4/4 plain sap gum, 2-inch common quartered 
sap; 4/ and 5/4 plain red and quartered red 
gum; wormy chestnut, common and better red 
and white oak, flooring grades of oak, and some 
red oak up to 8/4. Poplar is slow, No. 1 com- 
mon inch being the best item. Cottonwood has 
been in some inquiry in common, 4/ to 5/4. 
Magnolia, elm and maple are showing but little, 
elm being especially dull. Beech has been a 
trifle better in No. 2 and better, 6/4 to 8/4. 
Sycamore is quiet. Willow has been in some 
inquiry. Cypress is fair, in shop and other 
grades. It is reported that No. 1 common wal- 
nut is getting much scarcer due to small pro- 
duction, and that No. 2 is in better demand and 
bringing slightly better prices. Top grades of 
walnut are relatively quiet, as many consumers 
are buying low grades and cutting to their own 
requirements, else dimension cutters are buying 
up the low grades. Sales have been chiefly to 
consumers, with planers leading. Jobber in- 
quiry has been better, but develops but few 
sales. Production remains light and is declin- 
ing : 

Prices of inch stock are given as follows, 
f. o. b. Louisville: Poplar, FAS, southern, $70; 
Appalachian, $80; saps and selects, southern, 
$45; Appalachian, $50@52; No. 1 southern, 
$29@33; Appalachian, $42; No. 2-A, southern, 
$25@27; Appalachian, $30@32; No. 2-B, $19@ 
21. Walnut, FAS, $195@205; selects, $135; 
No. 1, $65; No. 2, $30. Sap gum, FAS, $35@ 
37; common, $25@27; quartered, FAS, $48@ 
50; common, $32@34. Red gum, plain, FAS, 


For Current Market Prices on Hardwoods See Pages 57 and 58 
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$72@75; common, $39. Ash, FAS, $65; com- 
mon, $37. Cottonwood, FAS, $34@37; com- 
mon, $26. Southern plain red oak, FAS, $55; 
common, $36; plain, white, southern, FAS, 
$70@75; common, $38; Appalachian plain red 
oak, FAS, $65; common, $42; Appalachian 
plain white oak, FAS, $80; common, $45; 
Appalachian quartered white, FAS, $125; com- 
mon, $65@70; southern quartered white oak, 
FAS, $110; common, $62@65; southern quar- 
tered red oak, FAS, $85; common, $52.50; 
sound wormy oak, $25@26. 

The Mengel Co. resumed operations in its 
Fourth Street body plant last week, but the 
12th Street works remained down. The Fourth 
Street plant is only cutting about 12 to 15 per- 
cent of its normal capacity. The plant had been 
down since late June for inventory. 


News of Buffalo Trade 


BurraLo, N. Y., July 14—The Crane Lum- 
ber Co., of Buffalo, has sold its mill and ma- 
chinery at Donneganna, Ont., to J. J. McFad- 
den (Ltd.). The mill is being dismantled and 
the machinery will be shipped to Spragge, Ont., 
where it will be installed in a mill to be rebuilt 
in place of the one destroyed by fire on May 21. 
The Crane Lumber Co. has sawed out at 
Donneganna and is now operating at Thessalon. 

Michael J. Joyce, who was for thirty-seven 
years connected with the lumber business of 





[Sales-o-gram No. 39] 


SEE HIM FIRST 


if you can, but see him last for sure. In 
these days of slow battle back to normalcy, 
the lumber dealer may well adopt some of 
the aggressive go-getting tactics of the 
specialty salesman. With one ear to the 
ground, figuratively speaking, you hear of a 
new home or a new business structure to 
be erected. Perhaps you get the Dodge re- 
ports and know the name of the architect, 
the contractor, the financial backer. Is there 
any real reason why you should not go after 
that business instead of waiting for it to 
come to you? The life insurance salesmen 
have a motto expressed in the caption of 
this paragraph—but they have no copyright 
on the sentiment expressed. Now and then, 
be the last to see the prospect—just before 
he buys of you! 





Smith, Fassett & Co., North Tonawanda, has 
announced himself a candidate for the Demo- 
cratic nomination for mayor of that city. 

Fred B. Mewhinney, of the Piedmont Wood 
Preserving Co., Augusta, Ga., was a visitor 
here last week. 

H. C. Kelleran, of the Trotter-Kelleran Lum- 
ber Co., is spending a vacation at an Episcopal 
camp near Wilmington, Del. 

R. S. Cummings, of Jackson & Tindle, is 
taking a vacation motor trip to Massachusetts. 
_ The annual East Aurora and Elma golf out- 
ing of the Buffalo lumbermen will be held on 
Aug. 26, under the auspices of the Buffalo 
Lumber Dealers’ Credit Corporation. 





New Forest Management 


Concern 


JACKSONVILLE, FLa., July 13—With S.J. 
Hall president, S. E. Fogelberg vice president 
and W. H. Moore secretary-treasurer, Forest 
Managers (Inc.) has been chartered as a Flor- 
ida corporation and opened for business in the 
Barnett National Bank Building, this city. Mr. 
Hall, a graduate of New York College of For- 
estry at Syracuse, N. Y., formerly was man- 
ager of the Jacksonville office of the James D. 
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Lacey Co. Mr. Fogelberg is a graduate of the 
Royal Forestry Institute of Sweden, and Mr. 
Moore is a graduate of the Pennsylvania State 
College of Forestry. 

Forest Managers (Inc.) will specialize in 
boundary surveys, timber estimates, appraisals, 
and the development and execution of forest 
management plans. 





TRANSPORTATION 











Week's Loadings of Revenue Freight 

A report of the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended July 4, 1931, totaled 667,879 cars as fol- 
lows: Forest products, 24,895 cars (a de- 
crease of 5,726 cars below the preceding 
week); grain, 47,691 cars; livestock, 14,886 
cars; coal, 101,114 cars; coke, 4,576 cars; ore, 
29,919 cars; merchandise, 188,486 cars, and 
miscellaneous, 256,312 cars. The total load- 
ings during the week ended July 4 show a 
decrease of 91,411 cars below the week im- 
mediately preceding. 





Lumber Organizations File Protests 


WASHINGTON, D. C., July 13.—Protests have 
been filed with the Interstate Commerce 
Commission by various lumber organizations 
against the general increase in freight rates 
proposed by the carriers. For example, the 
National Hardwood Lumber Association has 
suggested that the carriers rather than in- 
crease freight rates reduce wages and em- 
ployment to meet the financial situation that 
confronts them. The association’s protest 
points out that railroad workers receive 
higher pay than the average of other indus- 
tries and could well support a reduction in 
proportion to that effected in other indus- 
tries. 

One difficulty confronting the rail carriers 
is that their operating personnel work under 
contract and wage scales can not be mani- 
pulated as in the case of industries where 
contracts covering specified periods are not 
in effect. One justification offered by the 
rail carriers for the proposed general in- 
crease in freight rates is that if the present 
scale of wages is to be maintained, as has 
been strongly urged by administration 
spokesmen in the interest of economic recov- 
ery, revenues must be increased. Many rail- 
road officials have given serious considera- 
tion to wage reductions, but recognize the 
difficulties in the way of such a move on 
account of contractual obligations and pos- 
sible litigation. 

Lumber organizations are by no means 
alone in protesting the proposed increases. 
In fact, that is the general rule among in- 
dustries on account of curtailed activity due 
to the depression. The general feeling is 
that this is no time to be increasing freight 
rates, the tendency of all prices being down- 
ward instead of upward. 

The commission is just now considering a 
proposed examiner’s report recommending 
reduced lumber rates from the West Coast 
to central territory to remove certain in- 
equalities which the examiner found to exist 
in these rates. 

The commission, of course, must sit in 
judgment upon the proposal of the rail car- 
riers, having in mind the need for maintain- 
ing an efficient transportation system. Hear- 
ings will begin this week and some time 
must pass before a decision is reached one 
way or the other. 





WASHINGTON, D. C., July 13.—Division 3 of 
the Interstate Commerce Commission has 
dismissed Docket No. 23225—Egyptian Tie & 
Timber Co. vs. Baltimore & Ohio Railroad 
et al.—finding rates on rough lumber and 
other sawed timber from Mill Shoals, Ill, to 
Gary, Ind., and other Indiana points in the 
Chicago switching district not unreasonable 
or otherwise unlawful. 








You May Want Some Item 
That Is Advertised in the 
Classified Section 
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GRISWOLD-GRIER LUMBER CO. 
Philomath, Oregon 


Carlton Manufacturing Co., Carlton, Ore. 
Pedee Lumber Co. - Pedee, Oregon 


Affiliated Manufacturers in 
DURABLE DOUGLAS FIR 


Everything in Fir 
Sales Offices: 


THE GRISWOLD LUMBER CoO. 
Failing Building, Portland, Oregon 





PORTLAND,OREGON 


Soft Yellow Fir 


Flooring Siding Ceiling 
Finish Mouldings 
Thick Clears 
Factory and Industrial Stock 


FIR PLYWOOD 
SPRUCE, CEDAR 
WESTERN PINE 

HEMLOCK 














Old Growth Yellow 


DOUGLAS FIR 


Specialists 


Wholesale Lumbermen and 
Exclusive Mill Representatives 


FAST SHIPPERS OF 
DEPENDABLE MERCHANDISE 


All Yard or Industrial Items 
Quoted Quickly 
If you are having difficulty in 
securing quality stock on 


fe ron day market prices do not 
ail to communicate with us. 


Hockett Lumber Co 
Spalding Building * 
PORTLAND OREGON 








Have You a 
Lumbermen Problem to Solve? 


in logging, log transportation or harvesting tan bark 
and turpentine economically? ‘*Logging’’ will tell 
you how. An_ invaluable 
reference book for logging 

superintendents, timber LOGGING 
owners, etc. By Ralph C. Bryant 


Cloth, Postpaid $4.50. 


American Lumberman *7},5: Deo 


St., Chicago 
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Sugar Pine 
California Soft Pine 
Arizona Soft Pine 

White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 




















Feather River Lumber Co. | 


Delleker, Plumas Co., Calif. 


Manufacturers of 


Feather River Canyon 
Soft California 
White Pine 
White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 




















Hotel Whitcomb 


AT CIVIC CENTER 


San Francisco 


“500 rooms of solid comfort” 




















HOTEL WHITCOMB 
Woods-Drury Co., Operators 


Also operating the new William 
Taylor Hotel in San Francisco 


JAMES WOODS, 


President 


ERNEST DRURY, 
Manager 
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News Notes from Anj\et 


Spokane, Wash. 


July 11.—No changes in western pine prices 
have been reported during the week, nor any 


increase in orders, by many of the larger 
lumber companies. 
Instead of moving the Spokane headquar- 


ters of the Weyerhaeuser Sales Corporation to 
St. Paul on Aug. 1, as had been previously 
planned, they will be moved Sept. 1, according 
to present plans. 

Spokane manufacturers entertained at din- 
ner Tuesday night twenty-five retailers from 
Nebraska who are making a trip through the 
West to learn first hand about lumber trade 
conditions in the Pacific Northwest. 

Several pine manufacturers from Spokane 
will attend the meeting to be held at Klamath 
Falls next Wednesday. 

The first serious forest fire to start in north- 


ern Idaho since the recent rains broke out 
July 7 near Humbird’s Camp No. 2, on Little 
Lightning Creek, near Sandpoint and raced 


over 100 acres of slashings. 

Stumpage work which has brought the gov- 
ernment nearly $1,000,000 is nearing an end 
in the Coeur d’ Alene forest in northern Idaho. 
The Ohio Match Co., cutting national forest 
White pine lands, will have taken out 70,000,- 
000 feet in August, when its present “chance” 
is completed, 


Tacoma, Wash. 


July 11.—The Tacoma Lumbermen’s club 
spent most of yesterday’s session discussing 


the objections to be made to the city council 
against the specifications for wood pipe for 
the city’s new water line. The bids on the 
material are to be opened next Monday, and 
the club will have a large delegation present 
to protest against the form of the specifica- 
tions, which have handicapped wood in com- 
petition with other materials. The club also 
decided not to install a lumber exhibit at the 
annual Western Washington Fair at Puyallup, 
but adopted resolutions urging the West Coast 
Lumbermen’s Association to arrange for such 
exhibits at all Washington and Oregon fairs 
when the association’s finances permit. George 
Williams, the new manager of the Pacific Mu- 
tual Door Co., was introduced to the member- 
ship. 

Six areas in the Rainier national forest cov- 
ering 312,000 acres have been closed to travel 
until the end of the season on account of fire 
hazard. The action was taken by the Federal 
Forest Service, due to the extremely dry 
weather which has prevailed for the last ten 
days. 

The East Side Lumber Co. and the Ship Mill 
Lumber Mill Co. shut down this week for an 
indefinite period. The plants of the Western 
Fir Lumber Co., the North End Lumber Co., 
and Ernest Dolge (Inc.) are already closed. 
In addition the Puget Sound Lumber Co. and 
the Tidewater Mill Co., both destroyed by fire 
last year, have not been rebuilt, and the de- 
struction of the Mountain Lumber Co. by fire 
last night brings the list of the idle plants 
here up to eight. 

Efforts to arrange a compromise settlement 
of the log rate case have apparently failed, 
and the western Washington log shippers are 
preparing to carry the fight to the State su- 
preme court. A petition for a writ of review 
against the Public Service Commission's re- 
cent order advancing log rates, has been filed 
with the supreme court, attacking the new 
rates as unreasonable and excessive. A peti- 
tion has also been filed with the Federal court 
in Tacoma asking for an order to restrain the 
carriers from putting the new rates into effect. 

A model of the new type of bridge construc- 
tion designed by John A. Pauw, of the West 
Coast Lumbermen’s Association, attracted 
considerable interest at the annual convention 
of the American Society of Civil Engineers, 


which was held here this week. The model 
was exhibited by the Weyerhaeuser Timber 
Co., which is building a bridge after the de- 
sign, near Longview. 

A float designed and constructed by George 
Duncan, Tacoma lumberman and _ formerly 
president of the Wood Products Co., took 


first prize in the annual parade held by the 
‘Siks national convention at Seattle yesterday. 


Mr. Duncan’s conception was a giant Indian 
war canoe manned by sixteen Tacoma girls, 
The award of the prize to the Tacoma lodge 
was acclaimed by the huge crowds which wit- 
nessed the parade through Seattle’s business 
district. 

The Everett Pulp & Paper Co. has purchased 
the plant and assets of the Cascade Paper Co,, 
which went into the hands of a receiver a year 
and a half ago and has been shut down ever 
since. The sale was confirmed by the su- 
perior court here, and the price paid for the 
property was $133,000. The Everett company 
plans to resume manufacturing at the Tacoma 
plant as soon as business conditions warrant, 


Aberdeen-Hoquiam, Wash. 


July 11.—Robert M. Ingram, sales manager 
E. C. Miller Cedar Lumber Co., Aberdeen, an- 
nounces the participation of the E. C. Miller 
Cedar Lumber Co. in the newly incorporated 
Western Red Cedar Exploitation Co., which 
has been formed by the leading cedar manu- 
facturers of the Northwest to bring about 
more unified selling. The new company will 
carry on the advertising and sales promotion 
work of a group of ten mills. 

A. E. McIntosh, of Hoquiam, has been made 
secretary of the Spruce Veneer Package Cor- 
poration, a newly formed organization for the 
marketing of the output of the Grays Harbor 
Veneer Co., of Hoquiam, and the Columbia 
Box & Veneer Co. and Washington Box Co., of 
Puyallup. Mr. McIntosh -recently returned to 
Hoquiam from Florida, where he represented 
the Grays Harbor Veneer Co. 

T. W. Tebb, of the Pacific Lumber Agency, 
stated that all the spruce in the Lockheed 
monoplane Winnie Mae, which carried Wiley 
Post and Harold Gatty around the world, was 
cut to order by the Oriental Lumber Co. at 
Copalis Crossing, a mill owned by A. L. Dav- 
enport and T. W. Tebb, which specializes on 
airplane spruce. 


Seattle, Wash. 


July 11.—The fir industry is still wallowing 
in the depths of depression. While there has 
been some upturn in the demand for and price 
of uppers for the Atlantic coast, and some 
increase in car material purchases during the 
last few weeks, the general trend of sales vol- 
ume and prices has been downward. The 
price trend for June was especially disap- 
pointing. Prices on a representative list of 
key items all showed declines. Among. these 
items in the common grades the decrease in 
price ranged from about 35 cents to $1.25, or 
an average somewhere very nearly $1 a thou- 


sand. On the upper grades the decrease in 
price was anywhere from 20 cents to $2 a 
thousand. These prices very probably reflect 


the condition of the West Coast Lumbermen’s 
Association barometer, which shows that all 
during the earlier months of the year orders 
were greater than production, while since the 


latter part of May, production has _ been 
slightly greater than orders and shipments. 
Production has exceeded orders despite thie 
fact it has been kept to almost an unprece- 


dentedly low level over this long period. Op- 
erators plan at the present to reduce still fur- 
ther their production. Many plants are clos- 
ing down indefinitely, as are many of the log- 
ging camps. 

The Puget Sound log 
chaotic condition. ‘The surplus of logs in the 
water is not unusually large, but mill con- 
sumption is unusually low. List prices on 
logs mean nothing. Many loggers expect to 
remain closed down for at least the next 
sixty days. One prominent Up-Sound logger 
last week set his price at $8, $12 and $16 for 
fir logs. Some of the other larger loggers 
have refused to meet this price, at least for 
the present, and probably they do not expect 
to operate until late summer or early fall. 

Among new Washington incorporations last 
week is that of the Western Red Cedar Ex- 
ploitation Co., of Seattle, capital $50,000. This 
new company is incorporated by Leo S. Black, 
of the Seattle Cedar Lumber Manufacturing 
Co., Seattle; R. M. Ingram, of E. C. Miller 
Cedar Lumber Co., Aberdeen, Wash., and W. 
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A Real Sales Help For Lumbermen 
Try It For 6@ Days FREE—No Obligation 


Hundreds of new buyers 
are listed in each new edi- 
tion of the Red Book and 
many others are announced 
by us TWICE a week as 
they start in 
business. Red 
Book credit rat- 
ings and reports 
are recognized by 
lumbermen as the 
most reliable. 
Ask for Pamph- 
let No. 49-S and 
rates, also the 
details of the 60 
day FREE Trial 
offer. 

Our Collection 
Department has 
had many years 
of experience collecting lum- 
bermen’s accounts and will 
be glad to assist you, 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, 111. 
Fast Headquarters, 35 S. William St., New York City 






























| Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your. credit 
months is determined 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 


OF NEW YORK 
511 Locust St. 220Se.StateSt. 537 Mer. Exch. Bidg, 


loss for twelve 
in advance and 














St. Louis, Me. Chicago, Ill. San Francisco, Cal. 




















GILBERT NELSON & CO. 


Public Accountants 
1! SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 











Established1847 


Foreign Forwar- 
ders, Customs 
Brokers. We 


Richard Shipping Corp. 


44 Beaver Street. NEW YORK 


Ocean Freight Brokers imde2icises 
tend to collection 
and Contractors of invoices. 


Special department handling export lumber shipments 
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VON PLATEN-FOX COMPANY 
Iron Mountain, Michigan 1 
Manufacturers of 
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LUMBERMEN! 


Write now for our catalog telling 
about our books that'll 


HELP YOU MAKE MONEY 
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Newsy Notes of Persons and Places 








E. W. Ellis, of the Wisconsin-Michigan 
Lumber Co., Eagle River, Wis., was in Chicago 
Wednesday, and was a visitor at local lumber 
offices. 


William Druhe, of the Steele & Hibbard 
Lumber Co., St. Louis, Mo., was in Chicago 
late last week, and called at the offices of local 
lumbermen. 


A. J. Barker, of the George Hoene Lumber 
Co., Chicago, was in Beloit, Wis., and nearby 
towns to call on customers, the first three days 
of this week. 


C. E. Klumb, of Brookhaven, Miss., sales 
manager of the J. J. Newman Lumber Co., was 
in Chicago Tuesday and Wednesday to call on 
the local trade. 


Charles Brand, president of the North Branch 
Flooring Co., left Chicago Wednesday for a 
vacation at Tupper Lake, N. Y. He expects to 
return about Aug. 1. 


Charles M. Guenther, of Rhinelander, Wis., 
president of the Oneida Cedar & Lumber Co., 
was in Chicago on Friday of last week, and 
visited lumbermen here. 


William Eckman, of the Coulter Lumber Co., 
hardwood wholesaler of Grand Rapids, Mich., 
arrived in Chicago Tuesday to spend a few days 
calling on the local lumber trade. 


J. H. Curtin, of Stephenson, Miss., sales 
manager of the Foster Creek Lumber Co., was 
in Chicago Wednesday to call at the offices of 
Baxter & Montgomery (Inc.), his firm's local 
sales representatives. 


Walter M. Ross, of Ottawa, Ont., for several 
years general sales manager of J. R. Booth 
(Ltd.), has become secretary of the firm, with 
which he has been connected for thirty-three 
years, many of them in an executive capacity. 
Mr. Ross is also chairman of the White Pine 
Bureau. 


In reporting that L. H. Savey was spending 
a vacation in Wisconsin in this column last 
week, it was erroneously reported that he was 
with the William C. Schreiber Lumber Co. 
Mr. Savey is of course lumber buyer for the 
Harris Bros. Co., and is in no way connected 
with the Schreiber concern. Sorry. 


Robert K. Eaton, head of the Robert K. 
Eaton Lumber Co., Chicago, returned to the 
city in the “wee sma’ hours” Wednesday morn- 
ing from a hurried automobile trip to Oshkosh, 
Neenah and other nearby Wisconsin towns. He 
reported that sash and door factories in that 
region have increased their production about 
10 percent, mainly for eastern business. 


Rk. C. Clark, Chicago sales representative of 
the Tremont Lumber Co., was in several cities 
in northern Illinois Monday and Tuesday, call- 
ing on customers, and Monday night attended a 
district meeting of the Illinois Lumber & Ma- 
terial Dealers’ Association, at Elgin. The two 
dozen retailers were a peppy lot, Mr. Clark 
said, and added that Arthur Todd, of White 
& Todd, Aurora, presided. J. F. Bryan, of 


Chicago, managing director of the State as- 
sociation, was present, as was also P. R. Die- 
derich, service director. 


R. G. Maislein, of Sheboygan, Wis., president 
of the Maislein-Dawson Lumber Co., arrived 
in Chicago Monday to spend three days call- 
ing on the trade here, and Monday noon he sat 
in at the weekly meeting of the Chicago Whole- 
sale Lumber Association. “Bob,” whose great 
girth entitles him, he claims, to be known as 
the biggest lumberman in Wisconsin, as usual 
was in good humor, and told his Chicago friends 


of good times waiting for them when they come 
to Sheboygan Aug. 21 for the summer meeting 
of the Northern Wholesale Hardwood Lumber 
Association. 


For many years Zelnicker’s Bulletin has been 
looked for with real interest by buyers of rails 
and used equipment of all kinds, and “Zelnicker 
in St. Louis at 511 Locust Street” has been 
the source of supplies of this kind for many 
luinber manufacturers and railroad operators 
throughout the country. The latest bulletin, 
No. 435, carries a number of unusual bargains, 
inciuding new and relay rails, Diesel engines, 
steel sheet piling, pipe, pumps, hoists, tracturs 
and wagons, cars, several fully equipped dredges, 
and a twin-propellor Diesel powered, all steel 


tug boat. Zelnicker says: “If your wants 
are not listed, tell us. We have it or can lo- 
cate it.” 


Makes New Sales Connection 


W. L. Godley, who for the last fifteen years 
was manager of the Chicago office of the Pick- 
ering Lumber Co., until the recent closing of 
that office, on Wednesday joined forces with 
Charles L. Baxter, of Baxter & Montgomery 
(Inc.). Harry H. Montgomery, Mr. Baxter’s 
business associate for two and a half years, died 
July 3. Details of the new arrangement will 
be announced later, Mr. Baxter said. 





Resigns from Chicago Company 

James A. Allee, one of the best known com- 
mission lumber salesmen in the Chicago area, 
who for the last five years has been associated 
with the Vanlandingham Lumber Co., resigned 
his connection there at the end of this week in 
order to enjoy a much-needed rest. What he 
will do when he gets ready to tackle business 
again he has not decided. 








Heads Hardwood Department 


E. L. Koester is now in charge of the hard- 
woud department of the Lucas Lumber Co., of 
Ciricago, but H. T. Lucas, head of the com- 
mission company, in making the announcement 
adds that Mr. Koester will extend his efforts 
also in the sale of southern and West Coast 
lumber. Mr. Koester’s thorough experience 
and wide acquaintance in the Chicago trade 
promise much for his opportunities in this new 
connection. 





Drivers Please Note 


Some interesting figures on the chances of 
getting injured in an automobile accident have 
just been worked out by James S. Kemper, 
president of the Lumbermen’s Mutual Casualty 
Co. He illustrates the findings of a special 
committee which worked for fifteen years 
studying over 100,000 auto accidents in this 
way: Suppose you are a summer tourist. The 
day is fine. You are driving carefully, in a 
straight line, at a moderate speed, on a good 
road, in a good car (just suppose you can 
own a good car). Under these favorable con- 
ditions, we'll suppose again and say your 
chances of being killed or injured that day are 
one in a thousand. Change one of the factors 
in this set-up, and up pops the devil, for, says 
Mr. Kemper, “the minute you cut out of the 
line of traffic and weave in and out, our statis- 
tics show your chances of accident are multi- 
plied by fifty. You then have fifty chances in 
a thousand of being involved in an accident. 
You have increased your personal accident haz- 
ard 5,000 percent.” He says that if you drive 
over 40 miles an hour your increased hazard 
percentage rises to 2,500 percent, if you pass 
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another car on a curve it scores 1,000 per- 
cent, and the same for passing another car 
going uphill. Failure to signal brings you 500 
percent nearer accident. Do all these things 
at once and your chances of being the defend- 
ant, the injured or the deceased are one in 
ten. Suppose you are a winter tourist, on‘a 
foggy day, driving—work it out yourself. 








Realtors Study Financing 

PHILADELPHIA, Pa., July 13.—A committee 
representing the National Association of Real 
Estate Boards, in accordance with the action 
of the association at its recent convention, met 
with President Hoover’s committee on mortgage 
structure, at the Union League Club here June 
99, The realtors included: Harry S. Kissell, 
of Springfield, Ohio, president of the associa- 
tion; Walter S. Schmidt, Cincinnati, Ohio; 
Charles G. Edwards, of New York, president 
of the New York Real Estate Securities Ex- 
change (Inc.); and Guy Greene, of Detroit, 
Mich., former president of the Michigan Real 
Estate Association. William H. Kingsley, of 
Philadelphia, is chairman of the Hoover com- 
mittee, which is a sub-committee of the finance 
committee of the President’s conference on 
home building and home ownership. 





Fete Lumbermen from Across Border 


Port ARTHUR, ONT., July 13.—About thirty 
United States lumbermen, on an international 
good will tour under the auspices of the Hoo- 
Hoo Club of Duluth, Minr., were given a 
hearty welcome when their steamer, the Har- 
monic, docked here recently. The members of 
the Port Arthur and Fort William Hoo-Hoo 
Club turned out en masse to greet them, and to 
entertain them at luncheon at a nearby goli 
club, where most of the lumbermen took ad- 
vantage of the opportunity to play a round or 
two, also. Among the visitors were H. H. 
Westerman, of Montgomery, Minn., and Ormie 
C. Lance, of Minneapolis, Minn., president and 
secretary, respectively, of the Northwestern 
Lumbermen’s Association. Norman 5S. Bailey 
is president of the Duluth Hoo-Hoo Club. 


Mill Nemes Sew Site Chief 


LA GRANDE, Ore., July 11.—Fred Ravens- 
croft, for several years sales manager for the 
Mt. Emily Lumber Co., severed his connecticn 
with that organization on July 1. He is suc- 
ceeded by F. R. Lanzer, who has been assistant 
sales manager during the last few years. 

Before going to the Mt. Emily company, 
Mr. Ravenscroft was for a number of years 
sales manager of the Wallowa Lumber Co., at 
Wallowa, Ore., and has been a well known fig- 
ure in the Pondosa pine industry of eastern 
Oregon for many years. 








A Prospective Lumberman Arrives 


Unique and original is the announcement of 
the arrival on July 9, 1931, of a son and heir 
at the home in Portsmouth, Ohio, of Mr. and 
Mrs. H. C. Brownson. This announcement, 
which is illustrated with a drawing showing a 
lumberjack chopping down a tree and a young 
cupid arresting the work, reads as follows. 

“Lumberjack, spare that tree! Save it for 
Hayden C. Brownson, Jr., just arrived at 
Portsmouth, Ohio, July 9, 1931. Both parents 
doing well, thank you. H. C. Jr., heir appar- 
ent, has no preference for blondes but he does 
like the lumber business. Have a tree laid 
by for him to start on a few years hence.” H. 
C. Brownson, the father, is production man- 
ager for the Vulcan Corporation at Ports- 
mouth. In a letter he says: 

Having spent 20 years in lumbering and 
woodworking, I hope the new son follows in 
my footsteps. Every person should do what 
he likes and is best fitted for, and, strange as 
it may seem, I am not sorry that I did not 
Study to be a doctor or lawyer, or learn the 
Steel business. I like woodworking and know 
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of no reason why I shall ever want to change 
my line of work. Naturally I hope my son 
enjoys a college education and when he fin- 
ishes that he chooses the lumbering or allied 
woodworking industry for his life’s work. 





Made Officials of Bank 


Osweco, N. Y., July 13—Two men closely 
related with the lumber and building supply 
business in this city were recently honored 
by the Oswego City Savings Bank of this city. 
They are Prouse M. Neal, of the Neal-O’Brien 
Lumber Co. and treasurer of Oswego County, 
and Frank P. Farrell, until two years ago head 
of the J. B. Farwell Co., when the latter con- 
cern merged with the Neal-O’Brien interests. 
Messrs. Neal and Farrell were elected first and 
second vice president, respectively of the bank. 
Mr. Farrell has served on the board of di- 
rectors for many years, and is now active in 
the affairs of the Neal-O’Brien company. 





New Device Automatically 
Controls Lumber Level 


INDIANAPOLIS, IND., July 13.—What is called 
a constant level controller, a device with both 
mechanical and electrical features for con- 
trolling the action of lumber lifts at the cut-off 
saw or surfacer, has just been patented by the 
National Dry Kiln Co., of this city. 

In ordinary practice a load of lumber is 
brought to table height by a manually operated 
push-button station, and, as the lumber is re- 
moved, the lift is raised by an operator pushing 
the “up” and “stop” buttons, causing delay and 
inconvenience. All this is done away with by 
use of the Na- 
tional device 
(illustrated), 
which automati- 
cally maintains 
the lumber at 
table height. 
Whether the 
lumber is thick 
or thin, the con- 
stant level con- 
troller works 
equally well, 
maintaining 
each course to 
table height. It 
is not necessary 
for the operator 
to stop. his 
work, yet the 
automatic fea- 
ture of the 
leveler does not 
interfere with 
any of the 
Constant control lumber level- “stop” or safety 
ing device patented by the limit switches 

National Dry Kiln Co. in the normal 
operating ar- 
rangement. This is brought about by the fact 
that the constant level controller is wired into 
the secondary control circuit in series and 
parallel. When the arm of the device is raised, 
the connection is broken and control of the lum- 
ber lift is by the regular push button. It is 
connected to the control station by armored, 
flexible cable. 

Sturdy and simple in construction, and inex- 
pensive as well, the device is mounted on a por- 
table stand, heavy enough to be substantial, yet 
it can easily be moved about by one person. By 
its use it is estimated that the production gained 
by a busy operator will pay for it in a short 
time. 





Get It 





Sell It 
Quick 
Through an Ad in the 
Classified Section 


Easy to Sell Because 
Every Home Needs 
Supercedar Closets 
and Every Woman 
Wants Them! 


Supercedar, Brown’s Su- 
percedar, comes to you in 
cartons, protected against 
damage and deterioration. 
Each box is marked with 
width and quantity. The 
quality is guaranteed—90%, 
or more, red _ heartwood, 
100% oil content. 


Any carpenter or handy man 
applies it right over the old 
plastered walls, ceiling, floor 
and inside of door. Costs little, 
saves much. Or, in new work, 
use Supercedar Closet Lining 
instead of lath and plaster. No 
wall paper, no paint or varnish. 
Then it costs virtually nothing. 


Every retailer can sell Su- 
percedar. Small investment. 
Easy sales. Good profit. Makes 
friends. Ask for miniature 
sample box with circular and 
quotations. 


& mempnis 60 
WORLDS LARGEST MANUFACTURER 
OF TENNESSEE AROMATIC RED CEDAR? 
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primed. 
Is Just Whatthe Name Implies ALSO USE AND SELL— 
“‘Parker’s’’ Calking Putty. ‘‘Parker’s’’ Steel Sash Putty. 


“Parker’s’’ End Wood Sealer Keeps Out Moisture. 
Write for Prices and Information. 


IRA PARKER & SONS CO.., Oshkosh, Wis. 
NTH AN MAMI 


WARREN AXE & TOOL CO. 


WARREN, PA. 
GRAND PRIZE 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS (on) capacity as00 Axes @ Tools 
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Every Building 
Order You Sell 


Should be backed 
by this Policy ~ 





SPECIFICATION 
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This Policy Certifies the Hidden Value 
* of Your Property + « 


6 AUT am ren wes ree 








Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 


futvre. Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Each Order 

















AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 














News Letters 


(Continued from Page 51) 


16-foot, is $26@27; 18-foot, $33@34; transit 
car lists still are carrying less than the nor- 
mal number of shipments. Sales are still dif- 
ficult, and returns indicate that mills are re- 
ceiving less than cost of production. Retail 
dealers here reported a sharp easing off in 
demand beginning with the last week in June. 

West coast representatives report that de- 
mand is almost nil, except for mixed cars of 
uppers. Demand for timbers and long joists 
is far below normal for the season. No. 1 fir 
dimension is $11.50@12.50 off Rail B list for 
air dried stock, with distress transit cars as 
low as $14; kiln dried dimension is $9@9.50 
off in straight cars, with $1 added for mixed- 
car loading. Slash grain fir flooring 1x4-inch 
is $29.50 for Rail B loading, $29 for Rail C 
loading, with edge grain fir flooring $38.50@39 
for Rail B loading. All above prices refer to 
straight cars. Mixed loadings are bringing $1 
over these prices. B&better 1x6-inch fir drop 











siding, random length, is $30; straight cars, 
16- to 20-foot, $33.50. Inch fir finish, assorted 
as to widths and lengths, is $49.50; 5/4, 
$55.50. 

Oak flooring representatives report no 
change either in demand or price, except a 


firming up by mills as their stocks of certain 
sizes run low. Hardwood sales in both FAS 
red and white oak have exceeded the limited 
production, and most representatives report a 
firming up of the price of these items. Low 
grade hardwoods continue to drag, with No. 2 
gum selling as low as $19. 

All above prices are delivered St. Louis. 

W. J. Yardley, vice president and general 
manager Sabine Lumber Co., Houston, Tex., 
was here last week on his way east to spend 
two weeks studying business conditions and 
looking over the territory there. 

Simon Henderson, Angelina County Lumber 
Co., Keltys, Tex., stopped off here today en 
route to Toronto, Canada, to attend the Lions 
Club annual convention. 


D. N. Wiley, manager package trim depart- 
ment Frost Lumber Industries (Inc.), was 
called to Los Angeles today by telegram, be- 


cause of the sudden and severe illness of his 
youngest son. 


Laurel, Miss. 


13.—The southern pine mills in this 
section are still curtailing heavily, and are 
holding production under shipments. It is 
reported that one of Laurel’s largest com- 
panies will discontinue operations of its saw- 
mill. Last week a fair amount of orders 
were received by the local mills; these were 
mostly for yard and shed stock items. 

Philip S. Gardiner, secretary Eastman Gar- 


July 


diner & Co., with Mrs. Gardiner and their 
grandson, Jack Gardiner, have left for Los 
Angeles, Calif., where they will spend the 


remainder of the 
Lyon Gardiner. 

Stewart M. Jones and Frank W. Gilchrist 
are in Detroit this week for the annual meet- 
ing of the Gilchrist-Fordney Lumber Co. 

James W. Smith, general sales manager 
Wausau-Southern Lumber Co., with Mrs. 
Smith and their son, James, jr., left this 
week for a vacation trip to Mellen, Wis. 
Mrs. Smith’s brother, Ray Keller, lumberman 
of Peoria, Ill, will join them. James Smith, 
jr., will enter Morgan Park Military Academy, 
Chicago, this fall. 


Norfolk, Va. 


July 13.—One West Coast wood has been 
advanced in price recently by many mills, 
but before this was done prices were slashed 
in order to force a way into the Atlantic 
coast market. Intercoastal freight rates have 
been advanced. Prices of North Carolina 
pine have not changed so far this month, the 
mills being able to maintain them in the 
face of a mediocre demand. Even bargain 
offers will not tempt buyers to go beyond 
immediate needs. 

There has been a little better demand for 
Edge 4/4 B&better, both band and circular 
sawn, and shipments are wanted quickly. 
The price is holding steady, for mills are not 
anxious to sell at today’s price, though they 
have a small surplus. More interest is also 
being taken in mixed cars of B&better 4/4 
stock widths, both band and circular sawn. 
Very little interest is being shown on No, 3 


summer with Mr. and Mrs. 
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or No. 1 common pine. There is a better 


call for 6/4x5-, 6-, 10- and 12-inch B& better, 
but few mills are in position to furnish jt 
for quick shipment. 

There have been very few sales of edge 
1/4 box, either air or kiln dried. Small mills 
are persistently offering lumber, which users 
can buy at their own figures, but they haye 
not shown very much interest lately. There 
has been a little better demand for dresseq 


and resawn stock. 


The price on edge widths 
is weak, 


but stock widths are holding steady, 


because these are none too plentiful. The 
retail yards are buying a little more stock 
box, rough and dressed. The price of stock 
widths is holding up well, though some 
rather low offers have been reported. Very 
few box bark strips are being used, and 
dunnage has also been very quiet. 

Planing mill men have been finding busi- 
ness rather quiet. It is said that prices on 
competitive Pondosa pine have been ad- 
vanced. Kiln dried and air dried roofers 
have been quiet, as has dressed framing, 
Transit cars are being sold very low. Good 


6-inch air dried 


roofers can be bought at 
$9.50 to $10, f. o. 


b. Georgia main line rate, 


Some North Carolina mills have sold air 

dried roofers at $15 delivered Norfolk. 
Birmingh Al 
irmingnam, a. 

July 13.—Yards here continue their hand 
to mouth purchases. Industrial buying is 
closer than for a long while. The lowest 
price gets the orders. Retailers have re- 


duced expense about to the limit, and price 
cuts were reported by a few yards, but most 
of them are trying to hold to present level, 
The cheapness of lumber has caused it to be 
used here to a larger extent for side walls. 





[Sales-o-gram No. 38] 


HAVE YOU 


some plans up your sleeve for summer sell- 
ing? Here are some question marks: Sum- 
mer cottages? Garages? Repairs made by 
men on vacation? Getting tenant houses 
ready for fall rental? New people moving 
to town? Farmers’ needs? Summer sales 
contests? Chautauqua and fair construc- 
tion needs? Young folks home from col- 
lege with new ideas for remodeling the old 
home? Possibility of some house-to-house 
canvassing? Possibility of some telephone 
prospecting? What are the local industrial 
needs? What changes are going to be 
needed in local school houses for fall? 
Think about it, and a lot of summer selling 
questions-—and answers—will come to you. 








Contractors complain about the close figur- 
ing necessary to get it on the few jobs be- 
ing considered. Introduction of new yards 
into the scramble for business adds addi- 
tional argument. Largest stock of lumber 
in the Birmingham district, with one excep- 
tion, is second-hand lumber. Prices for the 
used lumber are within 25 percent of those 
of new lumber. 

For the last six to twelve months, medium- 
size mills have had the support of the whole- 
sale dealers in the marketing of their pro- 
duct, and have held their prices above those 
of the large mills, but within the last 90 
days the medium mills have quoted the low- 
est prices known since 1910. No. 2 and better 
dimension, 2x4-inch and wider, is $8 to $10; 


No. 2 common 1x6-inch is $9 for S2S&CM or 
S4S, air dried stock, and No. 2 1x4-inch air 
dried S4S is $8.50 to $9. Small timbers are 
$13 for 8x8-inch and under. Air _ dried 


B&better sap stained finish can be purchased 
at $22@25, with some mixed 6-inch and 
wider as low as $17. Car decking, especially 
the thick, is offered at $20, delivered Chicago 
rate of 38% cents. Merchantable 2x6-inch, 
8-, 9- and 10-foot, sells at about $1 less. 


No. 1 common stock is hard to sell at any 
price. Finish in B&better, as well as No. 1 
and C, slumped to a new low level. Rough 


stock is selling for more money than dressed. 
Planing mills and door factories are taking 
little stock. Dressing-in-transit plants are 
standing idle. Local sash and door plants 
have turned again to western pines for most 
of their raw material. 
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Higher grades of oak flooring have been 
firm, but lower grades are weak. Select 


red and 


plain white is the best seller. No. 1 
while clear plain moved 


white lost $2 July 1, 
up about the same. 
The Smith Lumber Co., Coopers, Ala., has 
closed its operations, covered over the yard 
stock of rough lumber, and prepared to 
await an upturn of the market. Its stock is 
mostly car decking, price of which is too low. 
Two of the busiest lumber manufacturers 
in the southern part of Alabama are 4G. 
Robbin Swift, senator from Atmore and pres- 
ident of the Swift-Hunter Lumber and 
Earle E. McGowin, vice president of the W. T. 


Co., 


Smith Lumber Co., with headquarters at 
Chapman, Ala., who is a State representa- 
tive. These two are working for reduced 


taxation in Alabama. 


Shreveport, La. 


July 13.—‘Stastistically, we are in splendid 
shape,” said one lumberman in commenting 
on the southern pine situation. Orders, how- 
ever, are coming in very slowly. Production 
is being steadily reduced, principally at the 
larger mills, some of which are running only 
16 hours a week, while a few are operating 
as high as 32 hours a week. Curtailment 
will doubtless bring production closer to cur- 
rent volume of shipments. The mills have 
for the most part reduced their stocks, which 
are now lower than they have been for years, 


and wholesalers are under-stocked to such 
an extent that the slightest pressure of de- 
mand will bring the mills all the business 


they can handle. The mills are standing pat 
on prices for the most part, but although the 
figures are very low, buyers will shop around 
as long as they think they can buy a.car for 
a few cents a thousand less. Shipping con- 


ditions have been very good so far, but 
throughout the mill section there has been 
so little rain for a couple of months that 


some apprehension is felt as to water supply. 


The rivers and bayous are very low. This 
drouth has not yet affected production. 

The hardwood trade has been very slow, 
but prices remain unchanged. 

Warren, Ark. 

July 13.—Arkansas soft pine mills report 
a slight increase in orders booked this week, 
along with an increase in inquiries. Both 


retail dealers and industrial concerns are 
showing more interest in covering their re- 
quirements for late summer and early fall. 
Some dealers frankly admit they are going 
to need a car or two, and want to keep in 
close touch with the market, so as to be 
able to buy when prices appear ready to 
move up. Increased sales of both flat and 
edge grain flooring have been reported, as 


well as of finish, casing, base and moldings. 
Some straight orders for common boards and 
shiplap have been placed, though mixed or- 
ders continue in the majority. Shipments are 
running ahead of production. Some mills are 
taking a few days off to do necessary repair 
work. Mill owners are determined not to 
increase stocks at the present time. 

There is little chance of further price con- 
cessions being made. The opinion in fact 
prevails that the next change will be up- 
ward. Prices of No. 3 common are showing 
more strength than any time during the last 
ninety days. With a good crop in prospect, 
both Nos. 2 and 3 common are most certain 
to advance within the next few weeks. 


Macon, Ga. 


July 


13—Demand for roofers in this terri- 
tory is beginning to pick up slightly as 
Georgia farmers are marketing their fruit 
crops. 3ut outside of this territory there 
isn’t much change in the situation. Some in- 
quiries are coming in, but few orders are 
being booked. It’s been either too hot or too 


wet for the few roofer manufacturers who are 
still running to turn out much stock. 

The trade reports the usual seasonal dull- 
ness in the longleaf market in this section. 
Manufacturers are optimistic, and organiza- 
tions are being held together as much as pos- 
sible in expectation of a revival in business. 
High winds and lightning caused considerable 
damage to longleaf timber in southwest 
Georgia, when the long drouth was broken by 


Severe storms last week-end. 
_ Hardwood business last week was light; 
lighter than that of a month ago. Further 


Curtailment of production is 


reported in the 
Whole Georgia territory. 


AMERICAN LUMBERMAN 
Kansas City, Mo. 


July 14.—Mills are feeling the absence of 
demand more than they have in weeks. In 
spite of the fact that retail yards are re- 
ported to have done a better business in 


June than during the preceding month, they 
have failed to buy with any sort of regu- 


larity. Mills are at a loss to account for 
the lack of demand, unless it is because of 
the firm price policy that most of them are 


adhering to. The great loss that farmers 
are compelled to take in marketing their 
wheat is going to make a big difference in the 
volume of sales at small country yards this 
year. 

Motor car body manufacturers are not buy- 
ing as actively as during the last several 
weeks, but increased production at several 
plants will no doubt soon compel additional 
purchases. Well seasoned hardwoods were 
in fair demand by farm implement manu- 
facturers. There was also a fair demand for 
crating grades. 

An ordinance was introduced in the local 
city council last week seeking to amend the 
building code regarding fireproof apartment 
buildings. The ordinance, sponsored by a 
group of local lumbermen, provides for 1- 
and 2-story apartments to be of non-fireproof 
construction, if the building contain no more 
than four units to the floor. The proposed 
ordinance also would permit non-fireproof 
construction of 3-story apartment buildings, 
if there were not more than four units to 
each floor—provided, however, that there was 
a fireproof slab over the basements and that 


stair walls be fireproof. The city council 
killed a proposed ordinance last’ winter, 
sponsored by the same group, which would 


have permitted non-fireproof construction of 


1-, 2- and 3-story buildings. 
. 
Baltimore, Md. 
July 13.—About the only development of 


note in the market for West Coast stocks 
here is the agreement among some steamship 
lines, which carry shipments from the Pacific 
to the Atlantic coast ports, on an increase 
in the freight rates on lumber. This increase 
is put at $1 a thousand feet, making the 


55 


August rate $10, with 50 cents additional 
for September. The schedule, however, does 
not appear to be uniform, for some space has 
been obtainéd’at $9. Informafion here about 
the result of the conferences between repre- 
sentatives of the various lines, which have 
now continued for several weeks, is still in- 
definite, and it does not appear that a com- 
pact including all of the lines has been con- 
cluded. Meanwhile, the demand for fir and 
other West Coast stocks has shown no im- 
provement, the business being perhaps even 
more quiet than before, according to some 
of the distributors here. 


New York, N. Y. 


July 14.—Last week was a very disappoint- 
ing one in the lumber market. Prices in all 
lines broke sharply. It is alleged that the 
break was caused by commission men, but 
there is no doubt that mill representatives 
played their part in sending prices down, in 
their anxiety to get a share in the first buying 
movement seen in some weeks. Foreign dif- 
ficulties added to the troubles of sellers, can- 
cellations being received from several Euro- 
pean buyers after the closing of the third 
largest bank in Germany. 

The upstate furniture factories are in the 
market for hardwoods, especially the North 
Carolina varieties of gum. A week ago they 
were waiting to see whether prices would go 
down any further. They did, and the furni- 
ture factories bought. 

A conference of intercoastal shipping com- 
panies, which has been meeting for some 
weeks, broke up last week when the steel 
lines withdrew. Those lines handling lumber 
—mostly the so-called “B” lines—acted as a 
unit, however, and there is little hope of 
lower freight rates. In fact, the $10 August 
rate has stuck, and a 50 cent increase for 
September is indicated. Since the proposed 
rail freight increase is considered as im- 
possible, increasing water rates should allow 
the southern pine producers to compete 
closely with Douglas fir on a price basis. 
But even if they can, they will be too late 
of this year’s construction in the metropoli- 
tan area, though they may be able to-.-sell 
more for stock. 











DENISTON “led-hed” 


the Best Nail for Corrugated, Sheet 
Steel, Metal and Prepared Roofing 





Corrugated roofs 





WwW 











and siding are per- 
fectly applied with 


Deniston Roofing 
Nails. 


Every nail 


No matter what type of roofing is used 
Deniston “led-hed” Nails always do a better 
job. The crooked driving of an ordinary 
roofing nail causes a break, and therefore a 


hole is water-tight 
and weather-proof. 








Sheet steel or metal 
roofs will not leak 





when Deniston / 
Roofing Nails are . | longs 
used. H _ 


Deniston Roofing 
Nails are equally 
valuable when ap- 
plying prepared or 
rolled roofing. Will 
not cut roofing and 
seals every nail 
hole. Holds roofing 
tightly in place. 





ROOFING NAILS 
The led-hed Nail that SEALS the hole 





leak around the nail hole. 
usually placed on the roofing rather than 
where it belongs — on the nail. The Deniston 
“‘led-hed” positively seals the nail hole and 
prevents breaks, rust and deterioration. 

All the lead is under the head where it be- 
The lead cannot be knocked off the 
head. When a Deniston “led-hed” is ham- 
mered home it seals the hole, making it water- 
tight and weather-proof. 

Furnished in 1%”, 
214” length, No. 10 gauge. Bright or hot gal- 
vanized ; also made in pure copper. 

Nationally Advertised 


Deniston National Advertising tells your cus- 
tomers of the exclusive Deniston advantages. 
You can profit by selling to the growing de- 
mand for Deniston Roofing Nails. 

FREE SAMPLES — Ask your Jobber or 
write for FREE samples. Gladly sent upon re- 
quest. Please give your jobber’s name. 


THE DENISTON COMPANY 
4848 So.Western Ave. 





The blame is 


134”, 2”, 2%”, and 





CHICAGO, ILLINOIS 
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THIS WEEK’S LUMBER PRICES | 





SOUTHERN PINE 














East and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber Ex. 
change, New Orleans, La., for sales made in the period July 4-7 but, where prices for this period were not available, prices for the month 
to date have been inserted and distinguished by asterisk: 

West East West East West LTast West East West East West East 
Side Side Side Side Side Side Side Side Side Side Side Side 
Flooring, Standard Ceiling, Standard Rough Finish, 10-20’ No. 1 Fencing and No. 1 Shortleaf No. 1 Longleaf 
Le Lengths B&better Boards, 10-20’ Dimension Dimension 
1x3” rift ET — 1x 4” 23.45 26.44] 2x4” ox4” 
B&better | B&better. .*26.75 are eS ere *30.00 ....]1x 6 25.08 25.07/12 & 14’.. 19.15 15.44 12 & 14’.. 17.77 *18,29 
Shortleaf.. 54.50 55.50/No. 1...-. 31.06] 6” ....... 31.75 29.00] 1x 8” 21.13 25.18}16"....... 20.17 16.00);¢° |... 18.75 19.67 
Longleaf.. 59.00 | 56x4”— 4 rr 34.75 29.00 1x10” 28.14 30.81 2x6” 2x6” . 
‘ B&better.. 21.88 19.96 Oe? oes 41.75 34.25 > 39.10 37.81)12 & 14’.. 15.86 13.36]55 ¢ , 7 
No. 1— No. 1 18.85 20.00\12 *57.75 _ 1x1 ‘. 16’ 16.75 15.19 12 & 14’. 16.25 *14.02 
Shortleaf..*36.75 45.50;°°°° ~"""*"*" ee ee sae i cock 2 ‘shiplap, 10-20’ Jox.gr oo ~~ A biie-aaie 16.67 *17.07 
Longleaf... .... *45.00 5&6/4” thick— - ° a . » aw x8” 
a” egos Boston Partition, |, ., e432... [LX oe “ae | zs, © 34 15.42 12.76112 & 14°..915.78 916.36 
1x3” flat Standard Lengths 5&10” ....*54.75 *46.00] _ 7 , . 2x10” aie ’ 16’... see 19.00 *14.89 

grain— 11/16x4”— ME exshers i. *56.00 No. 2 Fencing, C—a—a 22.63 16.80|7%1° ©2150 *20.7 
B&better 7.09 27.75|B&better.. 29.00 27.00] Standard Lengths De taanexs 22.38 16.75}34, "°°" 21°50 osean 
Se eee 26.94 27.68 Drop Siding 1x4” ...... C2 GR SEBOEIG | cos vsce 23.88 22.07|;¢- “°°” #99 FQ #90 0 
i ae 12.75 17.00 ones Fam, Standard Lengths ix6” 2x12” ; areas soso 22.50 *20.00 
1x4” rift— Babetter No. 117 C. M...... 13.29 12.93 i” & 14’.. “oan a. isae 12 & 14’ 31.41 
gemettor 56.00 *56.54|/0ch thick— | B&b No. 2 Shiplap and | j- ''' eed te 41.00 
. eaf.. 0 06.90 mee en8 s&better.. 27.08 23.82 Lgt 
SOMGIONE. ESBS cece) ao *°°**** eee SORINe. 1.2... 23.36 —- - No. 2 Shortleaf Wo. 8 Rengieat 
- OC ccwives 35.13 34.50 , 0 Dimension Dimension 
No. 1— | 3” 38.81 31.96}Assorted patterns 1x 8” 16.25 15.25 
Shortleaf.. .. *41.15]y9" 907° 44.22 40.36] 1x6” 1x10” 15.50 *16.00 2x4” 2x4” 

Longleaf... .. ooee 119” ....... 57.92 51.83|B&better.. 27.25 *27.78 , 12 & 14’.. 14.96 14.33)12 & 14’.. 14.50 15.48 
No. 2 *25.75 25.89] e/g” thick Sea. 2..... 24.33 23.92] Longleaf— OD census 15.38 15.00|16’ ....... 18.42 16.70 
ix4” flat se 1x 8” .... 14.33 13.44] 2x6” 2x6” 

grain— ay 8”... 53.00 est he Car Siding, Lining [1x10” .... 17.10 13.76)12 & 14’.. 10.90 12.50)12 & 14 13.25 12.00 

5&10’ 75 00 , 9 7F =? a 
B&better . 27.88 26.39| 7 71.93 *50-00| pep no aaaaaaata No. 2 Boards 1x12” |}°.,°°°*": wae Se > Tn 
92 47 94 45 = es ve vv. 4 — - - 
_ Lessee 23.97 ores Cc ixd” 16° .. 26.00 Standard Length 12 & 14’.. 13.38 14.00/12 & 14’..*14.50 13.41 
cregdtecdahts “| Inch thick— No.1— ***+IShortleaf.. 17.10 13.76]16’ ....... 13.90 9.22]16’ ....... coc. 
Casing, Base & Jamb,| 4” 99.75 1x6” 16&18’ 24.00 Longleaf . 16.94 28.43) 2x10” a 2x10” —_ ; 
0-20’ man O78 9ES #3038 23.00 Plaster Lath 12 & 14’.. 13.85 13.42]12 & 14 17.25 13.15 
ot PS + td & B ; | “Pa? 18.00 14.44]16’ ....... *23.00 17.17 
B&better, 8 ...*31.00 24.50 ng ase, 10-20’/ x 411%", 4’ 2x12” 9x12” 
ixe) as’ 46-38 38.89/10" -- £33.50 31.00) B&better, i Bvacws 2.41 2.15/12 & 14.. 14.13. .... [12 & 14° $16.17 13.00 
1x5&10 49.75 39.75'12 -*48.33 37.5011x4&6” ... 37.75 36.00'1No. 2..... 135 1.35 16’ ....... 16.10 11.5016’ ....... *23.00 *20.83 





ENGELMANN SPRUCE 


Prices f. 0. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling: 


Inch— 4” 6” 8” 10” 12” 
a 6-16’.$45.00 $46.00 $46.00 $67.00 $77.00 

o. 

btr.,* 6-16". 43.00 45.00 45.00 62.00 74.00 
No. 1, 6-16’.. 42.00 44.00 44.00 54.50 64.50 
No, 2, 8-16’.. 40.50 38.50 38.50 38.50 47.00 
No. 3, 8-20’.. 29.00 30.00 30.50 31.50 33.50 
No. 4, 4-20’.. 24.50 26.00 27.00 27.00 26.50 


No. 4 common, 1x4-inch and wider, 4- to 20- 
foot, which may contain 20 percent of 4- to 
8- foot, is $26.0 


5&6/4, 6-16’'—  4”"&wdr. 4, 6&8” 10” = 
Dn srnvseene 66.00 $68.00 $71.00 $81.00 
No. 1&btr «+ 62.00 64.00 67.00 77.00 
No. ee . 0.00 62.00 65.00 75.00 

For 5/&6/4 in No. 2, 4-inch, add $6; 6-inch, 


add $9; 8- pinch, add $6; 10-inch, add $8; 12-inch, 
add $6; No. 3, 4-, 6-, 8- and 10-inch, add $7.50; 
12-inch, add $8; No. 4, add for all widths, $4. 


*Contains 40 to 50 percent Dé&better. 


ed lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot $5; for other 
lengths, including 18- and 20-foot, $2. In No. 
2, da for 18- and 20-foot, $2; other lengths, 
$1; for 10- and 12-foot in 1x12-inch, add $4. 
In No. 3 common, for 16-foot in 4-, 5- and 
6-inch, add $1; for 10- and 12-foot in 10- and 
12-inch, add $1. 


Bevel siding, %-inch, odd lengths, 3- to 20- 
re but not over 20 percent shorter than 
10-foot. 


Dé&bdtr., 4-inch. .$22.00 4-inch...... $16.00 
6-inch.. 27.00 6-inch...... 18.00 


Lath, spruce and pine, 4-foot; No. 1, $6.50; No. 
2, $5.45. 


E, 





WEST COAST SPRUCE 


[Special telegram to Amertcan LuMBERMAN] 


Portland, Ore., July 14.—The following are 
prices for mixed carlots prevailing today: 





Finish— Factory stock— 
1x12” ........$45.00 4/4 veseeeeees $20.00 
10" OE sscinte & eau 22.00 
ixt—10 35.00 Da heen beden 23.00 
Bevel siding— | ee ee 24.00 
ag RS ARE $19.00 10&12/4 ..... 29.00 

7. DIESE, DCO GAR acecwcacue 


3.00 
Vert. gr. 25.00 Green box 11,00@13.00 


DOUGLAS FIR 


[Special telegram to American LumBeRMAN] 

Portland, Ore., July 14.-—-F. o. b. mill prices 
on actual sales of fir, July 10, 11 and 13, di- 
rect only, straight and mixed cars, reported 
by West Coast mills to the Davis Statistical 
Bureau, were as follows: 


Vertical Grain Flooring 


B&btr C D 
O° lr $26.00 yy sata pte 
rr 24 a? 
5/4qm4” ...... 25. ae 
Flat Grain Plooring 
pl 16.00 13.75 
all re 19.50 15.50 
Mixed Grain ee 
CO _—_— rs $10.75 
" Ceiling 
54x41” . 15.75 12.75 
ae F 16.75 11.00 
Drop Siding, 1x6 
.lUFL/[ iia - 17.50 14.25 or 
ae «e¢aesown 17.25 14.00 7 
oo ear 9.75 
Pinish, Kiln Dried and Surfaced 
1x6” 1x8” 1x12” 
ee $30.00 $32.75 $45.00 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
Pt 2 xcetnewen $9.50 $10.50 $10.00 $15.50 
see 25 6.50 6.00 7.50 
Da O evewseeus 5.75 6.75 6.75 - 
Dimension 
No. 1, 2” thick— 
12’ 14’ 16’ 18’ 20’ 22&24’ 26-3 
4”.$10.25 $10.00 $11.50 $12.25 $12.00 
6”. 10.50 10.00 10.75 11.50 11.25 $14. 00 $15. 50 
8”. 10.00 9.75 11.00 11.75 11.00 16.00 15.50 
10”. 10.50 10.50 11.25 11.50 11.75 14. o 16.00 
12”. 11.50 11.75 13.75 12.50°12.75 14.7 16.25 
2x4”, 8’, $10.50; 10’ $10.50; 2x6”, 10”, $9.50 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
No. 2 $5.50 $6.25 $4.75 $6.25 $8.00 
No. 3 5.00 4.00 janie ae ae ees 
No. 1 Common Timbers 
3x3 to 4x13” to 30’, surfaced .......e- $13.25 
SxS to 123n1327 to 40°, FOUMM  .cccccccecce 10.00 
5x5 to 12x12” to 40’, surfaced ......... 13.25 
Fir Lath 
De, 9, Bae... Bice s wed wccakwcanes $3.00 
B&better, Flat Grain Car Siding, 9 or 18’ 
Ee  arae uwu.dcadente te WP a ae ea ee eae ae $23.00 
on Swenew eee WE aks ORS ee a eeeeka ee 21.00 


INLAND EMPIRE PINES 


[Special telegram to AMERICAN LuMBERMAN] 


Portland, Ore., July 15.—Following f. o. b 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, July 15. Averages include both 
direct and wholesale sales and are based on 
mixed car orders. Quotations follow: 


Pondosa Pine 


INCH SELECTS AND COMMON, 


cog 
$2S— 


6” ae 10” 29° 
C selects AL..... $39.35 $37.40 $53.13 $65.57 
D selects AL..... 25.28 24.00 34.95 48.69 
No. 1 common AL . eae > 39.50 
No. 2 common AL 22 71 20.06 20.26 24.77 
No. 3 common AL 13.03 14.10 13.61 14.01 
Suop, 5/4 anp 6/4, S2S— 
No. .$22.68 No. 2...$14.10 No. 3....$5.83 
Idaho White Pine 

INCH SELECTS AND CoMMON, S2S— 
6” bd 10” 39° 
C selects AL..... $59.66 $58.00 $68.00 $98.00 
D selects AL..... 42.72 45.14 55.50 83 60 
No. 1 common AL 37.12 37.00 44.66 70.75 
No. 2 common AL 30.43 30.39 30.38 38.48 
No. 3 common AL 18.78 19.50 19.47 25.05 
No. 4 Common, S2S, RW RL.............$12.94 

Larch and Fir 

No. 1 @imoension, 286" 16" nc cccccsccvvs $13.75 
Vert. gr. flooring C&btr. 4” RL........ 28.50 





WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., prices: 
No. 1 Hemlock Boards, . -— 


10,12 &14’ 16’ 
YY = ee eee er $20.50 $21.50 $22.50 
DA” Sccviwesevene ea 24.00 25.00 26.50 
Die icvisendasacnwes 25.00 26.00 27.50 
SE... ¢keveveceneeanan 27.50 28.50 30.00 
i lle ee 28.50 29.50 31.00 
For shiplap or flooring, add 50 cents to 
prices on No. 1 boards. 
No. 1 Hemlock Dimension, ee 
8’ 10’ 2&14’ 16’ 
A igre oh arene $25.50 $25.50 “$35. 50 $26. +4 
a aa ak be le ite 23.50 24.50 25.00 26. 
RM ata tons or grant 24.50 25.50 25.50 a¢-50 
le 24.50 30.50 29.50 29.50 
Dae <wktvenaoun 24.50 31.00 30.00 30.00 
For No. 2 dimension, deduct $3.00 from price 
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RED CEDAR SHINGLES 


seattle, Wash., 
b. mi.l are: 





New Grades Old Grades 
Per Square Per M 
rals, 2? — 
 ~ Ree eee tees $2.33@2.99 $5.00@6.50 
SS cskverteeeanas 1.78 @ 2.20 
et reer ee 2.00 
fections, 18” 
“—. sik wna ma acael 1.94@2.15 2.70@3.00 
a 2. Sevscenvoewens 1.12@1.35 1.60 
ie OB xaceewesvedens 1.10@1.20 
16”— ro 
No. 1, XXXXX_  Per- . 
ee! ees Pee ee .52@1.76 1.80@2.25 
No. 2, or All Clear 
Mixed Grain ...... 15@1.32 a 
No. 3, or 10” Clear.. 80@ .90 .95@1.75 
‘xtra Clears— ; 
se ce a Perr rer rey Tee CTT TT rT 1.25@1.50 
Dt - cupciiedisenensesinvunadie 1.20@1.40 
Eurekas, slash grain ee ee 1.90 


Dimensions, 5x16”, 5/2, mixed grain 1.80 
Choice A’s .80@1.00 


Common Stars ...---eeececescsecee 80@ 1.00 

No. 2 Perfections (10” clear)...... 1.65 
Rite-Grade Inspected Stock 

Extra StarS, 6/2 ....ce-e-seececees 1.30@1.40 


Extra Clears, 75% vertical grain.. 1.85@2.40 


Extra Clears, 50% vertical grain.. 1.65 @ 2.50 
XXXXX Pe rfec Cc Bie cicceseeneee 1.90@3.00 
Eurekas, 75% vertical Sra. << 2.40 — 
PerfectiOnS ......eeeeceecrecerceee & 70 @?. 5 
RoyalS ..-.cccceccccccccescccscces 5.75 @6.50 


Shingles shipped with fir lumber are about 
10 cents higher. 


CALIFORNIA PINES 


San Francisco, 9 
ing average prices f. o. b. mills, “those on com- 
mons covering 1-inch stock only, were re- 
ported by the California White & Sugar Pine 











Manufacturers’ Association for the week 
ended July 7: 

California Yellow Pine 

No. 1&2-clr. C sel. D sel. No. 3 clr. 
All widths— aa 
OE. estanesess $53.75 $47.70 $29.45 = $25.35 
BFE scccesdesus 54.35 46.25 28.85 39.10 
Oe axeienasec 54.10 42.55 25.15 40.15 
eee 63.45 51.05 31.30 50.60 

California Sugar Pine — 
__, Peer rerr te $74.45 ea 32.4 
ae waeomnsiorkie 70. 40 49.30 
Se .ssteenews 57.40 ak te 48.30 
OP icowsxauna 75.90 $53.85 60.65 


Mixed Pines 


Common— 





BE nin. wowed $15.55 No. 1 No. 2 
: F 2 eee 22.55 $14.15 
No. 1, 5/4 xa.w. 23.5 ae a ree 30.: 35 14.60 
No. 2, 6/4 xa.w. 16.20 10” ..... 20.65 14.50 
ae” gmaven 24.75 14.20 
Sugar Pine Shop 30x— 
; 9 a. ree ae $18.00 
Inch tseesceees $21. 283 Siding, B& btr— 
No. 1, 5/4 xa.w. Sa.58 SS ae $27.65 
No. 2, 6/4 xa.w. 22.05 Lath— 
SE eee re 2.55 
D No. 2 eeeeves 1.55 
ouglas Pir No. 1 dim., 
C&better ...... $39.55 oO 14.60 
Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
Weights, obtained by Arkansas soft pine mills 
during the week ended July 11 
looring 
: 1x3” 1x4” 
Edge srain—Bé&better......... $57.50 $57.00 
Flat grain—Bé&better......... 29.00 29.00 
Se eer 26.00 25.00 
i See ere 18.00 18.00 
Partition and Siding 
Boston partition, B&better, 1x4”....... $29.00 
Drop siding, B&better, 1x6”............ 28.00 
Finish and Moldings 
Finish, AS  —=E eee $44.00 
Finish, B&better, 5/4x5&10”............ 58.00 
Case and base, 1x5&8” 46.00 


Discount on moldings, 154” and under... 52% 


1%” and over.... 42% 
Boards and Shiplap 
Boards and shiplap, No. 1, 1x8”......... $25.00 
warGe, tee. 3B eee”, 206: 166300 ........ 21.00 
Shiplap, No. 2, 1x8”..........:......... 14.00 
: Dimension 
No. 1, 2x ee | ee $15.50 
en BO I OO bos 6 bowen ve ean 19.00 
. a i Sa 2 renee 30.00 
ee ee Pr eee: 15.00 
REOR, TGR as oi S5 cS Sees 21.00 
, Lath 
a Rl ee $2.30 





AMERICAN LUMBERMAN 


NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the week ended July 
11, as reported by the North Carolina Pine 
Association: 


Rough 
Edge 4/4— 
B&better aE ee a $36.80 
Ne alae ir ee hhh ow Parkas. MON wae aeete ie ee bee 24.55 
BE I A aS aoa aio ach iisbu Beaaaomintnis @ BT arene 17.10 
RR: NRG Fai rat aeche wai a. e We alew ea ea ama ie 14.45 
No.1 No.2 
B&better No.1 box box 
ne es eae eae $35.35 aes ““ stew 
ere ae 36.85 = oe alam 
> 2a 37.90 $27.55 $18.25 $15.00 
DE swabies ease 39.45 P rrr sess 
Mw sibs nmneceoe 41.00 27.85 9.20 14.75 
DE 8s wine cine’ 44.65 33.85 20.10 15.70 
EER cis bute an are aes 55.05 39.20 25.25 17.35 
Edge, B&better— 
MT Roh a seth cae amh eee maw bee camwree $40.50 
OE co Gate Wiiere Kk WEP ope pave @eiabw we wed ee 51.55 
To carla leacsd dcners a> tar acserdive eli dite ah talc: loan toiecs 56.40 
Mr saab itl cevatr ak ys Gilg cts res Mien Sous aca celwe a lt 46.85 
Bark Strips— 
ORE ELECT EST CTT ET: 
aa cra ans Gils iaric ahs tl Tesie dng We abe ea a 12.35 
Dressed 244” 3” & 
Flooring— Wide Wider 
PN BE ewe ccwew sie $34.40 $32.80 
No. 1 common, }}”........ 28.30 28.90 
No. 2 common, }#”........ 20.55 20.15 
23 ” 34%” 
ED i i a 
Bé&better, bark strip partition.......... $26.70 
30x bark ee, MI 6:4 6 koto es de ores 14.20 
No. 2 
Roofers dressed 
1 pe SR ee ee a ee $17.90 
EN Was einai ea kahuna eo eee eae wees ee wre 17.75 
BEE. Fea iiiel a So aikt wile taaiarkihite Soa aia be Se ee 19.55 
DE Wha tree akadass ahvek ooo eons 24.20 





WESTERN RED CEDAR 


Seattle, Wash., July 11.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f. o. b. mill, are: 

Bevel Siding, 14-inch 

Clear ae 44 eM 
a Or ee eee $25.00 $22.00 $17.00 
PUREE vcccsdvecxeres See 24.00 20.00 
6-inch 29.00 24.00 20.00 

Clear Bungalow — 

%-inch %-inch 
Ce eT ee $43.00 $32.00 
i eae eee 53.00 43.00 

ee ere 62.00 ee 

Finish, B&better 

$28, S48 
or Rough 
ne 64644h08 eelbiibs muteee a kelokws ated $ 50.00 
ME) t+ oes seat Waee ea waie tk onde ae eeeen 55.00 
UIE he. skh de yviiee AW: dass der tos wc ge katana Wenner 70.00 
IS >i bie recorder tor ell ah acl: we sec atria sm wt aka eee 85.00 
EET \iai ‘sass eho dicta ona a aire ated ve esas ake tate de 90.00 
NOT” doin o. es hid ie Gver ecbh igh dni teow ie doe waa 95.00 
I i inc on ar ass iGo he Ld Race a ah 100.00 
6 ye rr ere 105.00 

Clear Ceiling or Flooring, One Side V or B 
ae sh wie k hw lic erate @ ere ais es ee $35.00 
2: ee Beads sine eueagaan ner aeh 40.00 

Discounts on Mouldings 
Made from 1x3” and under..............55% 
es See MEer Meirs « vecus eeenwnwaee 45% 
For 50,000 feet or more, additional dis- 
SE er sitirnea cbkcewussadwnews oa we 5% 
Clear Lattice, S4S, 4 to 16’ 
100 lin. ft. 
IRS”. sic tri bee: daha ah dawg tsar attra Wee at as ci ce la $0.25 
Sa”) caw eee Oe 6 caleba ee See ewe 35 
Sa””©= -_ (Ah eae EG Cadews bela eee ew OReAC 25 





CROSS TIES 


St. Louis, Mo., July 13.—The following cross 
tie prices prevail f. o. b. St. Louis: 
Untreated S’th’n 


White Southern Heart 

Oak Sap Pine Pine 

No. 5, 7x9”, 8’, 9” face. .$1.15 $0.95 $1.80 
No. 4, 7x8”, gr 8” face.. 1.05 .85 1.50 
No. 3, 6x8”, 8", 8” face.. .95 -75 1.28 
No. 2 Gx", ee 7” face.. .85 .65 1.12 
No. 1. 6x6”, 8°, 6” face.. .75 -55 .96 
Red oak and heart cypress ties, 10 cents 


less than white oak; tupelo and gum cross 
ties, 15 cents less than white oak; sap cypress, 
20 cents less than white oak. 
Switch Bridge 
Ties Plank 


,. aT eee ree 33.00 
Se errr 30.00 
po ee eae 30.00 aun 
Southern sap pine, untreated— 

© 60 sevedanbesneesesawes ee mie 
DOS isecacines ie tcnin ees eee | owne 
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NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 


f. o. b., Wausau, Wis.: 
AsH— 
FAS Sel. No.1 No.2 No.3 
4/4 $ 55.00 $ 45.00 $ 40.00 $ 28.00 $ 16.00 
5/4 60.00 50.00 45.00 33.00 18.00 
6/4 65.00 60.00 50.00 35.00 18.00 
8/4 85.00 75.00 55.00 40.00 18.00 
BircH— 
4/4 64.00 44.00 34.00 24.00 16.00 
5/4 - 68.00 48.00 38.00 28.00 17.00 
6/4 72.00 52.00 44.00 30.00 17.00 
8/4 .. 77.00 62.00 54.00 36.00 18.00 
10/4 . 90.00 80.00 70.00 55.00 cone 
12/4 95.00 85.0 75.00 60.00 oe 
16/4 130.00 115.00 100.00 paral oatwe 
5/8 58.00 39.00 26.00 20.00 sone 
3/4 ... 60.00 42.00 30.00 ae oe 
Thin 4/4 60.00 42.00 30.00 ‘ onan 
Price of No. 2 and better, 1x4 ‘inch and 


wider, 4- and 6-foot lengths, $26. 

For select red, add $10. 

Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $60; one and two face clear, $42; 
1x5-inch, two face clear, $60, one and two face 
clear, $42, 


Sort MAaPLeE— 


4/4 ... 55.00 40.00 32.00 22.00 16.00 
5/4 ... 62.00 47.00 38.00 27.00 17.00 
6/4 .. 65.00 50.00 40.00 28.00 17.00 
8/4 ... 65.00 50.00 45.00 30.00 18.00 
Sorr ELM— 
FAS No. 1&sel. No. 2 No. 3 
4/4 .. 48.00 33.00 23.00 20.00 
5/4 . 55.00 40.00 26.00 22.00 
6/4 . 60.00 40.00 26.00 23.00 
8/4 . 65.00 45.00 32.00 23.00 
Rock ELM— 
4/4 ... 80.00 55.00 25.00 19.00 
5/4 .. 85.00 ee 60.00 30.00 20.00 
6/4 .. 90.00 > 65.00 30.00 20.00 
8/4 ... 95.00 iia 75.00 38.00 25.00 
10/4 ... 105.00 Ric" 85.00 52.00 ae 
12/4 ... 115.00 ewan 95.00 57.00 30.00 
Bass woop— 
4/4 .. 55.00 45.00 35.00 21.00 16.00 
5/4 60.00 50.00 42.00 23.00 18.00 
6/4 65.00 55.00 45.00 25.00 18.00 
8/4 70.00 60.00 50.00 26.00 21.00 
10/4 75.00 65.00 55.00 35.00 coves 
12/4 80.00 70.00 60.00 40.00 — 
Keystock, No.l&better, ‘+ $65; on 
grades, FAS, $75; No. 1, $55; No. labetter 4/4, 


$70; or on grades, FAS, $80; No. 1, $60. 
One and two face clear, 6- to 16-foot, 1x4- 


inch or 1x4-5-inch, $50; ix5- inch, $55. 

RED OAK— 
4/4 85.00 65.00 50.00 32.00 14.00 
5/4 90.00 70.00 60.00 38.00 18.00 
6/4 105.00 85.00 70.00 40.00 18.00 
8/4 110.00 90.00 75.00 45.00 18.00 

~~ MAaPLE— 

4/4 ... 58.00 48.00 36.00 26.00 13.00 
5/4 ... 70.00 50.00 40.00 28.00 16.00 
6-4 75.00 55.00 40.00 30.00 16.00 
8/ 75.00 55.00 45.00 32.00 16.00 

10/4 90.00 70.00 60.00 40.00 ecce 
12/4 110.00 90.00 80.00 42.00 rea 
16/4 150.00 130.00 120.00 cake pene 
HARD MAPLE RouGH FLOORING STOCK— 
No.1 No.2 No. 3A 
com. com. com 
Be -eseavwe seamen ease $34.00 $24.00 $16.00 
Frere 36.00 26.00 18.00 
es sntaris. . ote 28.00 18.00 
—- No. 2 5 ont Dotter 
GEE: iowa duwscnanee meena eae i 
sit Pe ee eee ee er st.0 
FAS Sel. o. 2 o. 3 
GPG cmaes $66.00 $56.00 sie 00 $3 00 $22. 00 


Additions for special widths of No. 1 and 
better in all hardwoods, standard pees. are: 
8-inch and wider, $10; 10-inch and wider, $20; 
12-inch and wider, $30. 


OAK FLOORING 


Following are averages of actual carlot 
sales prices of oak flooring, Memphis (Tenn.) 
basis, as reported to the Oak Flooring Manu- 
facturers’ Association for business done dur- 





ing the week ended July 4: 
hy }gx144” %x2” %x1h%” 
Cir. qtd. wht.....§97.60 Pe ..-. $60.00 
Cie. G66. POG. «0% 64.45 tines 40.50 
Sel. qtd. wht.... 48.50 See 
Gel. ot@. red..... 46.00 rr oes ees 
Clr. pln. wht.... 62.90 $50.50 $50.58 39.33 
Cir. PUR. TOG..<:<.6 50.32 44.92 48.29 41.33 
Sel. pln. wht.... 42.60 42.00 34.92 31.55 
Bat, Bek. FOE. «c ss 39.05 36.17 32.78 31.97 
No. 1 com. W... 26.42 we 18.00 18.00 
No. 1 com. R... 23.52 nwa 18.00 19.00 
We. 3 COM. iscces 13.80 icici sian atead 
%x2” %x1lkh” x2” x1” 
Gal, eb6,. WHR sic... s0a8 $33.50 
Clr. pln. wht....$54.50 $5: 3.50 $56. 66 43.50 
Cle. Pity. POEs oe. 46.00 53. 00 ee 
Sel. pln. wht.... 44.50 41.50 45.58 33.50 
Sel. pln. red..... 44.50 40.50 33.50 
No. 1 com. R... ere 24.00 pears 
Ne. 1 com. W... 24.00 





Following were average sales prices received for southern hard woods during the week ended July 





AMERICAN LUMBERMAN July 18, 1931 
SALES PRICES OF SOUTHERN HARDWOODS 


7, Chicago basis: 











1/4 5/4 6/4 8/4 : 4/4 5/4 6/4 8/4 
FIGURED RED GUM MIxED OAK— 
Wtd. No ee ee CONG <s eceuseenderte eased dr.cdawa 39.50 
l& sé ] : —_—_— #& i q(+ {({-( q_£+<<_SeSseeeegeece SH eOeeeee ose *@066866608% 88 AsH— 
Rep GuM— _ ae: bie a's ee (7% | Sree eee ee 75.50 79.00 @ 102.59 
Qtd FAS 72.754 16.75 (9.004 feu a No. 1&sel... 42.00@ 51.75 ............ 46.50 51.7 75% 77. 50 
No. 1&sel. 41.75 eet Gee Becvescusescs® e268 060 re bus | See 30.25 scirasiae ainda ab aie vane vara Gaver dle iB. bso) Graces evr... 
Pl N POPLAR— 
rse] 35.75@ 46.25 48.75 53.75 9.00 
] 1& y ! Pin. Box 
Sar GuUM- - i sie Se, Seas” Ee.  __._ ... 0 bbeeesntnnee seetmecave au TrrerTTy 
Q FAS 16.7 $7.25 _ eee 47.75 . Saps&sel. 43.00@ 47.00 44.75@ 49.00) ............ 50.00 
N 1&s ‘ 2 | 51.004 31.75 31 i9@ di.40 37.25@ 40.00 No. 1.... 33.00@ 37.75 33.50@ 37.75 33.50 34.50 
I AS 6.50@ 31.00 41.20 $600 et teen teens el SE MERE cen gre db annd. eeaperitdanns 
N l&sel. 26.504 29.75 See 0 —C NW OO OOS No. 2-B.. 23.00 a &8 = § = «sr « KL ReRETRRQEe Faweon 
4 2 SE-00TD S4.0Q cccceccesers cossvesccese cosseeeccese No. 3 i te, 6 6Uh eR eeewanee. acmawde 
BI re on ESE ee 
LACK GUM—- - d. Fé S <pawduienseny wehbeuss $2.00 
Qtd. FAS 54.00 sores ewes te wee eee » dtd . ~ No - £ i  Giwerepeboak ecg toate ney 52.00 
No. l&sel. 30.75 9.00 34.00 32.25@ 32.75 Pln. F 5 
Pin No x é . > ‘ ->- 7;|~= +&+»+32»>veoweKeteceeoe HPeeKeseersesee Cen eer 
“ an is alr a No 1&sel. —_——- ~ i é4ékttevethékdea aAdveagdbedandyay 
l&sel 26.26@ 27.580 30.50 j= cuccccccccee cevvevvceece é 
WHITE OAK Cosserwres oe ae 
Pin. FAS 70.004 80.50 S4.00@ 94.75 94.754@ 98.00 104.75 BAS ttl aii 30 00 eee te 
No. 1&sel. 39.00@ 51.75) ......0..... 54.75 60.50@ 61.50 We. SO... ROS raPRe Renesas ee 000 RES RH 
No. 2 SO.76@ 89.765  .nccccccccce cevcocccncen ee ae aD MAGNOLIA— 
No. 3, fig ——-- 4 # *tuv@wedkeeewee. eeonntbebtiecen 5 bh ace ee ea dao ae. seenwe ——— é é é @4&«4#8 gu Gesu heeded weewdewdua ted 
RED OAk— No. V&emel... SB.25 0 newer eres cere senccene sesucvcees 
Qtd FAS 71.25 ecdenaemcae mac No. - Seer oe a £4 é . . 48£4“*+naSeuetuwnh ‘enh ewan bars 
No. 1&sel. 64.75 (ae tee beewnedhans SYCAMORE—- 
Pin. FAS . 61.00@ 76.25 een. e ale el hth Rs _ 2 wae eee ben . CE, esc Sebhuccccat de \“eeemene ne dec 47.25 
No. 1&sel. 37.00@ 46.25 ........ oe $9.25@ 49.50 .......é666-. No. 1@sel... .. Vie enee SKebhan tunes o Ce 1 Weargrprired 
NO. 2 ss SEDO F900 .ccccvevevss —— i  .;°+ 4 «4«x£+XdMDD~ewOaSes Pe ectued swbanesenead, die a does ee er ee 
APPALACHIAN WOODS ° ’ 
ciuinnst, ons auy a anne ome | AIS Week's Market Reports 
a —\, 4 carloads, Cincinnati ‘taee, on Ap- 
palachian “soft texture” hardwoods: . P P e.° 
Prane Wuire OaK— For Editorial Review of Current Market Conditions See Page 25 
5&6/4 8/4 . : : "a, 
Wae oo. $5@ 100 00@1 low figures, viz., 2x3- and 4-inech, $25; 2x6- 
No. 1 com.&sel. #950 50 $100@ +H $1 +t Se 4 NORTHERN PINE and 7-inch, $25@26; 2x8-inch, $29.50@30; 
oo é Cn dete. 30@ 33 38@ 40 e CHICAGO, July 15.—Representative dis- 2x10-inch, $35@36. Boards are decidedly dull 
No. 3 com..... 20@ 22 24@ 26 26@ 28 thutare of naorthe . ne el. and cheap. The nicest 1x6-inch and 7-inch 
Sd. wormy 38@ 40 55@ 57 60@ 62 tributers of northern pine here say that al : 
Sd. ea @ o0@ Oo G é hous ee ae Rnae’ fe > A Na . matched are to be had at $30, and ordinary 
PLAIN RED OAK— though the sales volume is picking up the . ; : 
MR 66@ 82 15 85 90@100 low prices are not. Orders are coming in a he boards are certainly to be had at 
No, 1 com.&sel. 38@ 50 52@ 55 58@ 62 in a fairly reliable manner every day, one ot. sath are moving slowly, and it is no 
No. 3 GOW. cccc 28@ 30 386@ 3 88@ 40 man said, “but we don’t know where they’re longer necessary to pay more than $3.50 for 
ene ee 20@ 22 27@ 30 28@ 30 coming from at any time, except that the 1%-inch, and $4.75 for plump 1%-inch. 
Ss Ta : eet ‘ . . : — 
’ industrial plants are doing nearly all the 
ee 70@ 75 85@ 90 95@100 ic oaieaty . DOUGLAS FIR 
. 7 > > buying. 
BuO. 1 COM. ese 43@ 46 54@ 59 60@ 65 . a 
No. 3 com..... 20@ 2 204 . ‘oor “a 4 ; = 
Sd. aes & vce oT we BUFFALO, N. Y., July 14.—Not a great NEW YORK, July 14.—General opinion as 
No. 2 com... 28@ 31 32@ 3 36@ 38 amount of northern pine is moving, but a to freight rates has completely reversed it- 
No. 1 & btr. sd. freer movement is expected this fall, as re- self. There is no space left for August at 
wormy ..... 31@ 35 33@ 36 38@ 40 tailers and other purchasers are carrying only the old $9 rate, and in several quarters it is 
ye No. 1 small supplies. Prices are unsettled, but are believed that the $10 August rate will go to 
ane ze No : . . , > - . ‘ 5 j Se , . The arke as 
> . no more so than those of other woods. $10.50 in September. The market has been 
‘hd , q @ is 5 . ® : : . 
viz & wdr.. “SE @ 100 Ht ty tte tte quiet, with no buying for stock, and some fir 
Saps & sel. 60@ 75 80@ 90 95@105 REDWOOD coming off the boats and going directly to 
ee ss ae 48@ 52 55@ 60 60@ 65 construction § sites. There has been no in- 
SS epee 33@ 36 40@ 43 45@ 48 NEW YORK, July 14—Reports from the Crease in inquiries. 
Re - Satige ees 24@ 26 28@ 30 29@ 31 Pacific coast that a lively market had started BALTIMORE. MD. Jul 13.—TI ; 
— ne » ” > in redwood were not confirmed here. Repre- eee th, MD., July 13.—The require- 
a ee 70@ 75 %75@ 78 @so oe ; niin wien ihetiiel " ; ments of fir consumers are held down by the 
No. 1 com.&sel. 45@ 50 52@ 65 567@ 60 ‘sentatives and wholesalers specializing in eas! io onl 
No. 2 com..... 33 36 38@ 41 39@ 42 this variety report individual orders too small general depression. It is still a question of 
to be profitable, and general wholesalers and meeting a vor active Competition, which 
commission men have seen no demand for often takes no account of profits. The fir men 
PHILADELPHIA PRICES the weed. say they can get orders at advances over the 


Philadelphia, Pa., July 13.—Following are 
prices prevailing today in this market: 
LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 
B&better, $38.00; No. 1 common, $36.00; No. 

2 droppings, $27.00. 

LONGLEAF YELLOW PINE TIMBERS, 

Rough, merchantable grade, water delivery— 

6&8-inch 10-inch 12-inch 14-inch 16-inch 
$36.00 $42.00 $54.00 $64.00 $74.00 

GEORGIA AIR DRIED ROOFERS— 

i and grooved, %-inch, 6-inch width, 

19.00. 

KILN DRIED YELLOW PINE ROOFERS— 

Tongued and grooved, standard, 6-inch width, 
$22.50 

NorTH CAROLINA Ping RovuaH Box, No. 1— 

10-inch, $25.00. 12-inch, $26.50. 

NORTH CAROLINA PINE FINISH, 


NN NS EEE CT TCT TTT CE $40.00 

NORTH CAROLINA PINE STEPPING, 

Deemeee®., CIEREBONGR cccccccceveseos .. $59.00 

NorTH CAROLINA PINE DIMENSION, No. 2 & bet- 
ter— 


S4S, %-inch scant, 2x3-inch, 9-foot, $19.00; 
2x3-inch, 16-foot, ey oe. Rough, 2x10-inch, 
10- to i6-foot, $22.5 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 
July 11: 





First Second Third 
SEH ¢ paeeeees $57.95 $47.65 $28.53 


figures named for some competitive stocks, 


EASTERN SPRUCE solely on the basis of the advantages offered, 


Low ocean freight rates favor West Coast 


BOSTON, MASS., July 14.—Orders for east- stocks. 
er spruce "é 28 are scarce, and sellers are anu - ° 
oFR SPUNES SFEERED OF) HEATER, RED ONS ie KANSAS CITY, MO., July 14.—Construction 
inclined to make prices more attractive. Ordi- nie nl “Si 
aa > on z timbers are in fairly good demand. Yard 
nary frames are offered at $36, and bids of : gh oe : on My. ilps teaig : nee 
-er : 7 . : items are weak. There is very little inquiry, 
$35 are not always rejected. Yard dimensions : ede bie anes aie. . ped. 
. and mill representatives here see little chance 
may be bought at modest figures. fandom 


of business opening up before fall. 


HEMLOCK 
END DRIED WHITE MAPLE BOSTON, MASS., July 14.—Both clipped and 


random eastern hemlock boards are so very 
Prices on end dried white maple, f. o. Db. quiet that prices must be considered only 
mills, lower Michigan: nominal. Country mills are finding some fair 


FAS No. 1 & sel. local business in hemlock for house construc- 


lengths are offered for rail delivery at very 





Oe o ctéeiawescecanevsess ee $ 85.00 tion. Orders for western hemlock for mill 
ace ee sreeeee tee: oe ee shipment are scarce, but some ‘merchants 
8/4 = net ea cht cones 125.00 100.00 offering transit lots are doing a fair business. 
SOE cccccceceovescecoeose BOW \e 

OS ccsecccccnectsrccce ae 136.00 WESTERN PINES 





CHICAGO, July 15.—Distributers of west- 

WEST COAST LOGS ern pines were doing little complaining, for 

volume is somewhat better and the prices are 

rors The scarcity Bs « / y 9 

Everett, Wash., July 11. —List prices of logs: "0 Worse. The scarcity of 5/ and 6/4 No Ee 

ies . a pig shop is having a decidedly stiffening effect 
Fir: No. 1, $16; No. 2, $12; No. 3, $8. on this Pondosa item. 

Cedar: Shingle logs, $8@10; lumber logs, 

$19 @ 20. 


NEW YORK, July 14.—Handlers of Cali- 
Hemlock: No. 2, $10.50@12.50; No. 


3, $9@ fornia yellow pine quoted lower prices dur- 
ing the last week, in a scramble for the 
Spruce: No. 1, $20; No. 2, $15; No. 3, $10. orders they believe to be behind the larger 
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number of inquiries circulated. While vol- 
ume in this line should pick up shortly, it is 
doubtful if the wholesalers will have much 
margin of profit. The Pondosa market is 
still quiet. 





KANSAS CITY, MO., July 14.—There is a 
fair demand for upper grades of western 
pines. Railroads are purchasing scattered 
jots for car repairing, but total sales volume 
js small. There is a fair market for long 
dimension stuff locally. 


BUFFALO, N. Y., July 14.—A dull market 
prevails in western pines, with little change 
in prices. California sugar pine is steady. 





Buying is being restricted to small lots. Re- 
tail stocks are unusually light for this time 
“CYPRESS 

BALTIMORE, MD., July 13.—Some com- 
paratively low figures are reported to have 
been named in transactions in cypress. The 


quotations on high grade Gulf stocks appear 
to vary more than reasonable stability might 
suggest. Some reduction in mill holdings has 
taken place under a relatively fair inquiry. 
The ordinary Classifications of cypress are of 
course required to meet competition. 





NEW YORK, July 14.—High grade Gulf 
cypress is commanding a good price, but is 
not in demand for large projects. There are 


small orders entered, 
stock being kept on 
area, 


however, to 
hand in the 


sufficient 
justify a 
metropolitan 


HARDWOODS 


CHICAGO, July 15.—Hardwood distributers 
here are cheered by the noticeable increase 
in volume, but the cheer vanishes when they 
reflect on the continued low prices. The 
trouble seems to be caused by a few mills 
which, nearly “broke,” will sell their lumber 
at any price in order to get ready cash. 


NEW YORK, July 14.—Inquiries for export 
have greatly decreased, due to the uncertain 
state of European affairs. It is expected that 
when the credit standing of former Euro- 
pean hardwood users has been re-established, 
foreign business will pick up. Domestic or- 
ders for hardwood have been larger than at 
any time in the last few months, but prices 
have broken sharply. Red gum _ inquiries 
were especially plentiful,, and orders were 
being entered at the buyer’s price. Maple 
flooring has held up well. 


BUFFALO, N. Y., July 14.—Hardwood buy- 
ing Is less active than it was a few weeks ago. 
Prices are unsettled. The outlook is for a 
large amount of curtailment this summer and 
the wholesalers believe that the market will 
show more strength in the fall. 


BALTIMORE, MD., July 13.—While 
range of hardwood prices remains low, 
competition very keen, there is a more hope- 
ful attitude on the part of the distributers. 
Stocks in many yards have run very low, and 
buying with some freedom cannot. be much 
longer deferred. xcept for the fact that 
some of the producers are compelled to keep 
on operating, the improvement would be de- 
cidedly more rapid. 


SHINGLES AND LATH 


the 
with 


KANSAS CITY, MO., July 14.—There has 
been an almost complete cessation of shin- 
gles and lath sales. 

CHICAGO, July 15.—We overheard one 
commission lumberman today in surprised 


tones over the phone tell of having an order 
at prices $1 higher than he had been getting, 
and then of having five different mills in one 





morning wire back demanding $2 more. 
There seems also to be a slight increase in 
sales volume. 

KANSAS CITY, MO., July 14.—Curtailed 
production among southern pine mills has 
resulted in some stocks becoming badly 
broken and mills are having considerable 
difficulty in filling mixed orders. Yard de- 
mand is weak and inquiry poor, and mills 
are having difficulty moving anything at 
present prices, which are firm. 


NEW YORK, July 14.—While the southern 
Pine market was still slow, there was no 
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undue competition for orders, the mill repre- 
sentatives and wholesalers seeming to feel 
that conditions were shaping up so to put 
control into their hands, rather than in the 
hands of buyers. It was estimated in several 
quarters that shipments into this area are 
still well below actual consumption. There 
was no increase in inquiry. Sales volume, 
especially of the Gulf varieties, held up well. 


BOSTON, MASS., July 
certainly has not helped the southern pine 
trade. Roofers, 8-inch air dried, continue to 
be offered at $21@21.50. Satisfactory }}-inch 
B&better partition may be had this week 
without much shopping around at $37. There 
is no trouble at all about buying B&better 
rift shortleaf flooring at $64. Although some 
manufacturers ask $80 for longleaf, nice lum- 
ber can be had at $75. 


14.—Bad weather 


BALTIMORE, MD., July 13.—Longleaf com- 
mands relatively better returns than stocks 
that are in a way competitive, with the offer- 
ings not unduly heavy. Pronounced quiet con- 
tinued to prevail in the North Carolina pine 
trade, with the movement limited to immedi- 


59 


ate wants and with the quotations: maintained 
at about the recent level. Demand is small 
and competition of other woods is keen. 


CLAPBOARDS 


BOSTON, MASS., July 14.—Finding any 
orders for clapboards at fair prices is difficult. 
Yard stocks are light, and dealers are doing 
very little buying. Quotations for eastern 
spruce and native white pine clapboards keep 


about steady, on account of the light stocks 
in first hands. In West Coast clapboards, 
some bargains are to be had. Red cedar 


clapboards are especially cheap. 


BOXBOARDS 


BOSTON, MASS., July 14.—The 
market is dull and prices remain 
and shook mills are running 


box board 
low. Box 
40 to 50 percent 


below normal. Boxboard producers who have 
sold their entire output on a basis of $24@25 
for log run round edge inch white pine are 
finding it difficult to secure shipping instruc- 
tions, inasmuch as some surplus of equal 
quality can be picked up today around $20 
@ 22. 











MRS. 
F. D. Bearly, of the Bearly Lumber Co., Ok- 
lahoma City, Okla., died at her home in Lone 
Elm, Kan., on Monday, July 6, at the age of 


CHARLOTTE BEARLY, mother of 


7a Mrs. Bearly was born in Illinois but 
went to Kansas as a small child and had 
lived there most of her life. She had been 


a resident of Lone Elm for several years. 


Her husband, Henry Bearly, died in 1906 and 
her son, Fred D., is the only surviving child. 
Four grandchildren and one great grand- 


child survive with a score of more distant 
relatives. Burial took place on July 8 at 
Kincaid, Kan., where Mrs. Bearly had lived 
for many years. 


JAMES ARTHUR BOWMAN, aged 69, died 
at his home in Little Rock, Ark., June 239, 
after an illness of two days. He was en- 
gaged in sawmill and shingle business there 
for a number of years with his brother, H. A. 
Bowman, 


FRED L. PATTEE, formerly prominent in 
the lumber trade in the Northeast and a resi- 
dent of Winchester, Mass., died suddenly on 
Wednesday, July 8, at his summer home on 
the shore of Squam Lake. Mr. Pattee was 
sixty-three years old and had recently re- 
tired from active business. 


MRS. JULIA LARSON, mother of Lee T. 
Larson, of the Luce-Lindgren Co., Minneapo- 
lis, Minn., millwork manufacturer, died at her 
son’s home in St. Paul, Minn., last week and 
was buried there on Saturday, July 4. 


MRS. ELIZABETH MUELLER, aged 339, 
wife of Oscar A. Mueller, secretary of the 
North Side Lumber & Fuel Co., Milwaukee, 


Wis., died last week at Misericordia Hospital 
there. She had been ill but a few days. She 
is survived by her husband, and her mother. 





G. A. WHITEMORE, vice president of the 
Whitemore Lumber Co., of Charles Town, 
V. Va., and prominent in other business cir- 
eles, died suddenly at his home there on July 
11. Mr. Whitemore, who was 73 years old, 
had been a resident of Berkeley County for 
some years. He served one term as member 
of the County Court of Berkeley and was 
president of that body for six years. He 
was a widower and resided with his daugh- 
ter, Mrs. William Roberts. A son, BF. 
Whitemore, died about one month ago. 


W. E. HARPER, for many years secretary 
of the Victoria Harbour Lumber Co., of Vic- 
toria Harbour and Toronto, Ont., died at his 
home in Toronto on July 8 Mr. Harper had 
been in ill health for about two and one-half 
years and had visited Barbados and South 
America in search of health, but failed to 
recuperate. He was born at Norval, Ont., 
64 years ago. He had been with the Vic- 
toria Harbour Lumber Co. for forty years, 
and was widely known in the lumber busi- 
ness in eastern Canada. He was unmarried 
and is survived by two brothers. 





WALTER C. STANTON of St. Paul Minn., 
died Monday, July 6. Mr. Stanton was ac- 


tive in the sash and door business in St. Paul 
for 


forty years. His death was indirectly 
due to a fall which he suffered last winter. 
He was head of the W. C. Stanton Lumber 


Co., and prominent in civic affairs of St. Paul, 
as well as an active church worker. He had 
been assistant superintendent of the Sunday 
school of the First Baptist Church for twenty 
years, as well as a member of the board of 
trustees. Later he became affiliated with the 
Park Baptist church and was a member of 


the board of trustees there. Mr. Stanton is 
survived by a son, Joseph R. Stanton of Wil- 
low River, Minn., and his widow. 


GEORGE P. 
firm of Fisher, Clapp, 
patent attorney in 
died on July 14 at 


FISHER, the 
Pond, 


thirty 


law 
and a 
years, 


member of 
Soans & 
Chicago for 
his summer home in Lake 
Forest. He was 75 years old and had been 
ill for three years, Mr. Fisher was known in 
the Chicago lumber trade and was a director 
of the Oconto Co., of Oconto, Wis. He was 


born at Dover, Del., and educated at George- 
town University at Washington, D. C. He 
started practice as a patent attorney in Chi- 
cago in 1881, Surviving are a widow, who 


was Julia W. Farnsworth before her marriage 








to Mr. Fisher in 1886, also a daughter, Mrs. 
Reginald H,. Hardin. 
_ . . 
Trouble and Litigation 
NORTH TONAWANDA, N. Y., July 13.—A 
petition in bankruptcy has been filed by 
W. G. Palmer (Ine.), 


a lumber and planing 
mill concern of this city. The petitioners 
in the case are the M. B. Farrin Lumber Co. 
and the Dwight Hinekley Lumber Co., both 
of Cincinnati, Ohio. In March, 1930, the 
company estimated its net worth as $431,024 


and its liabilities as $110,000. The Palmer 
Lumber Co., Rochester, N. Y., is also in- 
volved. Wallace G. Palmer and James P. 
Mackenzie have been appointed receivers. 
The first meeting of creditors will be held 
on July 22 


BIRMINGHAM, ALA., July 13.—J. H. Eddy 
of the Kaul Lumber Co., J. H. Oden of Oden- 
Elliott Lumber Co., Kenne W. Berry of First 
National Bank, Holden Naff of the Industrial 
Saving Bank, and I. W. Tull of the Steél City 
Lumber Co., have been elected to the direc- 
torate of the Estes Lumber Co., and will 
become the operating officers for the purpose 
of working out its affairs if the general 
creditors agree to the proposal as submitted 
by W. C. Scott, as general manager on be- 
half of the stockholders, and ‘covered in a 
special agreement dated June 16. The hold- 
ings of the Estes company, consisting largely 
of real estate, cannot be turned into cash 
at this time and assistance is sought 
through the medium of the selection of these 
men to operate the company and liquidate as 
rapidly as’ possible. 





Pulpwood Consumed in 1930 


Wasuinoton, D. C., July 14.—The bureau 
of the census announces that according to data 
collected in 1931, the total consumption of pulp- 
wood in 1930 reported by 197 mills amounted 
to 7,155,588 cords. This represents a decrease 
of 6.4 percent as compared with the 1929 con- 
sumption, The total production of wood pulp 
in 1930 was 4,610,408 tons, a decrease of 5.2 
percent as compared with 4,862,885 tons .pro- 
duced in 1929. 

The production of paper and paper boards 
was approximately 9 percent less in 1930 than 
in 1929, being 10,079,656 tons reported by 687 
mills, compared with 11,090,579 tons reported 
by 684 mills in 1929. 
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BUSINESS CHANGES, “INCORPO 





Business Changes 


Tuscaloosa—D, O. Parker has pur- 
chased a third interest in the Parker Lumber Co. 
(Inc.). Mr. Parker was the founder of the con- 
cern but retired some years ago. He now returns 
to active management. 
CALIPORNIA. 
succeeded by Linn 
ILLINOIS 
succeeded by 
IOWA 
yard to J 
lowa,. 
KENTUCKY. Hodgenville—Daughterty Lumber 
Co. sold at auction to C. J. Hubbard, representing 
a new company to be organized which will con- 
tinue the lumber and building material business 
at the same place under name of Hodgenville 
Lumber & Supply Co., incorporated with capital of 
$15,000 
London 
Lumber Co 


ALABAMA 


Lynwood—Fickling 
Lumber Co. 


Lumber Co. 


Bros. 
Co. 


-Joseph 
Lumber 
Spencer—F'loete 

Anderson 


Chicago 


Joseph 


Lumber Co. 


Lumber Co, sold local 
Lumber Co., of Osage, 


London Mfg. Co. succeeded by Parman 
New owners plan expansion. 

MICHIGAN. Detroit—Tri-State Lumber & Shin- 
gle Co., new address, 16549 Woodward Ave. 

Grand Rapids—S. A. Morman has sold his inter- 
est in S. A. Morman & Co., 5 Perkins Bldg., to 
Wm. B. Steele and Martin P. Lowerse. Business 
will be continued under old name. 

St. Charles—Adam Loeffelbein has sold his lum- 
ver yard to Nason Bros., lumber dealers of Chesan- 
ing. Will continue as branch yard. 

MISSISSIPPI Pascagoula—Gulf Cities 
succeeded by Gulf City Lumber Co. 

MISSOURI St. Louis—Shellabarger Lumber Co. 
succeeded by Hill-Behan Lumber Co. 

PENNSYLVANIA. Altoona—J. C. Ivory 
business sold at sheriff's sale to L. L. 
ber Co. 

TENNESSRPE. Carthage—Read-Wooten 
ceeded by Thomas Fisher Lumber Co, 

Knoxville—Rule Co. changing name to 
Mfg. Co Makes cedar chests. 

TEXAS. Kilgore—Lone Star Lumber Co., 
ceeded by Mansfield Hardwood Lumber Co, 

WASHINGTON Hoquiam and Puyallup—Grays 
Harbor Veneer Co., of Hoquiam, consolidated with 
Columbia Box & Veneer Co. and Washington Box 
Co., of Puyallup, under name of Spruce Veneer 
Package Co. with headquarters at Puyallup. A. J, 
De Lateur, of Hoquiam, has been elected president. 

Seattle—Twin Harbors Lumber Co., new address 
6623-25 White-Henry-Stuart Bldg. 

Wenatchee—Great Northern 
Washington; O. R. Young has sold 

Yakima—Yakima Sash & Box Co., 
Yakima Sales Agency. 

WISCONSIN. Elcho—Forest County Lumber Co. 
sold retail yard to Barker Lumber & Fuel Co. 

BRITISH NORTH AMERICA 

ONTARIO. Oshawa—Roy C. Bird and Wilfred 
Pogson have formed a partnership and have bought 
the mill formerly operated by C. H. Millard. The 
plant is now being operated under name of Oshawa 
Planing & Woodworking. Co. 


Lumber 
(Inc.). 


& Son, 
Ivory Lum- 


Co, suc- 


Royal 


suc- 


Lumber Co. of 
interests. 
succeeded by 


Casualties 


ARKANSAS. Stamps—Bodcaw Lumber Co., loss 
of storage shed and 10,000 feet of lumber by fire. 
CALIFORNIA. San Francisco—Pacific Container 
Ce, loss by fire, $20,000; factory razed. 
INDIANA. Greencastle—True-Hixon Lumber Co.'s 
yard, office and mill and the office of Barnaby 
Lumbe. Co. damaged by fire; loss, $100,000. 
NEW YORK. Eden—Eden Lumber & Supply Co., 
loss by fire, $5,000. 
Saranac Lake—Lumber yard and 
Cohen & Son destroyed by fire; loss, $10,000. 
Staten—Summit Coal & Lumber Co., 485 Mosel 
Ave., Concord, loss by fire which destroyed ware- 
house and shop, $100,000; Chas. Garibaldi, president 
of company. 
TENNESSEE. 
ber Co., loss by fire, 
TEXAS. Houston—Lyons Ave. Sawmill damaged 
by fire; loss, $4,000. W. R. Read, owner. 
Karnack—Sawmill and planing mill owned by 
T. J. Taylor destroyed by fire; loss, $30,000. 
WASHINGTON. Tacoma—Mountain Lumber Co., 
loss by fire, $100,000. 
WEST VIRGINIA. 
ber Co., loss by 
lumber destroyed. 


barn of D. 


Johnson City—Von Cannon Lum- 
$50,000. 


Grassy Meadows—Olney Lum- 
fire, $60,000; 1,500,000 feet of 


Incorporations 


Hope—Hempstead Lumber Co., 
capital, $5,000; D. K. Bemis, 


ARKANSAS 
corporated; 
interested. 

DBLAWARE. Dover—Western & Southern Lum- 
ber Corporation, of Philadelphia, has obtained a 
Delaware charter which authorizes it to deal in 
timber, farming and other lands; capital, $15,000. 

FLORIDA. Tampa-—Enterprise Lumber Co., in- 
corporated; T. H. Calhoun, interested; old concern, 

IOWA. Oclwein—Jamison-Campbell Lumber Co 
incorporated as Jamison Lumber Co. 

KENTUCKY. Glencoe—Crouch Lumber Co., in 
corporated; capital, $5,000; C. P. Crouch, et al. 

Hodgenville—Hodgenville Lumber & Supply Co., 
incorporated; capital, $15,000. 

MICHIGAN. Detroit — Universal 


in- 
Prescott, 


Woodworking 


Corporation, $15,000; 
Birwood Ave. 

Manistee—John H. Rademaker Co., incorporated; 
capital, $5,000; lumber and building materials. 

Milford—The Wood Specialty Co., incorporated; 
capital, $10,000; manufacturer of crates, boxes, etc. 

NEW JERSEY. Newark—Newark Woodworking 
Co., incorporated, 

Paterson—Sinclaire 
capital, $100,000. 

NEW YORK. 
Corporation, incorporated. 

OREGON. Astoria—Astoria Export Co., 
porated; to export lumber. 

Coquille—George W. Bryant Logging Co., 
porated; capital, $10,000. 

Portland—Pacific Export Log Inspection Bureau, 
incorporated; capital, $1,000; Alden K, Miller in- 
terested. 

WASHINGTON, Puyallup—Spruce Veneer Pack- 
age Corporation, incorporated; capital, $990,000. 

Seattle—Cottonwood Box & Veneer Co., incor- 
porated; capital, $30,000; Thos. N. Swale. 

Seattle—Western Red Cedar Exploitation Co., in- 
corporated; capital, $50,000; L. S. Black. 

Tacoma—Murphy-Blancher Mfg. Co., 
ated; capital, $25,000; wood and metal 
Floyd B. Murphy interested. 


incorporated; capital, 14265 


Lumber Co., incorporated; 


Hempstead—Hempstead Lumber 


incor- 


incor- 


incorpor- 
products; 


New Ventures 


CALIFORNIA. 
ner are 
posa St, 

San Francisco—Perfection 
Co. has started business at 681 

ILLINOIS. €hicago—Harris 
ing at 9001 S. Cicero Ave. 

KANSAS. Clay Center—Erickson & Smith open- 
ing retail lumber yard, 

MARYLAND. 
(Inc.) will erect 


San Francisco 
establishing 


crickson & Wag- 
a planing mill at 2601 Mari- 


Hardwood 
Market St. 


Lumber Co. 


Flooring 


open.- 


Baltimore—-Wm. C. Scherer & Co. 
lumber yard on Baltimore St. and 
will carry rough stocks to serve neighborhood 
lumber establishments, 

MINNESOTA, Sebeka—Sebeka Lumber Co, open- 
ing new lumber yard with E, M. Jackman in 
charge. 

NEW YORK. Fulton—Wood Veneer Basket Co. 
has begun operations in the Emerick Bidg. at 
North Fourth and Harrison Sts.; will manufacture 
a line of crates and baskets and later will make 
wood novelties of all kinds; plant is equipped with 
modern machines and is under management of 
William Baumeister. 

OKLAHOMA. Alex—F. G. 
started a retail yard. 

OREGON. Prospect—A. D. Lewis, George Ma- 
chodo and Wm. J. Machodo have engaged in busi- 
ness here under name of Lewis Bros. and will 
operate a sawmill and general lumber business. 

PENNSYLVANIA, Pittsburgh Shaw - Bertram 
Lumber Co., of Klamath Falls, Ore., has opened a 
local office at 316 Investment Bldg. 

WEST VIRGINIA. Craigsville—Ely-Thomas Lum- 
ber Co, moving a 6-foot band mill from Arlington 
to a large tract of timber recently purchased near 
Craigsville, and will begin cutting at once. Ralph 
Ely, Craigsville, interested. 


Ward Lumber Co, has 


New Mills and Equipment 


ARKANSAS. Arkansas City—The W. W. Wilson 
Co., of Little Rock, is installing machinery here 
for a new stave mill. 

CALIPORNIA. Alturas—Alphonse 
Medford, Ore., and A, J. Mazurette, 
Calif., are reported seeking a site 
erection of a sash and door factory. 

NORTH CAROLINA. Thomasville-—Luther Grimes 
and Lloyd Younts plan rebuilding the burned build- 
ing occupied by Grimes Lumber Co. 

VIRGINIA. Petersburg—The Moore-Goodrich Co, 
Plans putting in excelsior manufacturing ma- 
chinery. 


de Katz, of 
of Eureka, 
in Alturas for 





Hymeneal 


COOK-PHINNEY.—At the summer home of 
Mr. and Mrs. Albert J. Phinney, “Beech- 
wood,” Cape Vincent, N. Y., on July 11, oc- 
curred the marriage of their daughter, Har- 
riet, to Harold J. Cook, a Buffalo architect. 
Following a motor trip, Mr. Cook and his 
bride will spend the rest of the summer at 
“Beechwood” and will be at home after Oct. 1 
at 130 Linwood Avenue, Buffalo. The bride’s 
father is vice president and general manager 
of the Iroquois Door Co, at Buffalo. 


BURNS-WALDING.—At Toledo, Ohio, on 
July 8, Millard S. Burns, for more than half 
a century a member of the Buffalo, N. Y. 
lumber trade, was married to Mrs. Abby C 
Walding. The ceremony was performed at 
the home of the bride by the Rev. George 
Laughton, of the First Congregational 
Church, in the presence of the immediate 
families. Mr. Burns was for many years a 
member of Palen’ & Burns and later head of 
Palburn (Inc.), retiring from business three 
years ago. Mr. and Mrs. Burns left for a 
Canadian trip and on their return will reside 
at 68 Richmond avenue, Buffalo. 
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How to Figure Costs for Advertising 
In Classified Department 


Per ame Weald... <cccccccces .++-+.30 cents a line 
For two consecutive weeks......55 cents a line 
For three consecutive weeks.....75 cents a line 
For four consecutive weeks......90 cents a line 
For thirteen consecutive weeks 

For twenty-six consecutive weeks.. 








For fifty-two consecutive weeks. ..$10.80 a line 


Seven words of ordinary length make 
«..e line. 

Count in the’ signature. 
counts as two lines. 

Nu display except 
permitted. 

Extra white 
rate. 

One inch space 
equal «o fourteen 


Heading 
the heading is 


space figured at line 


advertisement is 
lines. 


ReLiittances to accompany the order 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 








THE GREATEST MARKET PLACE 
FOR PEOPLE 


In the lumber woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN, 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment, or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman. 


Send your advertisement to the 
AMERICAN LUMBERMAN 
Greatest Lumber Newspaper on Earth. 


Address 431 South Dearborn Street, 
Chicago, Illinois. 


That’s why people who want something or 
have anything to sell use the clearing house 
section. Advertise in the WANT AND FOR 
SALE Department to get it or sell it. Read 
the Classified advertisements every week. 


WANTED 














Salesmen 


WANTED EXCLUSIVE REPRESENTATION 


By West Coast wholesaler handling all Pacific 
Coast woods and western pines, both water and 
rail shipments for Boston, New York, Philadelphia, 
Baltimore, Los Angeles, San Francisco, Houston 
and New Orleans. Commission or profit sharing 
basis. Will give real co-operation. 

Address “C. 1,” care American Lumberman. 





RELIABLE TYPE SALESMEN WANTED 


By high class wholesale concern, with unusual mill 
affiliations and guaranteed production of Old Growth 
Fir, Cedar, Spruce and California Pine. Profit 
sharing or commission basis. Give details of ex- 
perience. 

— — 


Address care American Lumberman. 





WANTED—EXP. WHLSL. LUMBER SALESMAN 


Familiar Yellow Pine, West Coast products, White 

Pine for Cleveland territory. Want man who has 

previously worked district. References required. 
Address “E. 5,” care American Lumberman. 
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